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With Which is Combined 
Goop HARDWARE 





You will find the Condensed Catalogs of most of the 
Outstanding Manufacturers of hardware and related 
merchandise Handily Indexed, Product by Product, 

for Ready Reference in 


the 


Annual 4W ~ TT ; 
Direckase Number A Whole Library 


of HARDWARE AGE 
published Sept. 27, 1934 


of Manufacturers’ 
Catalogs in One 


Always Handy Volume 
The 


eV ho Wakes Jt?’ 


x Issue 
The Only Buyer’s Guide 


in the Hardware Field 


THIS is the Standard Merchandise Reference Book of the hardware trade. It is in uni- 
versal and year-round use among hardware buyers, both retail and wholesale. 

It is sound both in theory and in practice. Questions arising every day send the hardware 
man to this “Directory Number” for merchandise information. 

The 1934-35 Edition is now in preparation. It will be published as the September 


issue of HARDWARE AGE 


_ + 


Hardware Buyers! To insure receiving this indispensable Buyer's Guide issue make 
certain that your Hardware Age subscription is in good order. 

Manufacturers! To insure hardware buyers having your catalog data for ready ref- 
erence all during the coming year arrange now for the necessary space in the Catalog see- 
tion of this highly important and practical Buyer’s Guide. Ask for full information while 
there is still time to take advantage of the valuable sales promotion opportunity it offers you. 
Forms close September 4. 


HARDWARE AGE 


239 West 39th Street ° New York City 
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SCHOOL TIME WILL BRING ANOTHER 


SPECIAL PROFIT OPPORTUNITY 


HEN the schools open, there will 
be a demand for padlocks for 
lockers and the YALE No. 649 Combin- 
ation Padlock is an ideal lock for this 
purpose. It combines security with con- 
venience —does away with the nuisance 


of lost or forgotten keys. 


We will advertise the YALE Combination 


Padlock in the Saturday Evening Post, 


September Ist, reaching millions of 


families throughout the country. 


We have prepared a special 11” x 14” 
window display card to enable you to 
make the most of the opportunity which 
our advertising will present. The most 


profitable way to use this is to put it in 


the window together with a quantity of 


YALE Combination Padlocks. Such a 
display will draw attention and produce 
sales. 

Be sure to send for this attractive new 
YALE Combination Padlock Display Card. 


“THE NAME YALE 
HELPS THE SALE” 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONN., U.S.A. 





PADLOCK FOR 


SCHOOL LOCKERS 


The above picture shows how the 
YALE Combination Padlock will be 
featured in our Saturday Evening Post 
advertisement, September Ist—just 
before schools open. 
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ANNOUNCING THE 


~m NEW - 
Coleman Lamps © 


New Jumbo-Size Generators Last 3 to 5 Times 
Longer ...New Double Strength Mantles, Protected 
Against Damage...They Reduce Operating Cost One-Half! 


You sell the best kind of home light when you sell these new Coleman Lamps. They provide 
an abundance of GOOD LIGHT that protects the sight — the kind every home needs. 

New improvements assure continuous, dependable lighting service and reduce operating cost one-half. New 
high-efficiency, Jumbo size generator with automatic gas tip cleaner accommodates a wider range of fuel — 
lasts 3 to 5 times longer than ordinary generators; more economical to use. New double-strength mantles 
last longer; protected against damage by Mica Globes fitted inside new Parchment Shades. 

New design, new finish, new shades — give new beauty and attractiveness — make these new Coleman Lamps 


an outstanding line, more popular and profitable than ever 





before. Write for new dealer schedule of wholesale prices. 
Place order now with your jobber’s salesman for late August 
or September delivery. 
































Standard Model No. 132-P 
INSTANT - LIGHTING 


The new popular-priced instant- 
lighting Coleman Lamp that will 
appeal to those who want some- 
thing “extra"’ in a lamp. Decorated 
parchment shade equipped with in- 
ner mica globe, which protects 
mantles. Fount attractively fin- 
ished in Indian Bronze. Has new 
high-efficiency, Jumbo-size, No. R55 
generator; built-in air pump. Fuel 
capacity of fount 3 pints, sufficient 
for 15 to 18 hours of brilliant, 300 
candlepower eye-protecting light. 


Retail Price . . $8.70 





Dept. HA 43 
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Wichita, Kans.; 


MODEL NO. 130-P 
MATCH - LIGHTING 


This new handy model Coleman 
Lamp is equipped with a modern 
parchment shade with black and 
silver decorations; has inner mica 
globeto protect mantles. Fount has 
thenew, attractive Silvertone finish. 
Separate pump. Equipped with the 
new No. R55 Jumbo-Size generator. 
Fuel capacity 2 pints. Enough for 
10 to 12 hours of 300 candlepower 
sight-saving light. Bound to be a 
popular seller. 


Retail Price . . $5.95 


Coleman [anterns 


ARE ALWAYS GOOD SELLERS, TOO! 


For years Coleman Lanterns have been recognized as the finest of portable 
lights for outdoor and general use. They are sturdy in construction, depend- 
able in operation, safe in use. They provide up to 300 candlepower of clear, 
steady-shining, dark-chasing brilliance. They’re always read i 

job, any night, in any weather. 


Chicago, Ill.; 


Philadelphia, Pa.; 


MODEL NO. 130-G 
MATCH - LIGHTING 


The new handy size Coleman 
Lamp for every lighting need about 
the home. Fount has attractive 
Silvertone finish. Separate pump. 
Equipped with 7-inch, three-quarter 
frosted, heat-resisting glass globe 
which protects mantles from flying 
insects. Has high-efficiency, Jumbo- 
Size No. R55 generator. Fuel capac- 
ity of fount, 2 pints, enough for 10 to 
12 hours of 300 candlepower light 
that is kind to the eyes. 


Retail Price . . $5.95 


lighting 
Can be used in hundreds of places where an 
ordinary lantern would be useless — used by campers, tourists, hunters, fisher- 
men, farmers, contractors. Profitable sellers all the time — always in demand. 

Write nearest Coleman house or ask your jobber’s salesman for wholesale 
prices on current models. 


THE COLEMAN LAMP AND STOVE COMPANY 


Los Angeles, Calif.; 


r any 


Standard Model No. 131-P 
MATCH - LIGHTING 


A new and improved Standard 
Coleman Quick-Lite, a fine general 
purpose home lamp. Fount finished 
in hendsome Silvertone. Separate 
pump. Equipped with modern de- 
corated parchment shade, fitted 
with inner mica globe, which pro- 
tects mantles. Has new, high-effi- 
ciency, long-lasting, Jumbo-size 
No. R55 generator. Fuel capacity 
of fount 3 pints, enough for 15 to 18 
hours of 300 candlepower light that 
helps prevent eye-strain. 


Retail Price . . $7.50 
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A_LITTLE TALL THINKING ABOUT A ROUND LITTLE DIME 


Ir doesn’t take a professor of psychology 
to tell us there is magic in that round 
little disc of metal we call a dime. Mr. 


4h; 
yp 
id 


before “psychology” @ AH ly, 


Woolworth knew it long 














poked its polished head Gee 
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out of the diction- 
ary. fo}; The quick. 
trigger chap who in- 
vented slot machines 
knew it before Mr. 
Woolworth. And the glib- 
tongued side show “bark- 
er” knew it long before 
that. 10%; “Ten cents—a thin 
little dime—just a tenth part of a 
dollar—lets you in to the Big Show”... 
Now, how does all this apply to you, 
Mr. Dealer? Here’s how: There are a lot 
of dimes that walk into your store that 
never walk into your till; dimes with 
“gypsy feet,” idling in people’s pockets, 
waiting to be lured; dimes ready to part 
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company with their owners in return for 
something novel, something useful, some- 
thing unexpected. CC And here it is— 


the top-o’-counter Savabrush container. 


It will attract dimes to your till as sure- 
ly as an open mug 0’ molasses at- 
tracts flies. For, after all, what’s 
a round little dime to Mr. 
Handy Man or 
Mrs. Handy 


Woman 


y when it’s 


sure to renew 
| two (or more) 
paint brushes? 
If you want to see a real cash 
register thriller, put this Savabrush self- 
seller atop your counter — and watch it 
empty fast! 24. natty 10; cartons to each 
colorful container! Your jobber can sup- 
ply you! Schalk Chemical Co., 357 E. 
Second Street, Los Angeles. Eastern 


Branch: 3932 So. Lincoln St., Chicago. 
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* RETURN POSTAGE GUARANTEED - 
TEFE.MYERS & BRO.¢o. 


AND. OHIO. 





If You Have Not Already 
Received a Copy of This Book 
“A PLAN OF ACTION,” 
write for it immediately. 









The S. 8 0. Supply, 
& bast Thartcenth 
ew York, W. ¥. 





NOW 


Is The 
TIME 


To Start 
Your Big 
Drive 
For 


MYERS 
Pump 
And Water 
System 
Business 














Late summer and fall months are pump and water 
system months. This year rainfall shortage and actual 
drouth in many localities will stimulate pumping 
equipment sales. The national program “To Sell Run- 
ning Water to the Rural Market” will help boost pump 
and water system business. New money to farmers and 
property owners will add the finishing touch. 

Myers Pumps and Water Systems fit this picture 
perfectly. Whatever your plans may be to increase 
your pump business during the months to come, the 
MYERS LINE with its wide style and size range for 
almost any purpose will profitably support them. 

Whether your market lies in rural territory, or 
in city and suburban districts, by all means adopt the 
Electric Water Systems Council Program and start 
your big drive for Myers Pump and Water System 
sales immediately. 

Prompt deliveries—unmatched quality—diversity of 
styles and sizes—low prices—national publicity—an 
unbeatable combination for sales and profits. 

Write or wire. 


THEF.E.MYERS & BRO. co. 


ASHLAND, OHIO. 


PUMPS—WATER SYSTEMS—HAY TOOLS — DOOR HANGERS 
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4 THE CHOPPER KNOWN IN EVERY HOME 


UNIVERSAL—The only self-sharpening and self-cleaning 
‘ Food Chopper on the market 


NATIONALLY 
ADVERTISED 
Nearly ten million 
dollars have been 
spent advertising 
UNIVERSAL Home 


Needs nationally. 





* * * 


SELF-SHARPENING 

mi : ' CUTTERS 

mai ~ | bo | Beveled and concave 
: 7 / ground cutters acting 

one against the other 

cut like a pair of 

shears and stay sharp. 


Simply tighten in 
place and turn crank 
| backward. 

y ht x * * 
IMPROVED DESIGN 
=i) FEED SCREW 

Hi Leaves less uncut 
meat in the barrei 
than others. 








x * * 


BEAUTIFULLY 
TINNED 
EASILY CLEANED 


x &k * 


FOUR SIZES 
Packed in attractive 
display carton. 

x *k * 


ADVERTISING 
HELPS 
Include display stands, 
display cut-outs, cir- 

culars and mats. 


ase ewe FOSS 





STRONG—. 
STURDY— 


QUICK 
CUTTING— 


SELF-SHARPENING— 


LASTS 
A LIFETIME— 





= oO; @ © 


“Fr @ * 





~ 





xpi LANDERS, FRARY & CLARK, NEW BRITAIN, CONNECTICUT 
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ILLIONS of American home canners know 
Good Luck Jar Rubbers by name. The sound 
combination of consistent national advertising in the 
leading women’s small town and farm magazines 
and the superior quality which has always charac- 
terized the Good Luck Jar Rubber, has created the 
demand which makes Good Luck Jar Rubbers the 
most profitable brand of rubbers on the market for 
the wholesale and retail trade. 


reTsyjimanee 


Jar Rubbers 


a BOSTON WOVEN HOSE & RUBBER CO. 





“ =. so 
a Makers of quality Rubber Goods for more than 50 years iY 
eee Works: Cambridge, Massachusetts Postal Address: Box 1071, Boston, Massachusetts 
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SELL THIS 
FENCE 
FOR 








Aone the many quality and con- 
struction advantages that make 
American Steel & Wire Company 
Zinc Insulated Fence the undisputed 
leader in its field—is a perfect weath- 
er curve. This vital detail of design 
allows for maximum contraction and 
expansion—prevents winter cold and 
torrid heat from taking a costly toll. 
Just one of numerous outstanding 
features that have made this fence 
the largest selling brand—features 
that you can profitably capitalize on. 
Send for complete and detailed facts. 
We have an important merchandising 
message for you. 


Swe 19354 
AMERICAN STEEL & WIRE COMPANY 








208 South La Salle Street, Chicago SUBSIDIARY OF UNITED Jay STATES STEEL CORPORATION Empire State Building, New York 
94 Grove Street, Worcester AND ALL PRINCIPAL CITIES First National Bank Building, Baltimore 
Pacific Coast Distributors: Columbia Steel C , Russ Bidg., San Francisco Export Distributors: United States Steel Products Company, New York 
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RE 


The New 





STEWART |- 


ROUND-THE-|¥V 


or the first time 










7-Tube 
Superheterodyne 


“Magic Dial” 


Table Model 


“Magic Dial.” 4 dials in 1— 
each a different color,and only 
one at a time. Moving the se- 
lector knob to the right or left 
selects any desired tuning 
band. Automatic volume con- 
trol; full variable tone con- 
trol. 2-pang condenser. Dual 
ratio geared tuning. Full, 
complete range from 530 K.C. 
to 23 M.C. Extra heavy 8-inch 
electrodynamic speaker. Two 
antenna lead-ins; one for the 
standard aerial, one for Doublet Antenna 
Input System. 18-5/16 inches high. 14% 
inches wide. 12% inches deep. Two beautiful 
cabinet designs in different decorative woods 
to suit any taste or decorative scheme. 


HIS sensational new line of Stewart-Warner radios for 1934- 

1935 will bring a great revival of retail radio sales and profits. 
The easy all-wave tuning possible with the famous“Magic Dial” 
and the new low prices make everyone your prospect! 


Think what this means to you! It is the greatest sales 
opportunity since the introduction of A-C tubes made batteries 
unnecessary. Makes everybody your prospect—whether they 
now have a radio or not! . 


What You Ought to Know About the Radio 


You Feature 


What’s back of the product? What is the record of the company? 
Does the management understand your local problems? Will they 
judge your sales and set your quotas intelligently, so that you will 
come out with a real profit at the end of each year? Are they finan- 
cially sound? After you have spent years of your life building up 
a following on their line, will you be able to cash in on it—and de- 
pend always on quality that permits you to meet any competition? 


You get the right answers to these questions from Stewart- 
Warner, under the direction of J. E. Otis, Jr., and F. A. Hiter. 
Look at their records. Alemite—with one of the most consistently 


WRITE, WIRE, or Phone Us Today. Get 
STEWART-WARNER CORPORATION 





5-Tube Superheterodyne 
Dual Wave TABLE MODEL 


Takes in practically all entertain- 
ment stations in the world. Stand- 
ard band from 540 to 1720 kilocycles, 
and short-wave band from 5.5 to 17.8 
megacycles. Simplified multi-band 
dial for easy tuning of short-wave 
broadcasts. Exceptional tone quality. 
Automatic volume control. 3-gang 
condenser eliminates interference 
from code stations. 8-inch electro- 
dynamic speaker. Very low power 
consumption. In two cabinet styles, 
both at $39.50. One a 
handsome pattern of 
contrasting striped 
walnut and figured 
stump walnut. The 
other of quartered 
and striped walnut 
with red gumwood 
overlay. Both have 
hand-rubbed, high- 
lustre lacquer finish. 






















ALL-WAVE 


TABLE MODEL 


All-wave, covering complete range 
530 K.C. to 23 M.C. in four bands 
identified by different colors on the 
dial. Full variable tone control. Two 
double-purpose tubes give efficiency 
comparable to ordinary 7-tube sets 
in sensitivity and selectivity. 3- 
gangcondensers. Exceptional fidel- 
ity. Extra heavy 8-inch electro- 
dynamic speaker gives remarkable 
results at all frequencies. In two 
styles of table cabinet, at $49.50. 
Console at $67.50. Both types of 
cabinet are of exceptional beauty, 
resulting from richly decorative 
combinations of fine, polished woods 
—many of these woods imported 
especially for this purpose. 





All Popular Price Ranges Covered 
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prosperous distributor and dealer organizations in the country, 
making money steadily even through two major depressions! 
Stewart-Warner Refrigerators—rocketed from nothing to a 
commanding position in the refrigeration industry in one short 
year, thanks to sales strategy built on long,successful experience. 


The same powerful manufacturing and selling resources are 
now back of the new Stewart-Warner radio—100% full force. 
The result will be, as always, a “gold mine” for alert distributors 
and dealers who get into step with the Stewart-Warner parade! 


Powerful Merchandising Plans— 
Extensive Local and National Advertising 


As a Stewart-Warner dealer you get tested plans for developing 
leads and special promotional events for stepping up sales. A 
powerful magazine and newspaper advertising campaign that will 
rock the industry will carry selling messages into every home 
you want to sell! 

To bring the full force of this great national campaign to bear 
directly upon your store there is a wealth of strong newspaper 
advertising for your local papers, over your own name. Study 
this line—short enough to be easily stocked and handled—priced 
to move fast! 


the Full Story on this Great New Line 
1833 Diversey Parkway, Chicago, Illinois 














4-'Tube Superheterodyne Standard 
Wave Companion Set 


More than a local receiver— 
highly selective. Use of two 
double-purpose tubes gives the 
equivalent of a six-tube chas- 
sis. Remarkable tone quality 
and sensitivity for a 4-tube 
set. Tuning range: 535 to 1730 
kilocycles; all standard broad- 
casts plus police calls. Its 
large power unit materially 
contributes to the unusual 
tone quality and power out- 
put of this set. 6-inch electro- 
dynamic speaker. Very low 
power consumption. 11-9/16 
inches high, 9 inches wide, 6% 
inches deep. DeLuxe Sets with 
choice of two larger, more dec- 
orative cabinets— $27.50. 




























7-TUBE 


Superheterodyne 
“Magic Dial” Console Model 


“Magic Dial.” 4 dials in 1—each of a different color, and only one 
at a time. Moving the selector knob to right or left selects any 
desired tuning band. Automatic volume control; full variable tone 
control. 3-gang condenser. Dual ratio geared tuning. Full, com- 
plete range from 530 K.C. to 23 M.C. 12-inch auditorium electro- 
dynamic speaker. 2 antenna lead-ins: one for standard aerial, one 
for Doublet Antenna Input System. 38 inches high. 23% inches 
wide. 13 inches deep. Artistic blending of selected woods—striped 
walnut, blistered maple, stump walnut, decorative carving, make 
this console cabinet richly beautiful. Console with legs—$99.50. 
With legs and doors—$109.50. 























All prices slightly higher west of the Rockies 
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ottschalk 


ILFLOLLILCe4 


Another New 


Territorial Representatives 
GILLAN SALES CO. 

1499 Market St., San Francisco, Cal 
California, Oregon, Washington, Montana, 
Idaho, Wyoming, Colorado, New Mexico, 

Arizona, Utah, Nevada, El Paso, Tex. 

JOHN A. CAMPBELL 
2912 Hall St., Dallas, Tex 
Arkansas, Louisiana, Oklahoma, State of 
Texas except El Paso 
HARRY L. 

1699 Lincoln Ave., St. Paul, Minn 
Minnesota, lowa, North Dakota, South 
Dakota, Wisconsin, north of Wausau, Upper 

Peninsula, Michigan 
Vv. P. MURRAY 

425 West Ontario St., Chicago, Il 
Illinols, Indiana, Ohio, Michigan, south of 
Traverse City, and Wisconsin, south of Wausau 

*, W. LARSON 
407 Security Bldg., St. Louis, Mo. 
Missouri, Kansas and Nebraska 
WADE C. HARMER 

1131 Harrison St., Philadelphia, Pa 

Eastern Pennsylvania, Southern New Jersey, 
Delaware, District of Columbia 
CALVIN SAYLOR 
Box 4616 East Liberty, Pittsburgh, Pa. 
Western Pennsylvania 
NEW YORK PAPER CO. 

520-22 W. Franklin St., Baltimore, Md. 
State of Maryland 
FRANK K. WILLIAMS 
706 Allen St., Syracuse, N. Y. 

State of New York except Metropolitan 
New York City 
JOSEPH J. SKELLY 

145 Filbert St., Hamden, Conn 
The New England States and Metropolitan 

New York 
DORSETT-ROTHWELL CO. 

1412 Postal Bldg.. Miami, Fla. 
Fort Pierce, West Palm Beach, Fort 
Lauderdale, Miami and Key West, Florida 








THE 
RONZE 


ALL 


(lUlustration is actual size) 


This new and distinctive 
Gottschalk item is offered to the 
trade for the first time. The 
Bronze Ball is a companion to 
Gottschalk’s Metal Sponge, the 
original sanitary scouring de- 
vice; Kitchen Jewel and Hand- 
L-Mop. It is designed especially 
to do hard scouring ‘and will re- 
move grime and grease in a 


remarkably short time. 


Two dozen are packed to a display box. It retails for 
ten cents. The Bronze Ball is an unusually attractive 
item and appeals to the housewife immediately. Displayed 
on your counter, increased sales are sure to result. Order 
today from your jobber, or write direct for sample and 
price list using your firm’s stationery. Metal Sponge 
Sales Corporation, Lehigh Avenue and Mascher Street, 


Philadelphia. 


Gottschalks 


METAL SPONGE 


HARDWARE AGE 





FPP A IIA MISA AAP LALLA AE LA LEAP PEASE ASA 








CL LaLa pipA a a a ae a er aa a ara ae www ara ae ae 
AAA ALAA de) Lin. 
PLLLIL IZ LLL I M2 LILILLL LLM LIAR ALAA ERA 














¢ SOS SID Fe SOLE EV LSS 
PRN ar Pay em Re 5 

PLPC IOS OP EPE RIE 
LPPS VELL NOD 
BD SOLER DTS APS 
PSLPLELPE IO FED TE 
BAP IRE PPD RATT Sota 
REEL ARP SCR ALE RE SOP 
PRA PERT PA BF 
BRAK AR ARSE EA LOS TO 
PEG PIS DABEY A A. PUY 
PPI ATONE ne SY 


LLROOLRPL ADEE DOLL FIO! AISLE IIAP 
PERI LOD PEPE AL RIDIRP LISD 
SDPOROLODE LMS LILLIE ODP ILO 
PEO PVAPAILLILIA LOA IE ABERIA PA LIG* 
LMATEALS SPO PLATO ASTI LAITSLOPSLIS OD 
LEAII ESL A SARI PSI LISS ASSIA ISLE SAD 
LEPISLL ALLS SRL LP IIIOES IAA DPA DRIE GA 












x 











EOLA LE SAIS. SSA Seas 
LBLALAG ANS AE APSE OS 
LESCHE RCH COTE SOD NTR, 
PBT III ASAE R . 


ae 
va Ap pd 









SS 





LEAS BRSPS PORE cee AF 
PEPECCS CM OA UE EF SB 
BA tsa FOP EPR 






MABARAAAY 
SSNS 

















a + ae 
POPPER A Sok secs c8 ak * “S “is m ; 

He BOLSEODADS ARIE GCE Ar PG ie © ae % = tk . e2 
. ‘. ; - . 
% Perse PO chr FE CSM BTS: Mody Brean 34 } we 5 
HH PR Mesto ce) gg te Pee 
HA tO, By A ee Fe ee. Porat oS oS ee 
SB BFP MS Po te 8 A558, a. 4 it Or et 

a ye a - &- eee Re 
LIEBE SRLS FELIS, PE DF 8515 te ae ae 






MRSA SA 








\ NRBAN LER 


SSS 


” SSIS Sa POOOOOE os" TT Dr POLL OO EO a 
eee Eee eee See LAGI 
SAD LLL ALLL LRA AL PLA re 
TEES ae 





ooo 


™ 
q 
‘ 
‘\ 
. 
N 
.' 
N 


the teme lo Sell 


FENCE (oz FORAGE CROPS 





a ae 
PREP RDRA BEE MEE LP DH 
FRE LALML ECLA LE BI PLO L 
TR PRE PHRIV OBA EAA 
LPR OP DE HLH H LS 
Deed A a ed eee 
PPO DE MD BY MO ft 
Fe ee Oe ee ae Oe ae ee 
OO Ed te ete ee 
POLE DP I IO EO DR SD AR 
D2 PHBE AAP LOY AF 
Po 
i 
a 
a 
sd 
a 


AS 


* 
. 


Sates ee eeeee: 


ee eee ye BRA 
ewe BRR RR 


WRALBLABA, VABARBVASABASS 
SSS SSN 


SSS 


| PMD PF IOP RE OP # xt 
YO AO BAB PF OP AFF 
ee dk eda A, Add 
PPP LAL LE ION FH 
PFE OL OL BL OM OM i” 
PPRAAL ALOIS # 


ee Ree ee” 
eee SRS RS 


ee & 
a a) 
ar» 
SRS w Se RH! EL eR AS RH 


Xe’ @R | RDA 


DH AP # 


ARABELLA BSALES VOR RE 





OLE LLL LT LALLA AGEL ALARAL AD LSS AALAL ll DLL LAL LLL DALAL PLAL GOL AAD LAALLELL LAL ALLL ALLS SA ALALLL 


CLA 
errr LLL ALLL AZZ ALL LIA, AIA ALI MI AAA AAA CLL Lisi gist Me Lis ge. 
SUDEEELE LEED UDOT EE TEE EE EEE EEE LUTE DEED EE OODLE EEN E Ee, 88 SHEE nn FOOUE EE 


ew ¢: 


’ 
3 


<=.) \ “ee 





LILLLDEOODRALDE ALES LLA IDI SBA MOON 
LOE LIOLLA LEI LOCOLIE SDA MOK) 
SORES ALGAE ALLL ALLL OIG 


A 
, 


! 


y 


ee 
SOO ES 


4 





y 
4 














ow 


VERY fall considerable fence is needed for 
pasturing forage crops and hogging down 
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ticular the effective hand- 


is year in par 


corn. Th 


ling of his forage crops is of utmost importance 


to the farmer. Fence will enable him to get the 


for 


tive 


best value out of many an immature or drouth 


stunted crop by pasturing with live stock. Sell 


him Pittsburgh Fence. He knows about Pitts- 


burgh Fence because he has seen it advertised. 





He knows it is a quality fence from experience. 


_‘ 


It is lined with regular stock roofing 


Temporary silos will be in demand this fall for 


paper and supported by 2 x 4’s or other timbers. 
extra silage crops. 


No. 11 gauge Pittsburgh Plain Lawn Fence, 1%" 


erected by the farmer at low cost, sell regular stock 
x 4"' mesh. 


For this temporary silo, which can be quickly 
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Keep 
Skaters 
Satistied 


BY SELLING THEM 


UNION HARDWARE 


Ball Bearing Extension Roller Skates 


The popularity of Union Hardware Skates is due to the 
quality that has kept skaters satisfied for nearly 80 years. 
That explains why practically all Hardware Jobbers and 


nearly all Hardware Dealers sell them. 





They know that these famous skates hold customers 
because they never disappoint. They know also that there 
are more skaters “advertising” this nationally-known brand 

Send for NEW Catalog 
Look over the line that has such a 
grip on trade—see the latest patterns 
that attract skaters of all ages. Then 
order from your jobber. 


than any others, because more of them are sold. 


In a recent check-up of 50 Hardware Jobbers Catalogs, 
28 jobbers listed Union Hardware Roller Skates exclu- 
sively, while 22 other jobbers who catalogued roller skates 
all carried the Union Hardware Brand, as well as others— 
convincing evidence that these popular skates keep skaters 


€ OUR CONDENSED Caz, rc . 
ie 1933 DIRECTORY nugge satisfied. 


HARDWARE COMPANY 





Reg. U. S. Pat. Off. 


TORRINCTON, CONN. 


NEW YORK OFFICE 151 Chambers Street 
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Selling Related Items... 
A Merchandising Suggestion 


E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


LEARNED that a certain dealer was selling an unusually large amount 
of our Sandpaper and Emery Cloth, so I made a special trip to see him 
and learn why — simple when explained — here’s the story: 


Said he realized there was a big percentage of profit 
/ENE MEA Do 


SHEETS of in Coated Abrasives, but didn’t sell much—-so scratched 
‘AND, 


his head and remembered that paint and Sandpaper 
went together—that Emery Cloth and mechanics’ sup- 
plies and tools went together. 

So he told his boys: “When a customer buys paint, 

say, ‘Don’t you want some Sandpaper too?’, and when a 
mechanic buys bolts, steel, brass rod stock, etc., say 
‘Don’t you need some Emery Cloth?’” and it worked! 

But he also found out another thing—it worked just 
as well backward as it did forward, because he found he could sell paint to the fellow 
who called for Sandpaper, and could sell tools and supplies to the customer who 
called for Emery Cloth. 

The psychology of selling related articles is well known, but sometimes we 


don’t think of the relationship. This dealer did, and he sold more of his long- 


margin Coated Abrasives, and a lot of other things, too, which added to the 


velvet. 
This scheme is well worth trying, as it will not alone help 
you, but it will also help us— we both need the extra 


business. 








|| E. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 
You may send me, without obligation, samples of: 


CLOVER MANUFACTURING COMPANY | Green-Stripe Sandpaper. 
| Red-Stripe Turkish Emery Cloth—for polishing. 


NORWALK, CONN., VU. Ss. A. | Yellow-Stripe Aluminous Oxide Cloth—for cut- 


' ting hard metals. The universal shop abrasive. 














SANDPAPERS | Orange-Stripe Garnet Paper—for wood-working. 
__/ Orange-Stripe Garnet Cloth. 


METAL-CUTTING PAPERS AND CLOTHS _- Clover Grease- -Mixed Grinding Compound. 








WOOD-WORKING PAPERS AND CLOTHS | Clover Water-Mixed Valve- Grinding "Compound. 
|| Name 


CLOVER GRINDING AND LAPPING COMPOUNDS | Address __ 


|| Character of business 
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“Ih. oe a of today is THE ARTISAN OF TOMORROW— 


- 


WELD HIM TO YOUR STORE WITH THESE TIME-TESTED PRODUCTS 


gens R LOCAL MANUAL TRAINING INSTRUCTORS are teaching young boys 
practical mechanical methods. They deserve the support of the Hardware Dealer, 
for their work is developing future customers for all kinds of tools and equipment. 
Send us their names and addresses and we will gladly send them copies of ‘“‘How to 
Sharpen” and “Abrasive Papers and Cloths,”’ two booklets of exceptional value. 
Of course your name will be mentioned. 


The RIGHT STONE for EVERY EDGE 


INDIA, the standard oilstone of the LILY WHITE WASHITA is a natural 


world, is made of Norton Alundum, an stone, uniform in texture, for carpenters’ 


. . . ° . , are? : 
aluminum oxide electric furnace abrasive. and general woodworkers’ tools. 
is available in three grits, coarse, medium . 
" mm , ARKANSAS, a natural stone, is of 


and fine, and in a great variety of shapes : : — 
4 ° 7 : special interest to carvers for obtaining 


and sizes. 
the very finest of edges. 


NORTON 
ae> 
f See the BEHR-MANNING 
for OILSTONES and NORTON PIKE exhibit 
in the Home Workshop 
Century of Progress 
Chicago 


Remember 





ASK YOUR JOBBER’S SALESMAN OR WRITE 


BEHR-MANNING v_ TROY, N. Y. Ww 


Manufacturers of Quality Coated Abrasives Since 1872 )_ Aap 





SALES REPRESENTATIVES FOR NORTON PIKE PRODUCTS IN THE UNITED STATES 





16 HARDWARE AGE 





TS 


ING 
hibit 








Qe SP 
ae r : Ee, 
\ 4 fi _ << 

r \ y \ i pay a 

PMI 2 \ $= © 





@ Fifteen leading magazines, including Good 
Housekeeping, Ladies’ Home Journal, McCall’s, 
Woman’s Home Companion, Better Homes and 
Gardens, Saturday Evening Post, etc., are telling 
the story of Sherwin-Williams Semi-Lustre to a 
potential audience of more than 32 million women! 
Not just once or twice—but month after month! 
A grand total of more than 106 million messages, 
about a product which clicks 100% on every point 
it takes to sell women paint. Semi-Lustre 
is washable, colorful, style-right, quick 
drying, easy to use and inexpensive. 


THE AMAZING 
WASHABLE FINISH FOR 
WALLS AND WOODWORK 


Splash ink on a panel finished with Semi- 
Lustre. Smear it with grease. Mark it up 
with pencil and crayon. Spill bluing on it. 
Then wash the surface with soap and water. 
Off they come—almost as easy as washing 


THE SHERWIN- 


“We WANT SHERWIN- WILLIAMS: 


Sem ifustre’ 

















Thousands of women are saying this to paint 


dealers— can you reply, “Yes, madam, we have it’ ? 


a china plate. Not a trace of their stains. Not 
a blemish nor mar from the washing process. Think 
what a dramatic selling demonstration you could 
make with this product! Think what an ideal finish 
for kitchens, bathrooms, halls, etc. 


12 INEXPENSIVE COLORS - 


Semi-Lustre comes in 12 pastel shades—light, airy, 
cheerful, fashionable colors your customers 
want. And the price is so modest that both 
you and your customer will be surprised and 
delighted. They get extra value. You get 
your full mark-up. 


Semi-Lustre is just one of the regular line of 
S-W finishes which enjoys the widest con- 
sumer preference. If the S-W franchise in 
your territory is available—it’s a golden op- 
portunity for you. Write today and 

find out. The Sherwin-Williams 

Co., Dept. 609, Cleveland, Ohio. ys 


WILLIAMS Co. 


World's largest Manufacturers of Paints, Varnishes, Enamels, Lacquers and Stains. 
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IT’S SHIP BRAND MANILA 
FIRST QUALITY ROPE 


You can always identify Plymouth Ship 
Brand Manila Rope,even when the burlap cov- 
ers and tags have been removed from the coil. 

Running throughout every size and length 
of Plymouth Ship Brand Manila Rope is a 
small twisted paper strip marker, carry- 
ing the Ship Trade Mark and the words, 
“Made by Plymouth Cordage Company.” 

It serves as a positive means of identifica- 
tion among buyers and users that they are re- 
ceiving genuine Plymouth Ship Brand Manila 
Rope, which for well over a Century has dem- 


ia 
SALES BRANCHES 
NEW YORK BOSTON NEW ORLEANS CHICAGO 
BALTIMORE SAN FRANCISCO CLEVELAND 
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onstrated its superiority in strength, depend- 
ability, long life and consequent economy. 

Tell your customers that Plymouth Ship 
Brand Manila Rope is first quality Rope; 
that it is made of the better grades of Man- 
ila fiber, and that it is stronger, safer and 
more economical to use than low grade rope. 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Mass. and Welland, Canada 


PLYMOUTH 


MANILA ROPE 
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First Shown at qh Moir 
_Now Re Say for The be 


* iat eats line of 


ONE RIN ATO NAL 
WIR O GUS 


Latest and finest of trucks ...A new high in style and distinction ... New 
values in utility and performance...A complete new line of Internationals! 
The powerful unit shown below is one of a beautifully streamlined series 
of trucks that are all-truck, embodying new engineering features and new 
mechanical excellence throughout. Take Harvester’s word for it—the qual- 
ity apparent on the surface is more than matched by the quality under- 
neath. It is the EXTRA quality that International Truck owners have banked 
on for more than thirty years: See these new Internationals. All models, 
from \%-ton up, now on display at International branches and dealers. 
For details, write the address below. 


INTERNATIONAL HARVESTER COMPANY 


606 So. Michigan Ave. OF AMERICA Chicago, IMlinois 


Sm oe eee ee eee 
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How Edison MAZDA lamp 
advertising works 


for YOU 






Hoa 
GENERAL 


a On ae 
a a 
sell more 


lamps 














THE advertising of DO THESE 3 THINGS 
e AND YOU WILL SELL MORE LAMPS 
MAZDA lamps of General Electric manu- a. a SS go Soa MAZDA lamp display every time 
facture not only reaches four out of five 2. mdi sof out current magazine advertisements 
1 $ around it 
homes—but analysis shows that this ad- 3. ‘Ask people to buy. very home needs more and higher 
vertising reaches practically every home 





in the best buying areas . . . the homes of . oes oe \ 
the people who do 85% of the buying. 


You can attract these people to your 
store ...and sell them lamps and other 
merchandise . .-. if you will ‘‘sign your 
name”’ to Edison MAZDA lamp advertis- 
ing... by following the suggestions given 
at the right. General Electric Company, 
Nela Park, Cleveland, Ohio. Your customers look for this MARK 


General Electric invites you to visit its exhibit in the Electrical Building at the Century of Progress 


EDISON MAZDA LAMPS 
GENERAL @ ELECTRIC 
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mighty broad statement, but that’s Pe 
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thousands of hardware dealers are safely say- 
ing about ATKINS SILVER-STEEL SAWS. 
They know that everything that goes into 
an ATKINS SAW, from material to design 
and master workmanship, will bring perfect 
satisfaction to their customers—and that 
ATKINS’ well defined policy of distribution 
through jobbers and dealers (followed for 
77 years) shows a fair margin of profit for 
both. 

We are ready to help you build a profitable 


business in the increasing market for ATKINS 
SILVER-STEEL SAWS—sales getters that 


‘Sure, its an Atkins 


and all 


will enable meet 


competition. 


you to any 


And today—when quality is king—a product 
must stand wholly on its own merits. ATKINS 
SAWS do that—and more. 


With this kind of opportunity, would it not, 
therefore, pay you to stock and sell ATKINS 
SILVER-STEEL SAWS to carpenters and 
home workshop owners, schools, mechanics, 
farmers and others who appreciate fine 
quality in all tools? 


Order ATKINS SILVER-STEEL SAWS from 
your jobber. If he cannot supply you, write 
to us and we will see that you are supplied 
promptly. 


E. Cc. ATKINS AND COMPANY 


“THE SILVER-STEEL SAW PEOPLE” 


ESTABLISHED 1857 


Makers of highest grade and leading types of all kinds of Saws, Saw Tools, Handles 
Plastering Trowels, Scrapers and Specialties. 


HOME OFFICE and FACTORY 


:-: INDIANAPOLIS, INDIANA 


BRANCHES IN PRINCIPAL CITIES 
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Just Among Ourselves 


Labor Troubles— 


S this is written, the strike prob- 
A lem in San Francisco appears 
to be close to settlement by ar- 
bitration between members of the 
Longshoremen’s Union and their em- 
ployers. Other phases of the conflict 
have been settled and the “general 
strike” is over. Elsewhere, similar 
labor difficulties disturb the progress 
of our national recovery. At this 
juncture, every citizen must be inter- 
ested in the outcome. It looms up 
as the most vitally unsolved problem 
in our social-economic picture. It 
is more than a local matter and can 
never be solved by superficial 
charges against either capital or 
labor. Nor can the extremes of any 
individual strike situation be offered 
as an intelligent means for solving 
the difficulty. 


Fundamental Faets— 
NEMPLOYMENT continues to 


to be the largest obstacle to 
complete recovery progress. Low 
net incomes restrict purchasing pow- 
er. Without purchasing power of 
our masses we cannot have good busi- 
ness. The cost of living is mounting 
faster than earning power. Some 
employer groups, either don’t or 
won’t recognize the relation between 
living wages and good business. NRA 
has been used as a club by trade 
unions and trade associations to 
bolster up their numerical strength. 
The arrogant attitude of some mis- 
guided labor leaders inspired by their 
recent growth in membership has 
brought resentment to the boiling 
point. It has resulted in an unfair 
response from employers who prop- 
erly fear the complete intrusion of 
labor leaders into their businesses. 
The result is an uncompromising 
attitude from both sides of the table. 
and an unwillingness on either side 
to concede any merits in the pro- 
posals of the other. Both sides seem 
to forget the great American public 
from which their joint opportunities 


spring. 
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By CHARLES J. HEALE 


Editor, Hardware Age 


The Public’s Rights— 


N the San Francisco area, affected 
by the recent strike, more than 
one million people were victimized. 
An estimated 75,000, members of 
unions participating in the “general 
strike” were represented by a “gen- 
eral strike committee.” This com- 
mittee usurped a degree of control 
over the remaining populace such as 
an American community never faced 
before. This “general committee” 
ISSUED PERMITS: for doctors to 
tend the sick; for hospitals to use 
their facilities in accidents and sick- 
ness: for milk producers and dis- 
tributors to furnish this necessary 
food for children; for restaurants 
and markets to supply specified quan- 
tities and kinds of food to ALL the 
people in the affected area. This 
committee finally PERMITTED the 
U.S. Army to have its laundry done. 
It failed to force the City of San 
Francisco to post “permit cards” in 
the municipally operated street cars. 
but it did succeed in “permitting” 
railroads and other private operators 
to run a few ferries and trains. In 
other words, after some delay with 
privations and inconveniences. more 
than 900,000 citizens were PERMIT- 
TED to exercise some of their 
fundamental, inalienable rights guar- 
anteed under the Constitution of 
the United States. This is the same 
public, which for years has recog- 
nized and protected (and will con- 
tinue to recognize and protect) the 
equally inalienable rights of workers 
to organize, strike and picket. The 
disaffected workers may have been 
long suffering. Their cause may 
have been just, but when any minor- 
ity group assumes arbitrary and 
dictatorial powers against the best 
interests of the overwhelming ma- 
jority such arrogance cannot be 
tolerated. In the past, by painfully 
slow process, the American people 
have freed themselves from the yoke 
of many obnoxious monopolies con- 


trolled by arrogant minorities. It 
should therefore be conceded that 
organized labor has been of great 
benefit in this recovery and has 
improved working conditions and the 
living status of all people. Yet 
nothing will have been gained if 
the American people are to jump 
from the frying pan into the fire and 
be forced to subservience to a new 
minority group. This they will 
never do. 


“Section 7A”— 


ROM the labor viewpoint, this 

is the very heart of NIRA. It 
establishes the right of workers to 
organize and be represented by per- 
sons of “their own choosing.” Under 
the banner of “Section 7A” many 
abuses have been committed, to the 
detriment of the very people it was 
intended to aid. Self-appointed labor 
organizers have rented offices, in- 
stalled telephones and printed letter- 
heads and membership cards. With 
this presumptuous and unauthorized 
start they have attempted to force 
negotiations with employers with- 
out actually having any representa- 
tive worker memberships. Such 
“labor leaders” have no status under 
“7A” or any other NIRA provision. 
According to existing law—if they 
can -organize a majority of em- 
ployees and obtain from such mem- 
bers authority to represent them in 
dealings with employers—that is a 
different story. Hardware whole- 
salers and retailers in several parts 
of the country, are being harassed by 
threats from such alleged union 
leaders. The hardware industry 
does not have to deal with any such 
unauthorized “labor agents.” Re- 
member this, and insist upon proper 
credentials before entering into any 
negotiations concerning unionization 
of your employees. 


What Next?— 


HE American people do not 
countenance the oppression of 
labor, nor will they permit it. Neither 
will they tolerate domination by 
(Continued on page 40) 
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This Chart 
indicates the 
low volume mont. 
in the wholesale 

hardware trade ~ 
A Hardware Age Study 


Among Hardware Wholesalers— 
February Is Lowest 


January, July and December, in order named, show "yon aca is the lowest sales 


volume month in the year for 
most wholesale hardware firms. 


the next lowest wholesale hardware sales records. 
From the records of 181 jobbers, lo- 


b . . ; ° 
Jobbers’ experiences vary greatly due to geographical cated in 42 states, the second month 
locations and kind of merchandise carried. Complete of the year marks the low sales point 
for 134 organizations. Other low 


months, in their relative 


study by HARDWARE AGE also brings to light some volume 


positions, are as follows (the num- 
suggestions for correcting low points in sales curves. ber after each month indicates the 
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Sales Volume Month 


number of times it was the low 
month of the year)— 

January, 120; July, 104; Decem- 
ber, 94; August, 86; June, 45; 
March, 40; November, 31; May, 19; 
April, 11; September, 5, and Oc- 
tober, 3. These months, in reverse 
order, would, of course, be the high- 
est volume months of the year in 
the following respective order: Oc- 
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tober, September, April, May, No- 
vember, March, June, August, De- 
cember, July, January, and Febru- 
ary. These data and related infor- 
mation, presented herewith, are 
taken from an intensive study made 
by HarpwareE AcE during the past 
60 days. 

The experiences of wholesalers 
vary greatly depending on_ their 


geographical location and in accord- 
ance with the lines being handled. 
Certain months which are very slack 
in Northern States are exceptionally 
good in Southern States and vice 
versa. 
Opinions Differ 
Two different views predominate 


on the advisability of trying to 
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bolster up the sales curve during the 
low volume months. Some whole- 
salers say that seasonal conditions 
and other factors beyond their con- 
trol naturally govern trade move- 
ments, and maintain that it is there- 
fore impractical to attempt to stimu- 
late business during normally slow 
months. Other wholesalers are just 
as firmly convinced that “something 
can be done about it.” In fact, sev- 
eral wholesalers cited methods they 
have successfully used for turning 
“red” months into “black” ones. 


Suggested Solutions 


Two wholesalers gave electrical 
refrigerators, radio sets, washers 


and other major appliances credit 
for transforming July and August 
into profitable months. Auto tires 
brought the same months out of the 
for another wholesaler. An 
stated that December 
had always been a low volume 
month until toys and Christmas 
lines were added to its stocks and 
pushed. Sporting goods turned July 
and August into “black” months for 
still another wholesaler. When one 
Eastern wholesaler can get dealers 


“red” 


Eastern firm 


to accept March delivery on spring 
goods the month’s color is changed 


from “red” to “black.” November 
became a profitable month when one 
wholesaler placed special selling ef- 
fort behind stoves and stove acces- 
sories. 

One wholesaler says: “I have a 
chart I have kept over a period of 
years showing the monthly fluctua- 
tions in the hardware business. This 
indicates that if the hardware jobber 
and dealer are going to make money 
throughout the year they will have 
to put in lines and items that will 
straighten out the sales curve.” 

A mid-Western wholesaler says: 
“We have made strenuous efforts for 
several years to flatten out our sales 
curve. By that, I mean we have 
made extra sales efforts during the 
lean months and have succeeded in 
altering the shape of the curve to a 
considerable extent.” Monthly sales 
percentages, as given by this firm, 
and as based on a six-year average 
show that the variance between the 
lowest and the highest volume 
months is about 3 per cent. 

Another mid-West firm says: “It 
is the problem of each wholesaler to 
study his territory carefully; get the 
exclusive sales privilege on as many 
items as can be obtained and diver- 
sify stock to equalize the spread as 
much as possible over the year.” 


A Southern firm makes this sug- 
gestion: “Any distributor who has 
abnormally low profit months should 
determine: (1) Those months in 
which the low percentage volume oc- 
curs; (2) What monthly volume he 
must obtain to break even. These 
figures can only be obtained by a 
comprehensive analysis of expenses. 
Non-recurring items, such as insur- 
ance, taxes, and bad debts should be 
broken down on a monthly basis. 
With the foregoing facts ascertained, 
the distributor should then study his 
merchandising and find out whether 
he is designing his stock to obain 
volume in low volume months. In 
other words, it may pay a distributor 
to make a special effort to bring up 
volume in some seasonal lines that 
are active during low volume 
months, and which would otherwise 
look unattractive to him. We not 
only try to balance our lines so as 
to obtain a fairly uniform volume, 
but we even try to balance our ware- 
house stocks so as to distribute labor 
more evenly. For example, one of 
our floors is exclusively devoted to 
merchandise that moves by seasons. 
We manage to keep the labor on this 
floor constantly employed, although 
very few of the items on that floor 
sell the year around.” 





HERE will always be a 


lowest 


Merchandise and Geography 


sales volume 


In every mercantile field, distributors must find new 











month in each year, just as there will always be 

a high peak month. But, the low point need not 
be relatively so low as to force a business into the red 
ink status for 30 days. The wide variance of low sales 
month reports, from hardware wholesalers, shown in 
the Harpware AGE survey, given here, suggests the 
vital need for an immediate appraisal of the lines of 
merchandise carried by hardware distributors. 

The differences between wholesalers widely sepa- 
rated can be properly charged to the variance in geo- 
graphical and climatic requirements, but the marked 
variance between wholesalers in adjoining states defi- 
nitely points to the need for stock adjustments. From 
these figures, we find very few adjoining states report- 
ing the same three lowest sales months. These figures 
do not indicate which state has the balanced 
wholesale hardware stocks but do show that a lack of 
uniformity exists and 
geographical areas. 


best 


within recognized economic 

The scope of hardware wholesaling and retailing is 
sufficiently broad to provide salable and_ profitable 
merchandise for all twelve months of the year. The 


variance in low months proves that. 


merchandise to permit expansion and to offset the loss 
of volume suffered by declining demand for old estab- 
lished goods. Another urgent need is attention to 
merchandise on which the unit of sale is relatively 
higher than the average hardware store item. These 
larger “units of sale” will counter-balance low unit 
sales and if seasonal in the low point month can be 
the means for building up the sales curve. 

On a national basis, it is impractical to attempt spe- 
cific merchandise suggestions for all twelve months of 
the year. It therefore becomes an individual company 
problem to study the lines featured by competing 
wholesalers and by other competitive factors in your 
own territory. There has always been an element of 
myth in the “traditional low spots” of sales curves in 
the distributing business. In production work there 
is admittedly less flexibility but distributors can seek 
and find lines that have active sales possibilities all 
through the year. As wholesale hardware sales rec- 
ords reflect the activities of retailers it is a joint prob- 
lem between these two factors of hardware distribu- 
tion to seek the new lines to offset the low sales periods 
which have harassed the business so many years. 

—Hardware Age. 
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Low Sales Volume Months 
For Hardware Wholesalers by States 


ALABAMA—December, June, Feb- 
ruary and May. 


ARKANSAS—June, July, December 
and May. Monthly sales percent- 
ages as reported by one Arkansas 
firm were: June 6.17, July 7.58, 
February 7.59, December 7.72, April 
7.72, August 7.85, May 8.44, March 
8.66, January 9.07, November 9.30, 
September 9.83 and October 10.07. 


ARIZONA—February, March and 
April. 

CALIFORNIA—February, July and 
August. 

COLORADO — December, January, 
February and July. 
CONNECTICUT — January, Febru- 
ary, July and August. 

DELAWARE — January, February, 
August and October. 
FLORIDA—February, July, August 


and June. 
GEORGIA—June, July, May and 


August. 


ILLINOIS—February, January, Au- 
gust and December. One firm re- 
ports monthly sales percentages as 
follows: January 6.45, February 
6.94, March 8.36, April 8.75, May 
8.98, June 9.43, July 8.30, August 
7.88, September 9.11, October 9.47, 
November 8.42 and December 7.91. 


INDIANA — February, January, 


March and November. 


IOWA—January, February, Decem- 
ber and August. 


KANSAS—January, July, December 
and February. 


KENTUCKY—December, January, 
February and July. 


LOUISIANA—June, July, December 
and May. 


MARYLAND—July, August and De- 


cember. 


Based on a Hardware Age Study 


MASSACHUSETTS—February, Jan- 
uary, July and August. Typical 
sales percentages as given by one 
Massachusetts firm were as follows: 
January 6.85, February 6.17, March 
7.91, April 8.90, May 9.65, June 
9.34, July 8.46, August 8.29, Sep- 
tember 8.22, October 9.65, Novem- 
ber 8.16 and December 8.16. 


MICHIGAN — January, February, 
July and August. The monthly ex- 
perience of one Michigan firm in 
sales percentages was given as fol- 
lows: January 5.80, February 6.07, 
March 8.62, April 9.30, May 9.28, 
June 9.15, July 8.05, August 8.50, 
September 9.27, October 10.01, No- 
vember 8.13 and December 7.82. 


MINNESOTA—February, January, 
December and November. 


MISSISSIPPI—January and Feb- 


ruary. 


MISSOURI—January, February, De- 
cember and August. 


MONTANA — January, February, 
March and July. 


NEBRASKA — January, February, 


July and December. 


NEW JERSEY—December, August, 
July and January. One New Jersey 
firm gives monthly sales percentages 
as follows: January 6.83, February 
9.15, March 10.17, April 10.93, May 
9.95, June 9.65, July 8.06, August 
6.51, September 7.12, October 8.40, 
November 7.28 and December 5.95. 


NEW MEXICO—February, March 
and April. 


NEW YORK--—February, January, 
August and July. One New York 
State firm reports sales percentages 
as follows: January 5.75, February 
6.25, March 8, April 12, May 11, 
June 11, July 8, August 7.25, Sep- 
tember 7.75, October 8, November 
9 and December 6. 


NORTH CAROLINA—July, August, 
June and December. 

OHIO — January, February, July 
and August. 

OKLAHOMA—July, June, August 


and December. 


OREGON—January, February and 
March. 
PENNSYLVANIA—January, Febru- 
ary, July and August. One Pennsyl- 
vania firm lists the low volume 
months, with the lowest month first, 
in the following order: January, De- 
cember, August, February, July, No- 
vember, September, March, June, 
April, May and October. 
RHODE ISLAND — February, De- 
cember and August. 
SOUTH CAROLINA — December, 
July, August and January. 
SOUTH DAKOTA—December, No- 
vember, January and February. 
TENNESSEE—December, July, June 
and November. 
TEXAS—February, May, June and 
December. 
UTAH—January, February, July 
and December. 
VIRGINIA—December, June, Feb- 
ruary and January. 
WASHINGTON — January, Febru- 
ary, November and December. 
WEST VIRGINIA—February, Jan- 
uary, December and July. One West 
Virginia firm reports monthly sales 
percentages as follows: October 
10.75, December 9.50, September 
9.25, November 9.00, August 9.00, 
May 8.25, April 8.00, June 8.00, 
January 7.75, March 7.25, July 7.00 
and February 6.25. 

WISCONSIN — January, Febru- 
ary, December and March. 

No reports were received from 
North Dakota, Nevada, Wyoming, 
New Hampshire and Idaho. 





AUGUST 2, 1934 


27 














Railey-Milam Co., Miami, Fla. (Robt. Gatliff, display man) 


Its the IDEA that Makes a 


Original Display Sug- 

gestions that Make 

YOUR Trims Stand 
Out 


The small illustrations show the 

arrangement of Hardware Age 

Interchangeable fixtures for these 
window suggestions 
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OOD window display men can 

make people stop, using al- 

most any material they find 
available. It is easier to trim a win- 
dow that stops people in front of 
your store and encourages them to 
enter when you have an idea to in- 
corporate in your displays. It is with 
such a thought in mind that Harp- 
WARE AGE presents an artist-display 
man’s suggestions each issue. Shop- 
pers stop and look at original back- 
ground posters that are made espe- 
cially for you, in your own shop, or 
in that of a good sign writer. If 
these idea backgrounds have motion, 
so much the better. 

Our artist has given study to these 
ideas, that you may be able to in- 
stall the displays with a minimum of 
expense and time. None of them call 
for an excess of merchandise, and yet 
they are pretty sure to ring the bell 
with the public. Our readers tell us 
that they have been highly successful 
wherever they have been used. The 
windows all utilize the several units 
of the HarpwarE AGE interchangeable 
display fixtures, which are not man- 
ufactured or sold by Harpware AGE, 
but which may be built, economi- 
cally, from the instructions which are 
mailed without cost to hardware deal- 
ers who send for them. Just ask the 
window display editor for your copy. 
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These easy method charts 
will make the drawing of 
the background pictures a 
simple job for the sign 


writer. 
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A particularly interesting and 
clever idea is that of the kitchenware 
window. The backdrop represents a 
bar of music and can be made from 
a piece of wall board upon which 














strong lines are drawn. A cut-out 
figure of a canary, for which a chart 
is presented to assist in drawing is 
placed on this set of lines. By simply 
placing a couple of black cardboard 
bars slantwise, and hanging some 
pots and pans in the positions in- 
dicated you have a basis for a win- 
dow that will make people stop, look 
and enter. Colorful coverings on the 
display units will set off the mer- 
chandise to good effect. 

The display of electrical items is 
another equally clever idea. A chart 
is given to help you draw the face of 
the man peeping over the panel and 
by simply cutting a couple of holes 
in the eyes and placing flasher light 
back of them, the face will present a 
surprised expression. Here you have 
a motion display that will certainly 
do its work. The background idea 
in this window is but one of the good 
features that make this window at- 
tractive. The combination of shapes 
is particularly well arranged. See 
the small illustrations at the sides of 
these windows for the skeleton of the 
unit arrangement. Note, too, that the 
merchandise required does not cut 
heavily into stock. 

The Railey-Milam Co., Miami, 
Fla., (Robert Gatliff, display man), 
is frequently mentioned in this de- 
partment. There the ideal window 
is a familiar feature. The example 
shown with this article is one which 
ties in with a catch-phrase that will 
register at once in the mind of the 
passerby. 

The quality of hardware store win- 
dow displays is rising rapidly and 
the leaders are not satisfied with 
merely showing merchandise. They 
are using IDEAS to impress the pub- 
lic and to compel recollection of 
specific merchandise. It is easier to 
recall merchandise that is displayed 
in connection with one of these ideas 
than it is to remember hardware 
merely as merchandise. 

















Starks Sells 300 Pairs of Roller Skates Using 
HARDWARE AGE Editorial Feature 
on Advertising Post Cards 


Or. PLtimpton, inventor! 
OF THE ROLLER SKATE = * 


Kae wane A MILL TON DOLLARS 
HARDWA RE ~ “ -f FROM THIS SIMPLE INVENTION. S 
uriositi ies | [\ KeOlor SKATES 
Blade w chaichesn 
SS SMALL‘ YOUNGSTER 98¢ 
BOY OR GIRL 1,39 
EXPERT 1.98 
ALL BALL = BEARING 
j ‘ ] j ) S Co 


2 \ SS Et Bie oo 

CAaAW Be eieEs fae Scan SE 

es /: ee ren =F eae 
— “THRILLERS” f 
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on PYREX OVENWARES [ates 


PRICES LOWER THAN EVER BEFORE 









From the regular 
editorial feature 
of Hardware Age 











the idea of D. L. ROUND BAKER PIE PLATES UTILITY DISH CUSTARD CUPS 
Starks’ postal 1Qr = 454 ok" ~ 34% 9" = 458 4 0z — 5$ 
card was adapted. '¥ 97 - S96 of" ~ 30% 10g"~ 68¢ “5 0z~ a¢ 

2Qrs ~ 684 104"~ 43¢ 12" = 89¢ 6 Oz ~12¢ 





| SING this simple post card, in 

spired by an illustration in 

HarpwareE Ace’s “Hardware 
Curiosities,” enabled the hardware 
store of D. L. Starks Co., Far Rock- 
away, Long Island, N. Y., to sell 
more than 300 pairs of roller skates 
last Christmas. Mailed to 2000 
homes the card closely reproduced 


the figure used in “Hardware 
Curiosities” and quoted the state- 


ment “Dr. Plimpton, inventor of the 
roller skate—made a million dollars 
from this simple invention.” 

The card gave prices on three 
grades of roller skates and stated 
that all were ball bearing models. 
Typical of the Starks cards it was 
neatly arranged and contained a 
brief sales message. C. D. Starks, 
president of the company and presi- 
dent of the New York State Retail 
Hardware Association, made the lay- 
out for this card and sent it Elliott 
Addressing Machine Co., who cut the 
stencil. The cards were addressed on 
the Elliott machine used by the 
Starks company. 

Mr. Starks clips ideas such as the 
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roller skate cartoon and places them 
in a portfolio for future use. Line 
drawings that appeal to him as good 
illustrations are used in layouts 
. / . . 
which are turned over to the Elliott 
company about twice a month for 
advertising special items and lines 


having a year around or seasonal 
appeal. 
The mailing list for these cards, 


which always pull in the business 
and help in the creation of addi- 
tional sales, is compiled from the 
store’s delivery records. Items thus 
advertised are given special display 
space in the windows or on tables 
inside the store. At present there are 
about 2500 names on the list. 

Far Rockaway being within the 
limits of the City of New York and 
but half an hour by train from the 
heart of the city local newspapers 
have not been nearly as effective as 
post cards and special printed fold- 
er announcements. 


L.STARKS CO. 


SINCE= 1882——HAROWAREHOUSEWARES=PAINTS 
PHONE=F.Re7-0683 


1055 CENTRAL AVE, FAR ROCKAWAY, NeYe 


About four times a year, including 
the approximate anniversary of the 
founding of the store, the Starks 
company sends out printed sales 
folders, of the self mailing type. 
Using small cuts supplied by man- 
ufacturers these bulletins have the 
price and very little other copy. If 
a —— coffee percolator is of- 
fered, an actual illustration of that 
model is shown. 

Sent to a mailing list of more than 
10,000 people in Far Rockaway and 
surrounding sections these bulletins 
pull in mail orders, phone orders 
and bring people into the store. The 
printer has the mailing list, which is 
obtained from the local utility com- 
pany. “Dead” names are infrequent. 

When bulletins announcing sales 
are mailed they indicate the dates 
for which the sale runs and tell 
where deliveries will be made during 
the sale. Where special prices are 

(Continued on page 74) 
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About Banking— 


EARS ago, in Denver, Colo- 

, rado, I was general manager 

of a hardware sample room. 
It was on the first floor of a building 
on Curtis Street. I wasn’t the gen- 
eral manager of the entire room 
because I had as a partner with me 
a stove salesman. We ran our sam- 
ple room on a fifty-fifty basis. 
Along one side of the room was a 
line of stoves and ranges. Along 
the other side were sample cases on 
the wall and show cases containing 
hardware, cutlery and sporting 
goods. I had my desk near the front 
door. My partner had his desk in 
the rear. With this arrangement we 
could have private conferences with 
our visitors. 

At that time I shipped collective 
carloads to Denver, broke the cars 
there and reshipped in local lots 
over my territory. This plan gave 
all of my customers in certain lines 
of goods the benefit of the earload 
rate from the factory to Denver. As 
a result of this arrangement, as I 
had to pay freight bills and other 
expenses, I sometimes had as much 
as $1000 on deposit at the First 
National Bank. 

My partner, the stove man, had 
an arrangement with a warehouse to 
store his stoves. He also shipped in 
carload lots and then reshipped in 
local lots from Denver. 

I am giving these details because 
it will explain why I first borrowed 
any money from a bank. 

One day my partner, after open- 
ing his mail, walked forward to my 
desk and remarked that the next day 
he must have $600. He was “per- 
fectly good,” had ample assets, but 
he didn’t have that $600 on hand. 
“Can you let me have this amount 
for 90 days?” he asked. “I'd be 
glad to,” I replied, “but I don’t 
happen to have any money on hand 
just now.” After a little considera- 
tion, he said: “If you could borrow 
$600 would you loan it to me?” The 
idea struck me as being a little 
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funny, but I told him that I would 
be glad to help him out if I could 
borrow the money. No sooner had 
the words left my mouth than he 
strode out the front door. In half 
an hour he was back with the glad 
tidings that he had been to the Firsi 
National Bank, seen the president, 
S. N. Wood, and had been told that 
we could have $600 for 90 days on 
our joint note, no further security 
necessary. So we adjourned to the 
bank, the note was drawn up, we 
signed, and $600 was credited to my 
account, which I promptly turned 
over to my partner. 

That was my first experience in 
borrowing money from a bank, and 
it all seemed very easy. 


Loans Were Easy 


The point of this story is that in 
those days money was loaned by 
banks on personal notes with en- 
dorsements. I can remember hear- 
ing about this custom back in St. 
Louis where it was a common thing 
for merchants to exchange courtesies 
by going on each other’s notes. 
Sometimes this custom proved to be 
disastrous to the endorser. There 
was one case (and this also hap- 
pened to be a stove man), where a 
man endorsed a note for a million 
dollars for a friend in St. Louis. 
The friend failed, but it stands as a 
record that this stove man, in the 
course of years, paid the bank every 
cent of the million dollars. It was 
a matter of honor, and in those days 
when there were not so many securi- 
ties, the personal honor of the mer- 
chant was one of his greatest assets. 

While I had never found it neces- 
sary, before this experience, to bor- 
row money, I regret to say that after 
I had paid back the $600, from time 
to time I found it necessary to 
borrow various amounts. It was so 
easy to borrow. Credit was very 
cheap. If I hadn’t found it so easy 
the chances are I could have man- 


aged to get along without the money. 
Credit is a curious thing. The late 
J. Pierpont Morgan, you will re- 
member, stated on the stand that in 
the loans they made, often for very 
large amounts, the character of the 
borrower was of more importance 
with him than the security offered. 
That was old time banking, and 
strange to say, under this system 
only a few banks failed. I am 
wondering if the standards of per- 
sonal honor were not higher in those 
days. 

Here is a story on the subject of 
credit from the memory of which I 
have always derived a good deal of 
amusement. When I was a hard- 
ware stock clerk working for $30 per 
month, I liked good clothes. There 
was a little tailor, on a side street in 
St. Louis, by the name of Schmidt. 
I was sent to him by one of my 
fellow stock clerks. He would make 
me a first-class suit for $40 on the 
basis of $10 down and $5 per month. 
He made “all of my clothes” for 
several years until I went West. 
Years afterwards when I had be- 
come vice-president of the company 
and was drawing a good salary, I 
happened to pass the Southern Hotel, 
and there behind a plate glass win- 
dow, grown much stouter, was my 
old friend, Mr. Schmidt. From the 
gold lettered sign on the window I 
noticed that he had become a “mer- 
chant tailor.” He was very well 
dressed. His tables were covered 
with bolts of cloth. In the back- 
ground there were several tailors 
busy at work. However, it was evi- 
dent Schmidt himself was not 
working crosslegged on the bench 
any longer. 

I walked into his shop and said I 
would like to order a suit of clothes. 
Schmidt didn’t recognize me. I 
picked out the material, my name 
was entered in his book, Schmidt 
measured me, and the figures were 
entered in the book. Then I said I 
would like to buy this suit on the 
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basis of $10 down and $5 per month. 
Schmidt raised his eyebrows and 
said they could not possibly do busi- 
ness on that basis. I would have to 
give references, and even then it 
would be necessary for me to deposit 


half the cost of the suit. I could 
not help laughing. “Don’t you re- 
member me?” I asked him. “When 


I was a stock clerk with nothing 
ahead of me but my future I could 
buy from you at the rate of $10 
down and $5 per month, but now | 
happen to be vice-president of the 
company I worked for at that time 
and my credit does not seem to be as 
good as it was then.” Schmidt drew 
me over to the window and looked 
at me good and hard. Then he 
laughed, too, and said I could have 
the same terms as before. 

I tell the above story because my 
experience with banks has been very 
much the same as it was with 
Schmidt. As the years have passed 
I have found the banking credit sys- 
tem becoming tighter and tighter. 

The next time I had occasion to 
borrow any considerable sum of 
money was on the invitation of a 
banker. I was sitting at a table at 
the Noonday Club when this banker 
came over and sat down with me. 
“I want to loan you $25,000,” said 
he. “What would I do with that 
money if I got it?” I asked. “If I 
were you,” said he, “I would take 
the money and invest it in Brown 
Brothers securities. They are just 
putting over a street car deal here 
in St. Louis, and I think you can 
make some money out of it. I will 
loan you the money and take the 
securities as collateral.” That 
seemed fair enough to me, and as I 
knew the banker well I borrowed the 
money and bought the stock he rec- 
ommended. I made several thou- 
sand dollars on this deal, and with 
this money I took my first trip to 
Europe. That was a good while ago, 
but it indicates how banking was 
done in those days. 


My Next Loan 


The next money I borrowed from 
a bank was when I went in business 
for myself. I needed a large amount. 
I called on a certain banker, a 
friend of mine, and told him the 
story. He loaned me the entire 
amount I needed, and the only col- 
lateral was my stock in the company. 
It was a new organization, and, of 
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course, the value of that stock 
depended upon our success. Every 
six months I made a payment on 
this loan. Every dividend I drew up 
to the time the loan was paid was 
deposited to the credit of the loan. 
It took me five long years to pay it 
off. When finally I got back my 
last note, I went to the private office 
of this banker to thank him for his 
help. I showed him the last can- 
celled note. It was a great day in 
my life. All he said to me was: 
“Suppose we go out to the country 
club and have a game of golf to- 
gether this afternoon.” This man is 
dead, but his picture hangs on the 
wall of my office today. That was 
the way they did banking in those 
days. They, of course, took risks. 
But let me repeat—very few of these 
banks failed. 

What is the situation now? 
Almost every day people come into 
my office who need money but can’t 
borrow a cent from any of the 
banks. Of course these people are 
not representatives of great prosper- 
ous corporations with large sur- 
pluses and a record of great earning 
power extending over many years 
and even through the depression. 
Such concerns, of course, can get 
money from banks. The people who 
come here to see me are small manu- 
facturers, inventors, men with new 
ideas they wish to place on the 
market. A very common situation 
is for a concern to start manufactur- 
ing a very desirable article. They 
buy or build a factory. They put 
in machinery. They start manu- 
facturing, and by that time their 
money has given out. Then they 
find themselves in the position of 
not being able to borrow any money 
for working capital, for selling or 
for advertising. Probably thousands 
of concerns in this country today 
are up against this situation. I have 
talked to bankers about them, and 
the answer is: “We must keep our 
funds liquid.” That is the great 
idea with bankers today—keep 
liquid! “We can’t be expected to 
loan money to concerns for capital 
purposes. If a concern wishes to 
borrow money from us on their own 
credit, they must show an earning 
record.” 

It struck me that showing an earn- 
ing record in these days would be 
some problem. It is almost impos- 
sible today here in the East to even 


obtain money from banks by placing 
a mortgage on a building or factory. 
The banks and trust companies are 
glutted with security of this kind. 
Banks are still carrying many such 
loans that were placed several years 
ago. Stop and look at the hotel and 
apartment house situation in New 
York. Almost all of our hotels and 
our large apartments are either 
directly or indirectly in the hands 
of the banks and trust companies. 
So we find ourselves faced with a 
curious situation. Our banks are 
full of money, but thousands and 
thousands of men who need money 
to carry on their businesses or to 
start new businesses, find it impos- 
sible to borrow a cent. 

The other day I was invited to 
luncheon by several of the officers of 
a banking institution here in New 
York. We discussed the banking 
situation. I told them about all of 
the good things in the way of busi- 
ness propositions that were coming 
to my office, all needing money. 
“But,” said these bankers, shaking 
their heads, “they have no security 
to offer. We can’t loan money on 
their brilliant prospects.” I then 
took the liberty of suggesting to them 
an idea that it seems to me should 
work. 


A New Bank Deal 


These banks must know many 
men, practical business men, who 
have large deposits of idle funds. 
Why couldn’t the bank get together, 
say 20 of these men and arrange 
with them to deposit in a syndicate 
fund to be held by the bank, $50,000 
each in first-class bonds and stocks. 
The owners of these securities could 
still draw their dividends and inter- 
est. They would simply deposit 
these securities to establish credit. 
This syndicate, therefore, would 
have on deposit with the bank 
$1,000,000. On this million dollars 
worth of securities, the bank cer- 
tainly could safely loan 75 per cent, 
or $750,000. Now suppose a com- 
pany were formed, consisting of 
several men with experience in va- 
rious lines of business, to check up 
on these business propositions, new 
or old enterprises, that needed cash. 
Probably out of twenty propositions 
only one might be worth consider- 
ing. When this new company found 
this one proposition, they could then 

(Continued on page 84) 
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When Your Customer Goes 


BANKRUPT 


by CHARLES R. ROSENBERG, Jr. 


OUR morning’s mail _ will 
probably bring you the first 


word of it. The notice you'll 
receive will begin something like 
this: “In the District Court of the 
United States. In Bankruptcy.” In 
formal legal language it will go on 
to say that one of your customers 
has been adjudicated a bankrupt and 
that at a time and place set forth 
in the notice there will be a first 
meeting of creditors for the purpose 
of electing a trustee and examining 
the bankrupt. The notice will be 
signed by a Referee in Bankruptcy, 
giving his name and address. Ordi- 
narily, the meetings of creditors are 
held at the Referee’s office. 


AUGUST 2, 1934 


An Attorney, Media, Pa. 


The bankrupt owes you money. 
That’s why you get a notice of the 
meeting. The fact that he’s in bank- 
ruptcy means that he is unable to 
pay his debts in full. If he has 
assets of any substantial value, you 
can get a percentage of the bill he 
owes you; the law calls that per- 
centage a “dividend.” But you won't 
get anything unless you do some- 
thing about it. What to do? 


The First Information 


First, get what information you 
can from the Referee’s office. The 
Referee is an official of the United 
States District Court whose function 
it is to preside in bankruptcy cases 


instead of a judge. In every bank- 
ruptcy there is filed with the Referee 
a set of “schedules” setting forth in 
detail the assets and liabilities of the 
bankrupt. The last page of the 
schedules is a summary of the assets 
and liabilities. As a creditor you 
have a right to go to the Referee’s 
office and examine the schedules. If 
the summary shows that your bank- 
rupt customers’ assets are virtually 
trifling in comparison with the total 
of his debts, simple arithmetic 
makes it clear that you aren’t going 
to get anything and that any further 
time or thought given to it will be 
wasted. Write off the account to 
profit and loss. That’s the most 
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profitable thing you can do with it! 

But suppose the schedules show 
considerable assets, enough perhaps 
to pay the creditors substantial divi- 
dends. In order to get your proper 
share, you are required to file a 
formal proof of the debt which the 
bankrupt owes you. To do this, get 
a printed form called “Proof of 
Debt,” fill in this form to fit the par- 
ticular case, take the affidavit pro- 
vided for in the form, attach an 
itemized statement of your account 
with the bankrupt, and file the whole 
document with the Referee’s office. 
Sounds technical, but it really isn’t. 


Legal Forms 


The form you can get from a legal 
stationer. The clerk in the Referee’s 
office can probably tell you the near- 
est one and ordinarily will be willing 
to help you fill in the form correctly. 

This legal “Proof of Debt” must 
be filed within six months after the 
date on which your customer was 
adjudicated a bankrupt, as shown by 
the Referee’s records. If filed later 
than that, your claim is too late and 
cannot participate in any fund avail- 
able for distribution among the 
creditors. Filing your Proof of 
Debt with the Referee protects you 
on any dividend ultimately payable 
to creditors and you don’t have to do 
any more about it. Even where a 
dividend is payable, you won’t hear 
anything about it for at least six 
months and possibly not for a year. 

The first meeting of creditors men- 
tioned in the notice sent to you by 
the Referee is held for the purpose of 
questioning the bankrupt about his 
affairs, particularly his assets, and 
electing a trustee. If you wish, you 
can take your completed Proof of 
Debt to this meeting and file it with 
the Referee at that time. This will 
entitle you as a creditor to ask any 
appropriate questions of the bank- 
rupt and to vote in the election of 
Trustee. 


Trustee’s Functions 


The Trustee in bankruptcy is an 
official elected by the majority of the 
creditors present at the meeting and 
charged with the duty of taking pos- 
session of the bankrupt’s assets, 
liquidating them, and distributing 
the proceeds among the creditors. 
He is at all times under the super- 
vision of the Court and subject in his 
actions to the provisions of law. 
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Sometimes a Receiver is appointed 
by the Referee before the first meet- 
ing of creditors. Usually, this is for 
the purpose of protecting the bank- 
rupt’s assets until the Trustee is 
elected. Thereupon the Receiver 
turns over the assets to the Trustee. 


Need a Lawyer? 


How much can you expect to get 
out of the bankruptcy? First thing 
out of the bankrupt’s assets come the 
legal expenses of the bankruptcy pro- 
ceedings and, usually, his exemption 
as allowed him under the law of his 
own State. Whatever is left—if any- 
thing—goes to the creditors. 

Sometimes it happens that a cus- 
tomer moves away and goes into 
bankruptcy in a distant place—too 
far for you to inquire into the thing 
in person. In that case, simply mail 
your Proof of Debt, with itemized 
copy of the account attached, to the 
Referee from whom you receive the 
bankruptcy notice. It would be wise 
to get a registered mail receipt just 
to have definite evidence that the 
Referee got your Proof of Debt 
within the six months’ limit. 


Do you need a lawyer? If it’s 


just a case of filing a proof of debt, 
a lawyer could of course draw up the 
Proof of Debt with due care for 
technical details, but he could not 
get you a larger dividend in the 
ordinary case. He could attend the 
meeting of creditors and vote for 
election of Trustee for you, provided 
you give him written power of attor- 
ney to do so. If you suspect the 
bankrupt of fraud and want to de- 
velop that possibility rather thor- 
oughly at the meeting, better have a 
lawyer handle it for you. 


Proofs of Debts 


Occasionally creditors in a bank- 
ruptcy receive letters from a lawyer 
inviting them to send him their 
Proofs of Debt together with power 
of attorney to represent them at the 
meeting of creditors. This sort of 
solicitation is in questionable taste. 
to say the least, for it invites the sus- 
picion that the lawyer is probably 
much more interested in electing his 
hand-picked candidate as Trustee 
than in helping the creditors. If 
you're thinking about a lawyer, see 
one that you know or who is respon- 
sibly recommended to you. 





Stimulates Floor Sander Rentals by 
Sign Painted on Refinished Section 
of Floor of Store 


r NHE floor of the Franzen Hard- 
ware Company, Riverside, Cal., 
is of wood which bears the evi- 

dences of much usage and much oiling. 

But directly in front of the door, the 

management has refinished a section 

about 4 by 5 ft. with a dustless, elec- 
trically powered, floor sander. Then in 

a space 3 by 4 ft. a sign painter let- 

tered this message in black paint: 





RENT 
OUR DUSTLESS 
SANDER 
Refinish Your Floors With 
MAR—NOT 
VARNISH 











The contrast of that bright section of 
the floor with the remainder catches the 
attention of almost every person who 
enters, and then they read the sign. If 
their floors need refinishing, it is obvi- 
ous that they will ask questions which 
will lead to a demonstration of the 
sander, its ease of operation, and the 
suggestion that it be rented at 75c. a 
day. 


Helped Sell Waxes 


“Not only has that sign stimulated 
the rental of the sander,” explained 
Manager Traxler of the Home Ware 
section, but it also has stimulated the 
sale of varnish and waxes, and has in- 
creased interest in the rental of our 
floor waxers and polishers.” 

The space will also demonstrate the 
qualities of the floor varnish used, while 
related floor finishing materials can ef- 
fectively be grouped about it. 
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The Campbell Hardware, Inc., Van Wert, Ohio, (less than 10,000 population) devotes the entire second floor of the store 


to the display of gasoline pressure ranges, gas and coal stoves. 


Illustration below shows the Campbell store front. 


Campbell Hardware Sells 78 Gasoline 
Pressure Ranges in One Year in a Town of 
Less Than 10,000 Population 


EVENTY-EIGHT gasoline pres- 
sure ranges were sold in the 


past year by Campbell Hard- 
ware, Inc., in Van Wert, Ohio, a 
town of less than 10,000 population. 
Demonstrations, window displays, 
newspaper advertisements, and a 
large store display of gasoline pres- 
sure ranges are tied together by the 
Campbell store to merchandise this 
line. 

With a store utilizing three floors 
and basement, measuring 221% by 
150 ft., A. C. Campbell devotes the 
entire second floor to the display of 
gasoline pressure ranges and gas and 
coal stoves. During active selling 
seasons he also uses part of the front 
of the first floor and one of the show 
windows. The show window is used 
for gasoline pressure ranges every 
other week during active periods. 

Prospects are kept on the active 
list until Campbell’s or a competitor 
make a sale. Mr. Campbell finds 
that customers who have bought these 
ranges tell others of their satisfac- 
tion which creates a desire to own 
one of the ranges. 

From time to time sidewalk demon- 
strations are given, convenience and 
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ease of operation being the chief 
selling points. Each of the six em- 
ployees of the store is trained to 
demonstrate the ranges and to talk 
about their features. 

A complete line of the ranges sold 
by Campbell’s is on display all the 
time with a normal stock of 20 
ranges on hand. Prices on the line 
range from $10.80 to $126.00. 

Convenient terms have been a fac- 
tor in the sales made by Campbell’s, 
approximately 85 per cent of the 
sales being made on that basis. 
Usually the customer pays 20 per 
cent down payment and $10 a month 





on the more expensive models. A 


carrying charge of 10 per cent is 
made on deferred payment sales. 

Campbell’s also display gas stoves 
and coal stoves in the display room. 
The display room is shown here as 
well as a display occupying both 
show windows and the space just 
inside the front door. 

While outside canvassers are not 
used in the company’s merchandising 
activities the displays, newspaper ad- 
vertisements and direct mail cam- 
paigns of the store bring in the pros- 
pects and create business in this and 
other lines. . 











NRA Solely An Administrative Agency 
Under Gen. Johnson's July 12th Orders 


NRA Administrator calls for completion of codification with- 

in 30 days, to permit future concentration on administration 

details and recommends commission to carry on work which 
he states is not one-man job. Plan consolidation of codes 


by L. W. MOFFETT 


Washington Representative, Hardware Age 


WINGING into its thirteenth 

month, with 11 more months to 

go, unless continued by leg- 
islation, NRA is about to be trans- 
formed into a purely administrative 
agency. 

Under an order of July 12 by Ad- 
ministrator Hugh S. Johnson, all 
codification is to be completed 30 
days from that date. Then will fol- 
low administrative work only and if 
recommendations of General John- 
son made to President Roosevelt 
prevail, it will be operated under a 
commission. Morever, the general 
has said he would like to “avoid be- 
ing a member of the commission.” 
But he will not “step out” for the 
present in view of the President’s 
expressed wish that he continue ad- 
ministration of NRA. The President 
said that as far as the future of the 
administration is concerned he had 
not determined what he would do. 

Business in all lines is watching with 
deep interest the performance of the 
NRA under its new plans. For, since 
it is doubted that NRA will be con- 
tinued in its present form, it is the pur- 
pose of business groups, now active to 
that end, to see that features of the 
NRA are continued by them as a part 
of a permanent structure for self-gov- 
ernment. Outstanding features: which 
it is definitely planned to incorporate 
into business, retail, wholesale, produc- 
ing, all through the line, are those re- 
lating to fair trade practices. NRA, 
with all its faults, has pointed the way 
to better business methods, to better 
ethics, and reducing, though by far 
from eliminating, chiseling. Business 
proposes to take advantage of the 
achievement. 

The latest plan in-this direction was 
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that divulged in the report of a sub- 
committee of the Business Advisory and 
Planning Council. The Chamber of 
Commerce of the United States, other 
national bodies, trade associations, in- 
dividual industries and businesses, have 
urged that business proceed under rules 
of self-government built largely or at 
least in part on those established under 
NRA, some of which would call for 
legislation. This is particularly true as 
it relates to suspension of the anti-trust 
laws, provided for in part under the 
Recovery act. 


Self Government 


But it may be stated at this point that 
some suggestions for self-government 
in business will not be adopted in toto. 
At least, if General Johnson has his 
way and his view is undoubtedly shared 
by the public generally, as well as by 
many important sections of business and 
industry. For General Johnson has 
gone strongly on record against such 
proposals as the one that code authori- 
ties set up a business council to run 
business and industry after NRA is 
dissolved, if that comes about, as it 
likely will be to a considerable extent. 
If such a council were established Gen- 
eral Johnson insists protection must be 
given the public through government 
representatives with veto power, as they 
now have over so many codes. 

The term “self-government in _busi- 
ness” is in itself lacking in definiteness. 
The Roosevelt administration from the 
outset has urged self-government in 
business and has declared that NRA 
itself provided a means for such gov- 
ernment. It undoubtedly has done so 
to a considerable extent. Though it also 
has often been charged with arbitrary 
and rigid conduct which business and 
industry have said was dictatorial in 
character. Less of this has been evi- 


dent, however, as NRA progressed with 
its relation with business. 

It is to be realized, too, that self- 
government in business will not come 
to pass without organized and unor- 
ganized labor having more to say about 
it than it had to say before the Recovery 
act was passed. For Section 7-a, the 
collective bargaining clause, has proven 
to be a vehicle which has given to labor, 
in the store, the factory, the mine, a 
consciousness of power it never before 
had. Yet with laber insisting upon 
minimum rates of pay, maximum hours 
of work, and certain other working con- 
ditions, business is put upon a parity 
of competition non-existent when some 
employers took advantage of workers 
and competitors and paid the smallest 
wages possible, worked employees ex- 
cessive hours and otherwise engaged in 
practices by which they could chisel on 
prices, yet net profits, and drive the 
more respectable employers to the wall. 

It may be expected that the operation 
of fair trade practices and enforcement 
of their compliance will be seen at 
their best as NRA moves into the ad- 
ministrative field and concentrates 
more directly on these matters. It is for 
that reason that business will follow 
NRA’s experience, ready to take up the 
best results and prepared to avoid er- 
rors, when it comes to its own self-gov- 
ernment, though in all probability with 
a distinct government control of some 
sort. 

The subcommittee of the Business 
Advisory and Planning Council has 
proposed establishment of “clearing 
houses” by industry and directed atten- 
tion to its work in having set up joint 
committees to agree upon fair trade 
practices in about 200 codes, prepared 
to adopt the plan for all businesses and 
industries and to take up their work of 
enforcement in anticipation of the pos- 
sible dissolution of NRA. The report 
was filed by Lincoln Filene, Boston mer- 
chant, chairman of the subcommittee. It 
offers a clear insight of plans of many 
important business and industrial in- 
terests as to the future when NRA as 
it exists now will probably be a thing 
of the past. 

Meanwhile, in recommending a com- 
mission to administer NRA, General 
Johnson told the President that it has 
passed from the stage of being a one- 

(Continued on page 70) 
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Weed Out 





‘Tritisms' from 


Your Sales Talk 


The salesman with a fortunate gift of ex- 


pression makes many sales that would be 


lost to others. This series will help you. 











Word-Graph III 


SALES LIABILITIES 


SALES ASSETS 





“Will that be all?” 


“How else may | serve you?’’ 





“Something?” “‘What can | do for you?” 


“Good morning! How can | serve you?” 





“Thank-you.” (Uttered in a listless, per- 
functory tone of voice which does not 
really thank. 


“Thank-you! Come in again, won’t you?” 
(Many customers will murmur a “thanks” 
to this farewell, much as they would to 
a hostess.) 





Novel 


Distinctly different; refreshingly new. 
(The word NOVEL has been much over- 
used, so that its sales content is not as 
high as these two more dramatic word 
combination). 





“Can | show you anything more?” 
“Got everything you need?” 
“Anything else today?” 


Usually, these cliches may best be avoided 
by suggesting SPECIFIC MERCHANDISE 
to complete the sale. If this is not possible 
the anything-more question should be 
pore affirmatively: ‘‘What else may | show 
you? 





“The firm stands back of its goods.’ 


“Blank & Co. is glad to guarantee the 
quality of this merchandise. 





“You may take my word for it—’’ 





“(My personal recommendation is that—’’ 





By MANDUS E. BRIDSTON 


E have discussed the neces- 
sity of reinforcing the sales 
vocabulary with words con- 


veying pleasure; it would not seem 
essential to stress the importance of 
eliminating PAIN WORDS from the 
word stock. Yet—PAIN WORDS 
there certainly are in the stale, trite 
expressions used by many persons 
without being aware of it. The cliche 
mars many a finely tailored sales 
talk. 

Sometimes, executives responsible 
for training of salespeople are guilty 
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of the commonplace. A customer 
made several purchases in a store 
one day, completing her transactions 
with four different salespeople, and 
each time the seller parroted: “Will 
that be all?” This threadbare ex- 
pression may have been all right for 
yesterday's genial general _ store- 
keeper, but it is too worn for use to- 


day. 
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Government Housing Plan Should Stimulate 
Demand for Hardware, Paints and Supplies 


Should create employment and active market for home reno- 
vizing and building. Government will support private loans 
for home modernization by partial insurance. Mortgage prac- 
tice reforms planned. Simple procedure promised. 


By L. W. MOFFETT 


Washington Representative of Hardware Age 


TIMULATED demand for hard- 
ware, paints and builders’ sup- 
plies is expected to develop 

soon as the result of the large-scale 
housing program the Government has 
instituted. Extremely optimistic 
statements as to the beneficial effects 
of the program have been made. The 
same has been done with regard to 
other alphabetical agencies set up by 
the Government. Each has fallen far 
short of predictions made by sponsors 
and supporters. 

Nevertheless, some at least have ac- 
complished a great deal. Striking the 
average result from these past efforts 
it is perhaps the general view that the 
new Federal Housing Administration 
will be an important factor in creat- 
ing employment, and in activating the 
market for requirements for home 
renovizing and building, which, of 
course, will react favorably in the 
market for hardware, paint and build- 
ers’ supplies. Any estimate as to what 
this may mean in dollars and cents 
or volume would be idle. The FHA 
has just organized and is only starting 
out on its program. 


A Vigorous Program 


It proposes, however, to push _ it 
vigorously, though Director James A. 
Moffett has said there will be no bally- 
hoo. The first step is to publicize the 
agency. People are to be informed of 
the chances they have to borrow money 
for the purpose of making repairs on 
their home. Government support of 
private loans for home modernization 
by partial insurance against financial 
loss will be the first financial phase to 
be emphasized. Indications are this 
will be done on a really sound basis 
and will be sensibly administered. 

The director, former vice-president 
of the Standard Oil Co. of California, 
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JAMES A. MOFFETT 


Director, Government 
Housing Program 


evidently proposes to provide liberal 
backing but not to permit loans to ir- 
responsible borrowers. At the same 
time safeguards are understood to have 
been set up to prevent any opportunity 
that otherwise would prevail for fraud 
through secret agreements between 
lenders and borrowers by which the lat- 
ter would default on payments and 
thus throw upon the Government, as 
the insuring agent, responsibility for 
making good the financial obligations. 


Mortgage Reforms 


This initial move is to be followed by 
a program for new home building with 
the FHA not only lending money but 
establishing reforms in mortgage prac- 
tices. It is not believed there will be 
any substantial increase in home con- 
struction before next spring, however. 

Mr. Moffett has said that “character 
and credit standing” would be the 
only requisites for security from home 
owners contemplating modernization. 
No mortgages or liens are proposed, it 
was stated. 

“Consumer credit,” he declared, “has 
shown a remarkably low loss ratio, 


even during the depression years. It 
is for this reason that the instalment 
plan of financing home repairs will 
be urged upon private lending agencies 
by this administration. The Govern- 
ment stands ready to guarantee 20 per 
cent of loans made by these agencies, 
but we do not expect the loss ratio to 
reach nearly half that.” 

It is expected to start money flowing 
early in August, which, the director 
said, means that home owners should be 
able to borrow money for anything 
from painting a fence to renovizing 
their houses throughout. 

It was declared that there is nothing 
complicated in the mechanism of bor- 
rowing. Mr. Moffett said the home 
owner simply makes application to his 
bank, building and loan association, 
trust company or other financial insti- 
tution, for an amount up to $2,000 to 
renovize his house. Investigation will 
be made as to credit standing, employ- 
ment, dependents, and obligations. In 
the event they are favorable the loan 
will be made at once and, according to 
present plans, without requiring en- 
dorsement. The source advancing the 
money will handle much of the detail 
regarding lending and terms of repay- 
ing. In cases of default, Mr. Moffett 
said, customary methods of collections 
will be adopted. 


Industrial Cooperation 


Director Moffett said private industry 
is vitally interested in the program and 
that he expects whole-hearted coopera- 
tion from it in the movement. He also 
stated that the banking and financial 
leaders of the country have given as- 
surance they will go along with the 
government in pushing the program. 

The director said he has been told 
by industrial leaders that in normal 
times $3,000,000,000 is spent in an 
average year on home building, which, 
at present, has dropped to a rate of 
about $300,000,000. 

A lengthy discussion of the new pro- 
gram took place on July 20 when 
pledges of cooperation from leading in- 
dustrialists, business men, railroad ex- 
ecutives and others were obtained. 
While nothing was given out as to de- 
tails of the program, it was reported 
it is proposed to make *an exhaustive 
survey of factors to the end that when 
the organization is completed it will 
operate smoothly.(Continued on page 66 
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June 1924 


This was the scene of destruction 
left in Lorain’s streets. 


June 1934 


Here the same site presents a pros- 
perous appearance. 


Ten Years After the Tornado, 
Lorain, Ohio, Celebrates 


YHRIFTY shade trees that are 
less than half grown dot the 
‘ city park and line some of the 
residence streets in Lorain, Ohio, but 
giant oaks and maples with far- 
reaching branches that lend their 
charm to the attractiveness of so 
many of the smaller American cities 
are not to be seen in wide stretches 
of this century-old industrial city of 
the Central West that will celebrate 
its centennial anniversary this sum- 
mer. 
The absence of fully grown trees 
in parts of Lorain is virtually the 
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The Lorain Hardware Co. building 
a victim of the tornado. 


only visible evidence left of the dis- 
astrous tornado that swept over part 
of the city ten years ago on June 28, 
1924, wrecking many commercial 
blocks in the main business thor- 
oughfare, destroying hundreds of 
houses, causing the loss of nearly 
100 lives, twisting off and leveling 
hundreds of trees and resulting in 
property damage estimated at $15,- 
000,000 to $25,000,000. In fact, the 
only trace of the storm’s fury that is 
left in the path of the tornado is a 
dwelling house, which, owing to un- 
certainty as to title pending the 
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settling up of the affairs of an estate, 
stands as a mute single reminder of 
the Lorain disaster. 

The rebuilding of Lorain and its 
speedy recovery were accomplished 
in a marvelously short period of time 
considering the amount of the work 
entailed. The business district was 
practically restored in four months 
and in about six months the havoc 
wrought in the residence section was 
well obliterated by the removal of 
the wreckage of houses that were 
destroyed and the repair of others 
that were badly damaged. Houses 


The rebuilt store presents an even 
better appearance. 
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In the Track of the Lorain Disaster 


Impressions of the Tornado-Swept Ohio Town! as Told by a Representative of Hardware Age 
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The story of the Lorain disaster as told 
July 17, 


destroyed numbered about 200 and 
those that were wrecked in one way 
or another but not beyond repair 
were 500 in number. In addition 
2000 residences suffered minor dam- 
ages that necessitated repairs. Most 
of the houses that were total wrecks 
were replaced with new structures 
within a year after the disaster. 
Churches suffered severely, six or 
more being almost leveled to the 
ground. Of these five were rebuilt. 


Lorain Hardware Men Played 
An Important Part 


The Lorain hardware merchants, 
although badly handicapped by the 
partial wreckage of their stores, 
played a most important part in the 
speedy restoration of the city. Two 
leading stores on the main business 
thoroughfare, Broadway, suffered 
very severely. The top or fourth 
story of the Lorain Hardware Co. 
store was blown off and the roof was 
carried away from the building occu- 
pied by the N. C. Alten Hardware 
Store. These roofless stores as well 
as other hardware merchants during 
the night or only a few hours after 
the storm, began clearing up the 
debris that littered their places of 
business and the street adjoining. 
Business went on as usual with these 
hardware merchants but with ex- 
treme difficulty. There were no blue 
eagles to limit store hours and the 
Lorain merchants carried on night 
and day to supply material required 
in rebuilding the wrecked portions 
of the city. Their business in some 
lines trebled almost over night and 
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in HARDWARE AGE, in the issue of 
1924 


additional sales people were put to 
work to help supply the feverish 
demand for rebuilding and other ma- 
terials required for the rehabilitation 
of the city. Rush orders were 
phoned to Cleveland jobbers as 
stocks began to run low and these 
jobbing houses gave the Lorain 
orders precedence over all other bus- 
iness. Hardware merchandise and 
building materials were hurried to 
Lorain by trucks and delivered to the 
stores in a couple of hours after the 
trucks were loaded. 

The rebuilding necessitated the 
purchase of large quantities of roof- 
ing, window glass, nails and sheet 
metal for building construction ma- 
terial, for furnace repair work and 


other materials used in restoring the 
old buildings and replacing those 
that were a total loss. In addition 
there was a heavy demand for axes, 
shovels, lanterns, picks, rope and 
carpenter and other small tools. The 
hardware stores increased their force 
of employees in their roofing and 
sheet metal departments by putting 
on men experienced in their respec- 
tive trades who flocked in from sur- 
rounding cities in search of work. 


Business District Improved 


After the rebuilding job was 
finished the main business street 
presented an improved appearance. 
Many of the old store fronts were 
replaced by more attractive fronts of 
modern design. 

With a population of 37,000 at the 
time of the tornado Lorain, instead 
of suffering a setback from the 
effects of its disaster, has continued 
to grow steadily and now claims a 
population of 47,000 or a gain of 
10,000 in the ten-year period. In 
this, the tenth anniversary year of its 
disaster, the city will celebrate its 
hundredth anniversary with elabo- 
rate festivities, July 15 to 24. 

Along the banks of the Black 
River where it flows into Lake Erie, 
the first stakes were driven in 1834 
in laying out what was to become the 
village of Lorain. Now giant freight 
boats steam up this river heavily 
laden with ore from the north for one 
of the country’s large steel plants on 
the river edge where the ore is con- 
verted into pig iron, steel and pipe. 





Just Among Ourselves (Continued from page 23) 


union labor. For years, public 
sympathy has been increasingly 
favorable to organized labor and its 
obviously beneficial and proper ef- 
forts to improve the status of all 
working people. But the public’s 
experiences in labor disputes during 
the past six months has soured the 
feelings of many who were pre- 
viously warm champions of the labor 
cause. If, as charged, there is a 
radical element (Reds, Communists, 
etc.) in labor circles which causes 
the troubles leading to violence on 
both sides, organized labor should 
immediately clean house and come 
before the American people with a 
frank and convincing platform to that 
end. Or, if as charged, some employ- 


er groups have deliberately foment- 
ed violence to embarrass labor, such 
malicious practices should be 
exposed in an equally convincing 
manner. The American public is as 
fair-minded as any and will take, in 
an orderly fashion, the proper steps 
to stop abuses wherever found. To 
date, the American public is the inno- 
cent bystander taking the brunt of 
the discomfort incident to labor dis- 
putes, and to an amazing degree has 
been very patient. There is no wrath 
like that which comes from normally 
patient people. An indignant nation 
aroused to action is not always equi- 
table in its decisions but public opin- 
ion is always a mighty potent force. 
What next? 
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The Montgomery & Crawford, Inc., Spartanburg, S. C., hardware store which has recently been remodeled. 


yh’ 
oO 4& 
>. 


l. The 


remodeled household department; 2. Retail hardware side looking toward the rear; 3. The retail hardware department 

before remodeling; 4. The household department before remodeling; 5. The retail hardware department since remodel- 

ing; 6. Rear of the retail hardware department showing the farm supply department; 7. The household department front; 
&. A retail hardware department window display. 


“New Deal’ Plan Breaks Sales Records 
for Montgomery & Crawford 
Retail Department 


HE “New Deal” in the retail 
department of Montgomery & 
Crawford, Inc., Spartanburg, 
S. C., wholesale and retail house, 
inaugurated a year ago, has resulted 
in breaking all sales records for that 
department. Under the lead of F. N. 
Hall, then new as general manager, 
the retail store was remodeled, daily 
advertisements were inserted in a 
local newspaper and greater atten- 
tion was given to the proper training 
of salesmen. 
Montgomery & Crawford’s retail 
store is in reality a hardware depart- 
ment store, utilizing plans found 
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profitable by nationally known de- 
partment stores. The “New Deal” 
started with the signing of a one 
year advertising contract calling for 
the lower left-hand corner of a daily 
paper. Teaser ads paved the way 
for the announcement of a clearance 
sale in the household department in 
preparation for remodeling. 


The Advertising Plan 


One ad advised the public to 
“Watch this space for an important 
announcement of something that has 
never happencd before.” The next 
advertisement stated “We have 


turned over a new leaf. Read it 
daily in this space.” 

Under Mr. Hall’s plan advertise- 
ments contain but little text and few 
prices—to enable the public to better 
remember their content. Extrava- 
gant claims are not made. That the 
employees would be sure to read the 
daily advertisements copies were 
placed each day on a bulletin board. 
These ads which were carefully writ- 
ten were tied up with window dis- 
plays. 

Institutional ads are used in the 
company’s space as well as advertise- 

(Continued on page 62) 
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ADVANCES BECOMING EFFECTIVE 


Prepared Roofing and 


Lamp Chimneys 


Shingles Drain Tubs 
Molasses and Oil Gates Turpentine 
Cast Iron Soil Pipe Lead 


Tubular Brass Goods 
DECLINES BECOMING EFFECTIVE 


Inexpensive Engineers’ Fireplace Furniture 


Hammers Window Shades 
Disston “Keystone” Hand Linseed Oil 
Saws Steel “Pound” Rivets 


Combination Sereen and Storm Doors 
ADVANCES BEING ANTICIPATED 
Stoves and Ranges Window G)ass 


BEING QUOTED UNDER NEW PRICE PLAN 
“Perfection” Oil Stoves 


In June the moulders working in 
stove plants received a 10 per cent ad- 
vance in wages, and other classes of 
workers in the same plants will proba- 
bly demand the same increase. Already 
a number of stove plants, particularly 
in the South, are having labor difficul- 
ties. Under the circumstances, and 
taking into consideration that the 
advances have been slight, leading 
wholesalers have been recommending 
early buying to their stove, range and 
heater customers. 


* * * 


Window glass prices remain at 
the recent very low levels, 
what the trade seems to think is a good 
“buy” for fall requirements. With the 
best selling season approaching, many 
dealers are contracting for their Sep- 
tember and October needs. Glass, it is 


presenting 


said, is being sold below the cost of 
production, and is expected to advance 
sharply when conditions, leading to the 
fight, are remedied. In the 
glass trade, July is usually the dullest 
month of the year. Shipments, how- 
ever, of all lines of glass, except beer 
bottles and other containers, are con- 
siderably higher than last year’s 
record. 


present 


* * * 


Prices on standard galvanized 
tubs and pails are continued without 
change until Aug. 15, for shipment 
until Sept. 1. Any thought the manu- 
facturers may have had as to an ad- 
vance was postponed by the recent 
decline in sheets. Sales have not been 
large, and even without the decline in 
material cost, many manufacturers in- 
dicated their belief that prices were 
high enough. Drain tubs have been 
advanced 10 per cent on the single and 
5 per cent on the double style. The 
reason given is advanced material costs 
for the stands and packing. 
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On prepared roll roofing, shin- 
gles, etc., new and sharply advanced 
price lists were published July 21, to 
govern orders after Aug. 5. Shipments 
at old prices must be cleaned up by 
Aug. 15, and the manufacturers guar- 
prices against decline 
until Sept. 30. Changes have been as 
follows on typical staple hardware 
sellers since the opening prices of the 
1934 season last February. 


antee the new 


July Ast 
Advance 


$2.05 per sq. 
* 1.99 


Previous 
1934 Advances 
$1.87 to $1.87 

1.56 to 1.75 


87 Ib. Slated Rolls .... 
75 Ib. Slated Holls..... 
35 Ib. Competition 


Smooth ‘i .78 to 88 1.05 
45 Ib. Competition 

Smooth ........ 94to 1.05 1.35 
55 Ib. Competition 

eae l.ll to 1.23 1.64 
Light Hexagon’ Strip . 

Shingles ..... 3.69 to 3.92 4.35 
Light Sauare Strip 

Shingles 1.62to 4.91 5.38 
14 1b. Tarred Felt 1.44to 171 1.93 per roll 
30 Ib. Slaters Felt .. 71 to 87 97 

* * + 


of steel rivets, 
were re- 


The larger sizes 


or so-called “pound” rivets. 


duced 10 cents per cwt. in price on 
July 11, f.o.b. Pittsburgh and Cleveland 


basing points. No change has been 
announced recently on the smaller sizes 
or “discount” rivets, the market on 
which has been rather steady. 

* & # 


Window ventilator business for 
fall is being solicited by leading manu- 
facturers at prices unchanged from 
those effective for the 1933 season. 

* # # 


A number of items of fireplace 
furniture have been reduced 10 to 20 
per cent in an evident endeavor by the 
manufacturers to increase sales by more 
popular consumer pricing. 

* 8 * 


In tool lines, recent changes re- 
ceived are a 15 per cent drop by H. 
Disston & Sons on Keystone hand saws, 
restoring the price level previous to 
Sept. 1, 1933. A reduction of about 15 
per cent has been made by manufactur- 


HOW'S the 


ers of cheaper grade engineers’ ham- 
mers, following some price cutting by 
one of the smaller makers. 

ee *& 


Prices on window shades have 
been reduced about 12% per cent, the 
two previous changes during the past 
season having been advances, from 
which this is the first reaction. 

* * * 


Lamp chimneys have been ad- 
vanced about 74% per cent, the first 
change sincé last year, when there was 
also a mark-up in price. 

* * * 


Molasses and oil gates have 
been advanced about 10 per cent by 
E. C. Stearns & Co. and other makers, 
effective July 2. All types are affected, 
including Lock Fast, Perfection, Porce- 
lain-Lined and Industrial gates. 

* * * 


Turpentine has changed twice 
recently, an advance of 3 cents per 
gallon on July 13, being followed by a 
2 cents per gallon decline on July 20. 
Linseed oil, after a period of steadiness, 
declined 114 cents per gallon, on both 
raw and boiled, effective July 20. 

* * * 


With the heating stove season 
near at hand, the Perfection Stove Co., 
Cleveland, Ohio, has established the 
following new schedule of Dealers’ 
Discounts: 


Basic Discounts 


On _ merchandise (and also on corresponding repair 
parts 

On net shipments of less than $100.00........ 30% 
Woetts Om SPOS Bete once cc cccccccccccccsescct 33 1/350 
On ell net shipments after and including the 
$100.00 qualifying shipment (until Quantity 
Discounts are earned) *33 1/3% 
*To qualify for the 33 1/3% discount a shipment 
amounting to $100.00 (net) or more must be made 
at one time 


Quantity Discounts 


In addition to the Basic Discounts listed above, 

“Quantity Discounts’’ based upon shipments within 

each calendar year and retroective to January 1, will 
be allowed as soon as earned as follows: 

On Net Shipments amounting to 

250.00 or more.......... 

500.00 or more... 

750.06 or more... ° 

ROOD GP GB ob scciccnccdcnvecscces 10% 





The initial discount each year will 
be based upon the volume shipped dur- 
ing the last four months of the preced- 
ing year. Invoices at all times will 
carry the latest discounts earned. 
Credits will be currently issued to all 
dealers as soon as they have qualified 
for larger quantity discounts. 

* * * 


On combination screen and 
storm doors, leading sellers have issued 
reduced prices, effective July 20, for 
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ra Cent 
ange 
Yearly Sales Volume Current Sales 1934 ve.-1933 
1934 1933 
1933 1932 1931 1930 1929 May |5 Mos. 
May 5 Mos. May 5 Mos. 
| 

Ww. me Grant Co.... $78,206,121/$73,086,856| $ 75,679,203) $ 71,376,487] $ 65,902,419 $7,179,930|$29,288,808/$6,552,836|/$26,721,6971 + 9 | +10 
S. 8S. Kresge . 125,734,196|124,421,062) 145,838,038] 150,508,125) 156,456,732 11,680,348] 51,769,077' 9, (941, ,023] 44 (421 "205 +17 | +16 
s. H. Kress 65,018,107| 62,776,949 69,041,926 69,283,102 68,474,993 5,747) 28,348,922] 4,987, "301 21,639,896§ +22 | +31 
Melville Shoe Co. 18,765,099]. 20,594,311 26,286,518} 28,654,300) 25,520,675i(a) 2,910,143) 12,112,901 2,054,505 8,532,091 +42 | +42 
G. C. Murphy Co.. 21,844,896] 18,497,004 19,238,362 17,496,023 15,726,652 »367,4 ,812,697| 1,661,437) 6,956,518f +42 | +41 
Neisner Bros........ ‘ 15,178,032] 14,821,112 15,958,818 16,507,157 15,092,420 1,706,901} 6,543,808) 1,363,374) 5,191,157] +25 | +26 
J.J. Newberry Co......... 5,144,218] 33,121,6 31,146,802 30,187,391 27,789,369 3,536,532] 14,397,531] 2,740,152) 11,426,891f +29 +26 
J.C. Penney Co........... 178,769,989/155,271,981| 173,705,0 192,943,765) 209,690,417 17,086,235] 73,227,581/14,431,647| 56,401,499§ +18 | +30 
—— Drug Stores....... 15,477,078) 16,180,163 17,43 16,759,666 15,543,2: 1,336,055] 6,683,074) 1,242,600 6,259,202 +7/+7 

> ae 47,405,076] 45,834,599 54,067,138 51,647,300} 46, yet 4,356,435] 21,569,262) 3,643,478] 17,421,699] +20 | +24 

- Woolworth Co....... 250, 516, 527 249,892,861} 282,669,576 289, 288, 605} 303, 22,004,608 101,825, "975 19,801,192) 89,559,999} +11 | +14 
Kroger Grocery........... 205,688,214|213,159,743] 244,371,147] 267,094,845] 286,611,214)(b)17,466,588/101,439,718)}16,026,489| 91,997,868% + 9 | +10 
Safeway Stores............ 220,166,841 |281,530,675| 246,783,998] 219;284,707| 213,284,254] (b) 19,000, 462|106,417,354| 16,943,735 96,560,744 +13 | +10 
De; ment Stores......... x x x x x x x x x +12 | +20 
‘ederal Reserve) 

Grocery Stores*........... x a x x x x x x x +6] +8 
Variety Stores*............ x x x x x x x x x +16 | +16 
Rural (Small-town) . 

| x x x x x x x x x +25 | +25 
Automobile Sales*......... x x x x x x x x x +31] +56 

*Dept. of Commerce Index. Based on sounaiion. of identical stores only 
(a) 4 weeks ending June 9. (b) 4 weeks ending June 16. (c) Based on mail-order sales and small-town units of several chains. 











the coming fall and winter trade. The 
margin of discount to the wholesaler 
has at the same time been reduced. 
After a moderate rise of 10 per cent 
last summer over the low opening 
prices for 1933, screen goods were 
brought under the Lumber Code, and 
quotations on combination doors last 
November shot up to 50 per cent—in 
some cases to nearly 60 per cent—over 
the prices of November, 1932. The 
drop of July 20 reduces an 8-light 
glazed door, 2-8 x 6-8 size, to $4.65 
each, to the trade, compared with $5.86 
at the peak, and with $3.70 before the 
first 1933 rise. 
* * * 

The mid-year catalogs of the 
large mail order sellers are expected 
soon, and the hardware trade will watch 
with interest the effect, if any, of code 
influences in advancing some of the 
very low quotations which have handi- 
capped retailers on staple hardware 
sellers. It has seemed to be a current 
policy, in the semi-annual general 
catalogs, to carry quotations on im- 
portant goods at about the average 
cost level of the hardware merchant. 
This policy, if continued, will bring 
strong pressure for reduced quotations 
to manufacturers whose merchandise is 
affected. * 8 * 


Mill prices on steel are holding 
generally firm, after the recent partial 
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1934 


reductions. Distributors are still mak- 
ing some concessions, due to local 
conditions. Certain steelmakers have 
been disregarding the President’s re- 
cent invitation to reduce prices and 
have quoted code prices on bids to the 
Government on miscellaneous tonnages 
of steel. They take the position that 
the code is a contract, and a reduction, 
even to the Government, would be a 
violation, or would open the door to 
generally lowered prices. Recently the 
American Institute of Steel Construc- 
tion rejected the steel fabrication code, 
principally because the NRA _ placed 
erection labor under this code and vir- 
tually made this phase of the business 
a closed shop. 
* * *% 

Cast iron soil pipe prices lately 
became so low that the NRA declared 
an emergency to exist in the industry 
and ordered producers to raise prices 
as much as $5 a ton. 

* * * 


The manufacturers of tubular 
brass goods, used in connection with 
plumbing, have advanced their prices 
approximately 10 per cent. This is the 
third advance during 1934. 


* * * 


In the wake of some recent 
active buying, the American Smelting 
and Refining Company advanced its 
wholesale base price of lead 5 points 


—Courtesy of Retail Ledger. 


to 3.80 cents a pound, New York, 
effective July 19. The St. Louis price 
was marked up 10 points to 3.70 cents. 
Copper buying has been slow in both 
domestic and foreign markets. Blue 
Eagle electrolytic for domestic ship- 
ment remains unchanged at 9 cents a 
pound delivered to the end of October. 
“Standard,” or non-Blue Eagle, copper 
is much lower, but under code regula- 
tions is not available in a way to affect 
domestie finished copper costs. 


* * * 


By dint of special sales, adver- 
tising and clearances, the more fortu- 
nately located hardware and 
many wholesalers, are holding their 
July volume fairly well up to that of 
last summer. This is no small achieve- 
ment, for not only have the stores to 
contend with the spurt in sales which 
took place at this time last year, but 
they are also faced with rather numer- 
ous declines in prices. Summer retail 
trade is always governed largely by 
weather conditions, so any attempt at 
a general survey must show spotty 
results. The most encouraging reports 
come from New England, South Atlan- 
tic, Middle Western and Northwestern 
states. Labor difficulties and _ the 
drought are seriously hampering busi- 
ness west of the Mississippi, where 
Federal relief is becoming the main 
source of public spending. 


stores, 
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Wholesale hardware buying is 
very quiet—speculative ordering has 
disappeared, and reduction of invento- 
ries is still under way, where surpluses 
were accumulated at winter and spring 
prices. However, there has been lively 
reordering of some popular hot-weather 
particularly bicycles and all 
sporting goods, and there are other 
indications that wholesale stocks are in 
a generally healthy condition. Im- 
portant manufacturing groups are pre- 
paring for a brisk fall trade, especially 
in the automobile industry, and manu- 
facturers in steel and other metal lines 
are adopting a like confident attitude. 


goods, 


Some industries, fearing higher manu- 
facturing costs and labor disturbances, 
have deliberately increased production 
to a point exceeding consumption. 

* * * 


Interesting statistics on nails 
have recently been published showing 
the trend of consumption from 1921 to 
date, both on wire and cut nails. The 
recent peak of use on wire nails was 
in 1923, when upward of 1614 million 
kegs were used. Consumption in 1932 
dropped to less than 514 million kegs, 
but with a small speculative increase 
in 1933. 

Cut nails likewise reached their re- 
cent peak in 1923, 778,000 kegs, which 
was reduced to a low of 282,000 kegs 
in 1932. 1933 sales rose again nearly 
25 per cent. 

* & & 


On bicycles and bicycle equip- 
ment the rush of demand, due to the 
recent sudden increase in popularity 
of cycling as a sport, is leading some 
wholesalers to caution their salesmen 
and their trade of possible delays in 
filling holiday orders during the com- 
ing fall. Bicycle manufacturers usually 
accumulate stocks during the dull sum- 
mer months for holiday selling, but 
instead of the usual dullness, have 
found summer business booming. Even 
if part of the novelty wears off by fall, 
it is stated that a normal fall demand 
is likely to develop a shortage. 

* * * 

A sidelight on shooting prospects 
for the coming fall is contained in a 
letter June 15, written by Harry L. Felt, 
an official observer writing from the 
heart of the Canadian wild fowl brood- 
ing section. He states, “The broods of 
mallards and pintail are exceptionally 
large. Practically all conditions here 
to date have been in favor of the birds, 
while ideal conditions prevail in the 
Far North. We shall experience a 
great flight from these remote districts 
this fall, even greater than last year. 
You are going to experience the heav- 
iest migration this fall you have had in 
several years. This will be noticeable 
in the migration of mallards and _ pin- 


it 


tail while all other species will show 
a great improvement.” 


* x * 


Electric fan business has been 
boomed by the hot weather in most 
localities, and while not many markets 
complain of a shortage, much reorder- 
ing has been done and total sales have 
been close to a record. Summer busi- 
ness on flashlights and batteries is in 
full swing, and has been helped mate- 
rially by unusually attractive values 
offered this season in popular priced 
complete flashlights. 

* * 


Radio business for fall is start- 
ing to come in, with short wave sets 
more and more a leading factor in the 
demand. Price and performance are 
more attractive than ever before, and 
the flexibility of modern sets is adding 
to their interest and popularity. 

* * 

Automobile tire manufacturers 
have announced a new policy in regard 
to adjustments which are now based 
upon time, and upon a guarantee bond. 
This is a radical change from previous 
practice, and promises to be of wide 
interest, since it places the dealer in 
position to deal directly with his cus- 
tomer in adiustments, subject to the 
approval of the wholesaler. Tire prices 
in certain localities are still somewhat 
irregular and discounts more or less 
liberal from the regular lists are 
openly advertised to the consumer. 
Some manufacturers are offering small 
“emergency” price concessions to the 
quantity buyers. 

* * * 


Electromaster, Inc., Detroit. 
Mich., reports very favorable figures fer 
the company’s first half. President R. 
B. Marshall says sales of electric ranges 
and water heaters’for the first half of 
1934 were 300 per cent of sales for 
the corresponding period of 1933. The 
second quarter of 1934 constituted the 
most profitable period in the company’s 
history. and gross sales so far this year 
have already exceeded those for the full 
year of 1933. 

* *% * 

Greatest half-year volume in its 
28-year history is reported by the Bar- 
low & Seelig Mfg. Co., Ripon, Wis.. 
maker of Speed Queen washers and 
Simplex ironers. 

“One interesting development is the 
sharply increased dealer interest in 
ironers,” says Marshall R. Scott, secre- 
tary-treasurer and general manager of 
the company. “Irrespective of the 
method used by the housewife to get 
clothes and linens clean, ironing is the 
final step in all cases. The ironer mar- 
ket actually is greater than the washer 
market.” 


Dun and Bradstreet report that, 
following the best summer season in 
years, the buying of some major elec- 
trical appliances for fall is expected to 
be nearly double that of 1933, due to 
the depleted state of stocks in most 
parts of the country. Some retailers 
had planned to include kitchen labor- 
saving appliances in their usual August 
“sales,” but find that stocks of spe- 
cially-priced merchandise have been 
practically cleared out of the whole- 
sale markets. These lines are evidence 
again of the old-fashioned, common- 
sense principle that goods will always 
move if they are correctly priced. 

* & 

The use of all electrical house- 
hold utilities definitely is on the in- 
crease, replacements deferred for years 
now are being made, and in all mod- 
ernization work, electrical. installations 
are given prime consideration. This 
has brought about some surprising in- 
creases in appliance sales, as a com- 
parison with the first six months of 
1933 reveals advances of more than 200 
per cent in some items, while produc- 
tion in a number of divisions has been 
doubled, and orders now on hand ex- 
ceed those booked at this period in 
1932. There now are indications that 
the total of electrical appliances sold 
during 1934 will reach 800.009.000 
units, as compared with the estimated 
total of 739,000,000 reached in 1933, 
thus marking the largest year’s elec- 
trical supply business since 1929. 

* % * 

General Electric Company an- 
nounced orders during the Juue quar- 
ter amounted to $54,005,988, against 
$35,539,858 for the corresponding quar- 
ter of 1933, an increase of 52 per cent. 
Orders for the first six months totaled 
$92,154,642 against $61,051,502 last 
year, a rise of 51 per cent. The com- 
pany’s volume in the June quarter thi- 
year was the largest since the third 
quarter of 1931. 

* * # 

Sales of Sears, Roebuck & Co. 
in the four weeks ended July 16, to- 
taled $21,641,512, as against $19,442.- 
052 in the corresponding period of 
1933, an increase of 11.3 per cent. The 
total for the June-July period dropped 
about 134% per cent from the preeed- 
ing four-weeks record. For the firs! 
24 weeks of the company’s year, to 
July 16, sales totaled $140,639,500. 
which compares with $108.990,590 in 
the same period of 1933, an increase 
of 29 per cent. That the next (July- 
August) sales volume may show a 
further seasonal decline is conceded 
quite possible. In prior years, similar 
declining summer trends were experi- 
enced. 
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CHAS. A. CAMPBELL 


Retiring President 
Southeastern 


CHAS. W. TRUITT 


New President 
Southeastern 


H. M. SIMMONS 


Secretary-Treasurer 
Southeastern 


B. C. KICKLITER 


Reelected President 
Florida 


R. P. LONDON, JR. 


Retiring President 
Tennessee 


Southeastern Association 


Adopts Reorganization Plan 


W. TRUITT, Commerce, Ga., 


C president of the 
@ Georgia association and third 


a former 

vice-president of the Southeastern Re- 
tail Hardware and Implement Assn., 
was unanimously elected president of 
the latter organization at the closing 
session of its twentieth annual conven- 
tion, at the Piedmont Hotel, Atlanta, 
July 10, 11 and 12. Mr. Truitt succeeds 
Charles A. Campbell, St. Petersburg, 
Fla. 

B. C. Kickliter, Sarasota, Fla., presi- 
dent, and H. Kilpatrick, Thomaston, 
Ga., president, were both reelected for 
another year, while D. E. Easley, Dick- 
son, was elevated from vice-president 
to the presidency of Tennessee’s organi- 
zation, succeeding Robt. P. London, Jr., 
Johnson City. Alabama officials are to 
be elected at a later date. 

H. M. Simmons, who early this year 
became secretary-treasurer of the South- 


eastern and its four affiliated state or- 
ganizations, was reelected, and his office 
will continue to be maintained in At- 
lanta. 

B. H. Matthews, Camden, Ala., first 
vice-president of the Southeastern, de- 
clined election as president because of 
having already served in that capacity. 
Ira B. Taylor, Trenton, Tenn., second 
vice-president, stated that pressure of 
personal and business matters made it 
impossible for him to serve, thereby 
elevating Mr. Truitt to the presidency 
under the established rotating system 
of electing presidents’/from each of the 
four states. 

John B. Greer, Loudon, Tenn., was 
elected first vice-president of the South- 
eastern; Peyton L. Yon, Tallahassee, 
Fla., second vice-president, and J. Clyde 
Brown, Hapeville, Ga., third vice-presi- 
dent. Mr. Brown is a newcomer into 
official circles of the association, all 


other officers of the Southeastern having 
served as presidents and executive com- 
mitteemen in their respective state or- 
ganizations. 

The following state vice-presidents 
were elected: Florida, Earl Lupfer, Kis- 
simmee; Georgia, H. C. Tharpe, Dublin, 
Tennessee, J. B. Brown, Erwin. Ex- 
ecutive Committeemen were elected as 
follows: Florida, R. W. Sims, Clermont; 
Henry Whitesell, Clearwater, and Car- 
roll Smith, Winter Haven. Georgia, 
Ralph Murray, Atlanta, and J. D. Hol- 
brook, Cornelia. Tennessee, Ira B. Tay- 
lor, Trenton; Joe Wright, Sweetwater; 
H. W. Norton, Maryville, and J. W. 
Vaughn, Winchester. 

Under a reorganization plan adopted 
at the closing session, the old South- 
eastern Executive Committee was abol- 
ished and a new Board of Directors 
created, with two members of same 
elective annually by the respective state 


Delegates and Guests Attending Southeastern Convention at Atlanta, Ga. 
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conventions preceding the Southeastern 
convention or at the latter meeting 
where a State convention has not been 
held. The board will in turn elect from 
its membership, or otherwise, a Chair- 
man of the Board who shall serve 
without pay and be located near enough 
to Altanta to be accessible in advising 
with and assisting the secretary in han- 
dling the affairs of the association, 
thereby relieving the president of much 
executive details of the past. The new- 
ly elected third vice-president, J. Clyde 
Brown, Hapeville, Ga., was later named 
to this office. 

At the recent Florida state conven- 
tion, as reported elsewhere in this issue, 
President B. C. Kickliter and W. P. 
Franklin were elected to represent 
Florida on the Southeastern directorate, 
and their election was confirmed along 
with election of R. A. Norris, Coving- 
ton, and Ed Jarman, Baxley, as Georgia 
directors, and Hugh C. Ross, Jackson, 
and Wm. C. Waddell, Greeneville, as 


the Tennessee directors. 


While attendance was not up to some 
former years, it perhaps surpassed the 
past two years and there was a most 
noticeable difference in the general 
tenor of optimistic confidence and hope- 
fulness among dealers. Figures cited 
by Hugh C. Ross, Jackson, Tenn., for- 
mer Southeastern president and now an 
N.R.H.A. Director, showed hardware 
business in the last year had regained 
its position “with upward percentages 
twice as great as our nearest competi- 
tive group.” Mr. Ross said that most 
of the states reflecting the ‘greatest 
gains were in the South. 


Convention Opened Tuesday 


The convention opened Tuesday 
morning, with registration of delegates 
in charge of Mercer Lee, president 
Atlanta Kiwanis Club and Atlanta 
branch manager International Har- 
vester Co. 

President Campbell called the first 
business session to order. Following 
convention singing and invocation by 
Dr. W. Howard Faust, pastor Gordon 
Street Baptist Church, Atlanta, state 
presidents and visitors were introduced. 

President Campbell then delivered 
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his annual address, in which he re- 
viewed the struggles the association had 
gone through during the past year, ex- 
plained the plans of reorganization 
which had been worked out; told of “a 
program through which we plan to 
again make this the biggest regional 
hardware association in the country”; 
paid a tribute to the fine and effective 
work that had been done by Secretary 
Simmons since he took over the asso- 
ciation’s office, and assured members 
that this is no longer a one-man organi- 
zation and from now on your association 
will be run by the Board of Directors 
you have chosen and your secretary 
will be working for the Board.” He 
asked every member to make an effort 
to “enlist one or more new members 
before the next convention”; told of 
ways in which “members have been re- 
paid far more in return for their mem- 
bership than the amount of their an- 
nual dues,” and urged that every one 
use the services of the association more 
freely than ever. 

President Campbell also gave a de- 
tailed resumé of the recent Florida 
state meeting. Commenting on the up- 
turn of the hardware trade, President 
Campbell declared “it looked like for 
a few years that the hardware stores 
were on the way out, but the depression, 
chain stores and other real merchan- 
disers have awakened us and the hard- 
ware business is on the way back. There 
isn’t any doubt about that. Now, if we 
will all just get together and cooperate, 
we will all get much farther than if we 
try to go along single-handed.” 

Before adjournment in time for visi- 
tors to attend the Tuesday civic club 
luncheons, Secretary Simmons called 
attention to the exhibits of several firms 
who have displays in the hotel; nomi- 
nating committees were appointed and 
other routine announcements made. 

Tuesday afternoon’s session was de- 
voted to a discussion of “Codes and 
What They Mean to Your Business,” by 
Rivers Peterson, editor, Hardware Re- 
tailer, and chairman, National Retail 
Code Authority. The remainder of the 
afternoon was given over to a visit to 
the plant of the Atlantic Steel Co. This 
tour was under the direction of Charles 
F. Stone, president, and H. D. William- 


son, sales manager, assisted by the 
traveling staff. 

Mr. Peterson told many interesting 
details of “Washington’s bee hive of 
Code activities,” and how his committee 
and himself had fought the levying of 
multiple Code assessments upon re- 
tailers, citing the fact that except for 
Executive Order X-36 they would be 
called upon to pay Code assessments 
under “not alone the line in which you 
do the major portion of your business, 
as it now is, but for every line or field 
in which your sales or types of mer- 
chandise happened to be,” he declared. 
“Retail codes are working where the 
dealers make them work,” he said, 
urging retailers in every community to 
form their own local code administra- 
tive office for handling code violations 
before same goes to the code authority 
or to NRA. “Since we formed a code, 
business in our industry has shown a 
50 per cent increase over a year ago,” 
he also declared, predicting that the 
NRA and Codes in some form or 
another would become a permanent 
part of business. 

At the Wednesday morning session, 
President Campbell introduced George 
E. Everitt, Decatur, Ga., whose address 
on “Making Competition Pay” after- 
ward brought forth the comment from 
President Campbell that “that was the 
best doggone speech I ever heard a 
retail hardware man make,” to which 
the dealers applauded their approval. 
The address was mainly an outline of 
what Mr. Everitt termed “My Own Ten- 
Point Program for Merchandising at a 
Profit,” and a detailed resumé of his 
address will appear in an early issue of 
HarpwareE AGE. 

“Hardware Retailing As I Found It” 
was the subject of an address by Mrs. 
Sarah, Mosteller, research and promo- 
tion specialist with Western Union At- 
lanta office. Mrs. Mosteller, whose ad- 
dress will be the basis for an article in 
one of the forthcoming issues of Harp- 
warE AGE, told of observations made 
by her in research, and shopping tours 
of various stores selling hardware and 
household items during a former con- 

(Continued on page 72) 
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ADAM DECKER OPENS 
INDUSTRIAL DEPT. 


The Adam Decker Hardware 
Co., St. Paul, Minn., has opened 
an industrial department, which 
will specialize on the distribution 
of mechanical rubber goods to 
industrial plants in its territory. 
George Hanzalik, president of 
the firm, has appointed Clarence 
M. Moulden, who has had 25 
years experience in the hardware 
business in the Twin Cities, to 
direct the new department. The 
company will represent the Re- 
public Rubber Co., Youngstown, 
Ohio. 


WM. P. HORN CO. NAMES 
TWO REPRESENTATIVES 


The Wm. P. Horn Co., manu- | 


facturers’ representatives, San 
Francisco, Cal., has appointed 
W. H. Davidson to establish an 
office for the company in Salt 
Lake City, Utah, and Horace 
Christensen has been appointed 
the company’s Los Angeles rep- 
resentative. A Seattle office is 
also maintained by the organiza- 
tion, 


PACIFIC WIRE PRODUCTS 
NAMES COAST AGENTS 
The Pacific Wire Products Co., 

manufacturers of wire 


cloth, Los Angeles, Cal., has 


screen | 


named Gillette & McLaren, man- | 
| use of window streamers was the 


ufacturers’ representatives, Seat- 
tle, Wash., and Portland, Ore., as 
the company’s sales agents in the 
Pacific Northwest. 

HIXSON TO MANAGE G.E. 
PACIFIC LAMP DIVISION 


M. C. Hixson has been ap- 
pointed manager of the incan- 


descent lamp department, Pacific | 
Co. | 
the | 


division, General Electric 
Mr. Hixson has been with 
company since 1912, 


PLANS COMPLETED FOR 
N. Y¥. HARDWARE OUTING 


Plans have been completed for 
the third annual New York hard- 
ware outing. The stag affair will 
be held at Jones Beach, Long 
Island, N. Y., on Wednesday, 
Sept. 12, with dinner to be 
served at the Wantagh Hotel, 
Wantagh, L. I. All identified 
with the Metropolitan New York 
hardware trade, and their friends, 
are invited to the outing, which 
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is jointly sponsored by the Man- 
hattan & Bronx Hardware Assn.; 
the Brooklyn Hardware Assn.; 
the Hardware Boosters, and the 
Hardware Square Club. 

The tentative entertainment 
program includes golfing, swim 
ming, horseshoe pitching, races | 
and games, with prizes and cups 
to be awarded in contests involv- 
ing athletic skill. Entry blanks 
will be provided for the various 
contests, but no entry fees will 
be charged. Those planning on 
attending the affair are requested 
to drive, in order to give others 
without cars a lift. Cars will as- 
semble at both Ralph Ave. and 
Broadway, Brooklyn, and Murray 
and Church Sts., New York Cty. 
at 10 a. m. 

Tickets, which will also entitle 
one to the dinner, are $2 each, 
and are available from the Hard- 
ware Outing Committee, com- 
possed of: Ralph S. Allen, c/o 
Pheoll Mfg. Co., 80 Walker St., 
New York City; R. A. Atkinson, 
c/o R. J. Atkinson, 4 Ralph Ave., 
Brooklyn; Roy C. Schmidt, c/o 
Stanley Rule and Level Plant, 
100 Lafayette St., New York 
City, and Arthur Shimell, 414 W. 
Broadway, New York City. 


INDEPENDENT STORES 

HEAR DISPLAY TALK 

The value of tying-in store dis- 
plays with advertising and the 


| subject of a talk made before the 


Independent Hardware Stores, 
Inc., meeting recently at the Cin- 
cinnati Post, by Mr. Mehmert, 
Hennigan Co., Cincinnati. Fur- 
ther plans for the outing to be 
held at the Cincinnati Zoo were 
discussed. 

Vice-president Robert Schell- 
inger conducted the meeting. 





BROOKLYN DEALERS 
HEAR CONGRESS REPORT 


R. J. Atkinson gave a report 
on the recent Des Moines Con- 
gress of the National Retail 
Hardware Assn., at the regular 
July meeting of the Brooklyn 
Hardware Assn. The meeting, 
attended by 24 members, was 
held in the Johnson Building, on 
July 12. 

The organization went on rec- 
ord as endorsing a plan to hold 
the Metropolitan Hardware As | 
sociation banquet in February. | 
1935. 


R. W. SPEISER JOINS WORCESTER MOWER 
CO.; BECOMES VICE-PRESIDENT 


R. W. Speiser has acquired an 
interest in the Worcester Lawn 
Worcester, Mass., 


Mower Co., 


and has been named vice-presi- 


dent and assistant treasurer. Mr. | 


Speiser recently resigned as as- 


sistant and = general 


secretary 





R. W. SPEISER 


sales manager of the Coldwell 


Lawn Mower Co., Newburgh, 
N. Y., with whom he was asso- 
ciated for more than fourteen 


years. He will also be in active 

charge of Worcester sales. 
Stanley D. Loud is Worcester’s 

president and treasurer. 





Ss. D. LOUD 





| LOG 





Part of the crowd which 
watched various log cutting dem- 
onstrations sponsored by S. S. 
Sigworth, hardware merchant of 
Tionesta, Pa. More than 2000 
people attended this event in 
front of Mr. Sigworth’s store. 
This demonstration followed the 
plans explained in a feature story 


in the last issue of HARDWAR! 





CUTTING DEMONSTRATION 
DRAWS CROWDS TO SIGWORTH STORE 





AcE, on page 41, and was also 
promoted with the aid of Peter 
McLaren, champion wood cutter 


representing Fayette R. Plumb, 
Inc., Philadelphia, Pa. Mr. Me- 
Laren is a well known figure in 
the hardware trade, having given 
his demonstrations in State con- 
vention exhibits for many years. 


He can be seen in the fore- 
ground. 








ese cace 


COOPERATIVE 


Cooperative dealer advertising 
Ohio, 


Kentucky and Pennsylvania have 


groups from Michigan, 


formed a new dealer trade body 
to be known as the Interstate 


Cooperative Hardware Advertis- 


ers. The organization meeting | 


was held at the Deshler Hotel, 
Columbus, Ohio, on Wednesday, 
July 18, 1934. 
ident of the 


J. C. Blaser, pres- 
Eagle Hardware 


Stores, Cleveland, Ohio, pioneer | 


group in such advertising activ- 
ity, is president of the new inter- 
state association. George Lee, 
president, Monarch Stores, Inc., 
Detroit, Mich., is vice-president 
and R. A. Chandler, secretary 
of the Crown Hardware Stores, 
Toledo, Ohio, is secretary and 
treasurer, 

Those present at the meeting 
included the following: Walter 
F. McQuiston, president, Star 


Hardware Stores, Pittsburgh, 


STAR STORES FORMED 
BY PITTSBURGH DEALERS 


An organization known as the 
Star Hardware Stores, Inc., has 
been formed in Pittsburgh, Pa., 
by 50 large neighborhood hard- 
ware dealers. Despite the fact 
that the organization is incorpo- 
rated, each affiliated store is in- 
dependently owned and operated, 
and the plan of operation will 
be very similar to that of the 
Eagle Hardware Stores, Inc., 
Cleveland, Ohio, as described in 
detail or page 24 of the Aug. 3, 
1933, issue of Harpware AcE. 
Other like cooperative groups 
have since been formed in other 
mid-western cities. 

Officers of the company are: 
Walter F. McQuiston, president; 
Lee Kelso, first vice-president; 
Theodore Backoefer, second vice- 
president; Otto A. Kessler, sec- 
retary, and George H. Klauss, 
treasurer. Directors are: Charles 
Scarborough, Sam _ Hazelbart, 
Frank Hegner and W. E. White- 
head. 

FISHING TACKLE CODE 

BUDGET IS SUBMITTED 


A budget of $18,000 for the pe- 
riod from Aug. 1, 1934, to July 
31, 1935, has been submitted by 
the code authority for the fish- 
ing tackle industry for approval 
by the NRA. 

The basis of contribution is: 
“The annual rate of assessment 
shall not exceed 1 per cent of 
production or direct labor pay- 
rolls for the year ending June 


ADVERTISING GROUPS ORGANIZE 
INTERSTATE BODY AT COLUMBUS, OHIO 


Pa.; J. C. Botzum, W. H. Sten- 
acker and C. A. Carpenter, 
Akron, Ohio, group; Mr. Blaser 
and Edward Sebesta, Eagle Hard- 


ware Stores, Cleveland, Ohio; 
|G. W. Irwin, The Cleveland 
Press; Messrs. Wittekind, Pat- 


terson and Schneider, Independ- 
ent Stores, Cincinnati, Ohio; 
Carl H. Young, president; Inde- 
pendent Hardware Stores, Louis- 
ville, Ky., and a delegation from 
the Crown Hardware Stores, 
Toledo, Ohio. John Conklin, 
secretary, Ohio Hardware Asso- 
ciation, and H. P. Sheets, man- 
aging-director, N.R.H.A., were 
guests. 

Each of these groups of retail 
hardware merchants is actively 
promoting the hardware business 
of constituent members through 
cooperative advertising in their 
respective cities. The Eagle 
group was the first to embark on 
a weekly, large space advertising 
schedule, as told to the hard- 








30, 1934, payable quarterly in 
advance. In any case where the 
productive or direct labor pay- 
rolls is less than $2,500, the 
minimum assessment of $25 shall 
be levied.” 

The code authority also ap- 
plies for termination of the ex- 
emption conferred in adminis- 
trative order No. X-36, dated 
May 23, 1934, where members of 
the industry whose principal line 
of business is embraced in a 
trade or industry subject to a 
code other than the code for 
the fishing tackle industry are 
exempted from obligation to 
contribute to the code adminis- 
tration expenses for the indus- 
try. 

Notice has been given that 
criticisms, objections or sugges- 
tions concerning the budget must 
be submitted to Deputy Admin- 
istrator Earle W. Dahlberg, room 
3044, Department of Commerce 
Building, prior to Aug. 6. 





INDEPENDENT STORES 
CHANGES MEETING NIGHT 


At the May 28 meeting of the 
Independent Hardware Stores, 
Inc., held at the Cincinnati Post, 
Cincinnati, the group decided to 
change its meeting night from 
Friday night to Monday night. 
| This change was made to enable 
| smoother operation of the various 
committees. 
| President Howard Zimmerman 
| presided over the meeting, at 
| which plans were discussed for 
| the holding of an outing. 











ware industry for the first time, 
in the August 3, 1933, issue of 
Harpware Ace. Since that time, 
Harpware AcE has reported the 
progress of similar groups and 
has participated in meetings and 
related activities in connection 
with such merchandising pro- 
grams. As emphasized in this 
publication, these groups adver- 
tise cooperatively but do not buy 
collectively. Representatives of 
Harpware AGE, addressing sev- 
eral of the groups, have stressed 
the importance of adhering to 
such a program, declaring that 
retailers should concentrate on 
selling and give the details of 
buying to worthy wholesalers. 
The new organization went on 
record as favoring such whole- 
saler-retailer relations and has 
arranged for an exchange of ad- 
vertising pricing and other in- 
formation pertinent to such 
cooperative merchandising activ- 


ity. 


HARDWARE DEALERS 
STATUS UNDER RETAIL 
FARM EQUIPMENT CODE 


Many inquiries have been re- 
ceived regarding the status, un- 
der the Retail Farm Equipment 
Code, of the hardware dealer who 
sells a small amount of merchan- 
dise which might properly be 
classed as farm equipment. The 
answer is made plain by the 
terms of the following agree- 
ment: 

“Any retail hardware dealer 
whose sales of farm equipment 
in 1933 exceeded a total of $2,500 
shall pay the minimum assess- 
ment prescribed by the Code 
Authority of the Retail Farm 
Equipment Trade, and in any 
year thereafter he shall pay at 
the same rate of assessment pro- 
vided his sales of farm equip- 
ment for the year immediately 
preceding are in excess of $5,000, 
unless a different basis of assess- 
ment is agreed on between the 
Code Authority of the Retail 
Farm Equipment Trade and the 
National Retail Hardware Asso- 
ciation.” 

There are many hardware deal- 
ers who, while they cannot be 
considered implement dealers, 
carry in stock many articles in 
the farm equipment line. The an- 
nual volume is small and these 
dealers have been wondering if 
they would be classed as imple- 
ment dealers. The agreement 
quoted above clears up this mat- 
ter—Implement-Hardware Bul- 
letin. 





WORTHINGTON CO, OPENS 
COLUMBUS BRANCH 


The Geo. Worthington Co., 
wholesale hardware, Cleveland, 
Ohio, has opened a branch in the 
Neilson Warehouse Company’s 
Building, in Columbus, Ohio. 
Sales of Stewart-Warner radios 
and refrigerators in the Colum- 
bus territory will be handled 
through the new branch by A. C. 
Perry, Geo. L. Godfrey, and F. 
J. Gallagher. 

NEW QUAKER HEATER 

DISTRIBUTORS NAMED 


The following distributor ap- 
pointments for Quaker Burnoil 
heaters are announced by A. T. 
Atwill, president, Quaker Mfg. 
Co., Chicago: 

Texas, New Mexico and Old 
Mexico— The Zork Hardware 
Co., El Paso, Texas. D. J. 
Howard, vice-president and chief 
engineer of Quaker, spent two 
weeks in July with the Zork Co.. 
instructing their salesmen in in 
stallation and sales. 

California—J. J. McFarlane, 
1630 Market St., San Francisco, 
Cal. 

Southern Oregon — William 
Hammett, Medford, Ore. 

Northern Oregon—Muirhead & 
Murhead, 338 S. W. Ninth Ave.. 
Portland, Ore. 

Washington— Pump Supply 
Corp., 305 First Ave., South, 
Seattle, Wash., with A. L. Wil- 
lard in charge of the Quaker de- 
partment. 

The Preferred Utilities Co., 
Inc., has been reappointed for 
New England and the Atlantic 
seaboard. 





RETAIL CODE BUDGET 
APPROVED BY NRA 


NRA has approved the budget 
of expenses for administering the 
code for the retail trade. The 
budget, which is for $125,000, 
will be the amount required by 
the national code authority. Sep- 
arate budgets will be submitted 
for local administration. The 
basis of contributions, previously 
approved, is 25c per employee, 
paid by the employer. 





NRA EXTENDS LABOR 
COMPLAINT ADJUSTMENTS 


The NRA has extended until 
Sept. 15 the procedure for the 
adjustment of labor complaints 
arising under the provisions of 
the code for the retail trade. 
The extension was authorized in 
order to enable the National Re- 
tail Code Authority and the Na- 
tional Retail Drug Code Author- 
ity and the Labor Advisory 
Board to complete negotiations 
under way for the more ade- 
quate adjustment of labor com- 
plaints in those trades. 
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HARDWARE BRIEFS 





L. Edw. Erickson has sold his 
hardware store in Afton, Iowa, 
to Henry Carolus and has pur- 
chased the only hardware store 
in Stanton, Iowa, from O. N. 
Hultman. 


Eric Markham, who is asso- 
ciated with J. W. Linder has 
opened the People’s Hardware 
store at Lake City, Fla. 





The Vance-Eller Co., Chil- 
howie, Va., has opened a new 
branch hardware store at Rural 
Retreat, Va., in the Lindsey 
Bldg. 





Allen P. Alt has leased the 
building at 5321-23 Park Heights 
Ave., Baltimore, Md., for a hard- 


ware store. 





A new store has been opened 
in the Post Office block at Sa- 
bina, Ohio, by the Fairley Hard- 
ware Co. 

Mark Hepler is opening a new 
hardware store at Dundee, N. Y., 
in the Bigelow block. 





The B. D. Burdeaux Hardware 
and Furniture store, Huntsville, 
Tex., has moved into new quar- 
ters in the K. P. Hall Bldg. The 
building was remodeled for the 
firm’s use and new fixtures have 
been installed. 

The Mahoning Hardware Co., 
Punxsutawney, Pa., on July 13, 
held the formal opening of its 
remodeled store, located at the 
corner of Mahoning and South 
Gilpin Streets. The event was a 
big success. Paul Means is man- 


ager. 


Charles H. Utter and Ray Wil- 
son have purchased controlling 
interest in the Garlock Hardware 
Co., Newark, N. Y. Mr. Utter, a 
former utility company execu- 
tive, had previously been asso- 
ciated with the business, while 
Mr. Wilson, the junior partner, 
who had had experience with 
Weed & Co., Rochester and Buf- 
falo, N. Y., joined the firm in 
1931. Julian Merson associated 
with the store for 12 years has 
resigned, and has no definite 
plans for the future. 





Charles T. Piehl will move his 
hardware store from 86 Main 
St. to 15 and 17 State St., 
Batavia, N. Y. 





George M. Yeatman is presi- 
dent of the firm of George M. 
Yeatman & Sons, Inc., Clarendon, 
Va., organized to conduct a hard- 
ware business. 


AUGUST 2, 1934 


. the building recently occupied 





Fire recently destroyed the | 
Pete Erdel Hardware warehouse 
and contents at Rush Hill, Mo. 

Charles Ebders is opening a 
hardware store and lumber yard 
in Center, N. D. 





Mark Hepler will open a hard- 
ware store in the Bigelow block, 
Dundee, N. Y. 





Irwin and Louis Glaser have 
opened the new store of the 
Shaker Heights Hardware Co., at 
16814 Kinsman Rd., Shaker 
Heights, Cleveland, Ohio. 





C. Gordon Perault has moved 
his hardware store from Wash- 
ington Ave., Richmond, Cal., to 
Eighth St. and Macdonald Ave. | 
in the same town. 








The Holbert & Napier Hard- 
ware Store, Newton, Kan., was 
recently moved to 505 Main St. 

Secores Hardware Store has 
moved from 588-90 Main St., 
Beacon, N. Y., to 475 Main St. 
The new store will carry a much 
larger stock than the old one. 

Associated Stores, Mandan, 
N. D., formerly Rovig Hard- 
ware, was recently opened. 








B. F. Belding has purchased 


by Lee Motor Sales, Sacred 
Heart, Miun., for his hardware 
business. 

O. N. Hultman has purchased 
the stock of the former McCor- 
mick & Johnson Hardware at 
Stanton, Iowa. The store has 
been reopened. 





Wayne Towner has moved to 
Scottsbluff, Neb., to join his 
father as a partner in the Stand- 
ard Hardware in that town. 

Arthur R. Knox has acquired 
the stock and fixtures of the 
hardware business at 38 Main 
St., Brattleboro, Vt., which has 
been operated by Charles F. 
Mann for the past fifteen years. 





The Russell Hardware, Rus- 
sell, Kan., a branch store for- 
merly operated by the Bray 
Hardware Co., Stockton, Kan., 
is being discontinued, and the 
stock is being consolidated with 
that of the main store. 





The J. S. Minart Hardware 
store, Versailles, Ky., has been 





purchased by J. M. McConnel 
and J. O. Allen. 


J. F. Dykstra for 30 years a 
member of the firm of Vander 
Meulen Co., retail hardware, 
Pella, Iowa, has sold his interests 
in the business to his two part- 
Boland. Mr. Dykstra’s future 
plans are indefinite. 

The A. W. Frank Hardware 
Co., Saginaw, Mich., has moved 
to larger quarters at 412-414 
Hancock St., from 1213 South 
Washington Ave. 





The Hazelhurst Heating & Re- 
frigerating Co., Savannah, Ga., 
of which T. M. Hazelhurst is 
proprietor, has purchased the 
Solomons Hardware Co., 301 W. 
Congress St., in that city, and 
will hereafter operate the busi- 
ness as the Hazelhurst Heating 
& Refrigerating Co. Chas J. 
Solomons will be associated with 
the company as sales manager. 
The company intends to carry a 
complete line of the hardware 
and market display cases made 
in its plant on Lathrop Ave. The 
new owner operated a hardware 
store in the same location from 
1914 to 1926. 

The Dingle Hardware Co., 
Coeur D’Alene, Idaho, has moved 
into new quarters in the Powell 
Bldg., Fourth and Sherman Sts. 


The Virden Hardware Store, 
Columbus, Ind., is occupying new 
quarters in the Rost Bldg., 607 
Washington St. 





The hardware store, formerly 
operated by W. M. Robinson, 
De Smet, S. 


chased by F. J. McCalmont. 


; Fire recently destroyed the 
Chester Thomas Hardware Store 
at Red Key, Ind. 


The Imperial Valley Hardware 
Co., Imperial, Cal., has leased 
the B. B. Garage for use as a 
seed cleaning plant and will in- 
stall $10,000 worth of seed clean- 
ing machinery. 

The Johnson Hardware Co., 
Worthington, Ohio, has doubled 
its floor space. 

The L. M. Barley Hardware 
Co., Red Key, Ind., recently suf- 
fered fire damage amounting to 
$2,000. 

Earl Connatser, O. C. De- 
Lozier and Ralph M. Denton 
have opened the Park Hardware 
Co. in Sevierville, Tenn. 


D., has been pur- | 





| 
| 


ners, J. H. De Vries and H. J. | 


B. L. and Iza Westbrook and 
Lucille W. Conrad have incor- 
porated the Westbrook Hard- 
ware Co., Encinitas, Cal. 





The 
Conrad, 
chased by the F. 


Peoples Hardware Co., 
Mont., has been pur- 
\. Buttrey Co. 


The retail hardware store op- 
erated by F. W. Peterson at 
Oconto Falls, Wis., has moved 
into new quarters in the Lip- 
schutz Building. 


The Teigen Hardware Co., 


| Edmore, N. D., is erecting a new 


| branch store to its chain. 


store to replace one recently de- 
stroyed by fire. 

The Montague Hardware 
Stores at Coweta and Porter, 
Okla., have been purchased by 
C. R. White from the estate’s 
administrator, and Byron White 
will close out the stocks. 


The Glenn Hardware Co., 
Minneapolis, Kan., is remodel- 
ing its store, with changes being 
supervised by Ralph King, who 
recently acquired an interest in 
the firm. 


The Hill Hardware Co., 
| Wichita, Kan., has been pur- 
chased by the Breese Hardware 
| Co. of the same city. 


The Mahan Hardware Co., 
having its main store at Mary- 
ville, Mo., has added another 


The 


newest branch is located at 
Clarinda, Iowa, and was recently 
opened by Wray Mahan and 


O. H. Saylor. 


O. E. Cornell of Cameron, 
Mo., has purchased the _hard- 
ware store operated by his son, 
E. L., at King City, Mo., and 
plans to continue the business 
under the management of Wil- 
liam Fair. 





The Platt-Clinton Hardware 
Co. has discontinued its store at 
Edgerton, Mo. 


Hamilton & Howard, retail 
hardware, Capron, Okla., have 
moved into a new and much 
larger building and have discon- 
tinued handling implements. 


Fire recently destroyed the 
stock and building of the hard- 
ware store operated by C. S. 
Shafer, Vermillion, Kan., with 
the damage estimated at $50,000, 





and fairly well covered by in- 
surance. 
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52 YEARS IN BUSINESS 
WIS. DEALER RETIRES 


W. F. Hohmann, 
a nen store in 


76, owner of 
Kaukauna, 
Wis., recently ended 


activity in the retail hardware 
business. In 1885 Mr. Hoh- 
mann worked for a_ hardware 


firm in Wausau, laier 
Hurley, where for 15 
was a member of the 
Hohmann & Voigt. In 1900 he 
moved to Kaukauna, where he 
became a partner in the firm of 
Haas & Hohmann, 
previously been 
Haas & Merbach. In 
entered business for himself. 
Mr. Hohmann has made no 
business plans for the future. 


moving to 
years he 
firm of 


which had 


W. BRUCE PIRNIE BUYS 
FISH AND GAME NEWS 
W. Bruce Pirnie 
retired as 
Rod and 
City, 


, who recently 
president, 
Reel Co., 


Mass., after selling his in- 


Montague 


terests in the company, has pur- 
chased Fish and Game News of 
America and the New England 


Sportsman, combining the two 
publications. Mr. Pirnie is well 
known in the hardware and fish- 
ing tackle industries, 
prominent in 


having 
activities ot 
Manu- 
and addressing 
that body at its Chicago conven- 
tion last year. 

The new owner 
Game News oj 
tablished 


Becket, 


been 
Hardware 
Assn., 


the American 
facturers 


of Fish and 
America has es 
publication offices at 


Mass., 


said to be an 


W. BRUCE PIRNIE 


ideal location for the purpose. 
The paper will be issued semi- 


monthly as an illustrated news- 


paper devoted exclusively to 
fishing and hunting. Under 


present plans, it will be mailed 
to selected sportsman in every 
state, and to all hardware re- 
tailers, wholesalers and whole- 
sale salesmen. The July 30 edi- 
tion, of approximately 20 pages, 
is printed in rotogravure. 
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N. E. GIVEN AND CHAS. F, LADNER HONORED 
AT DES MOINES, IOWA, BANQUET 








Chas. F. Ladner in his office with the display of congratulatory telegrams and letters 
received on his recent 77th birthday celebration as told in the accompanying story. 


With the board of directors of 
the Hardware Mutual Fire Insur- 
ance Co. of Minnesota as hosts, 
a testimonial banquet honoring 
N. E. Given, new N.R.H.A. presi- 
dent, and Charles F. Ladner, 
chairman of the board, Hardware 
Mutual Fire Insurance Co. of 
Minnesota, was given at Des 
Iowa, following the re- 
Congress. 

After dinner, Toastmaster 
Amos Marckel, vice-president, 
Hardware Mutual Fire Insurance 
Co. of Minnesota, called on Ed. 
Juni, a past president of the 


| Minnesota association, who paid 


a fine tribute to Mr. Given. Fol- 
lowing Mr. Juni’s address, E. W. 
Peterson, retiring president, N.R. 
H.A., Florence, Wis., and Her- 
bert P. Sheets, managing direc- 
tor, N.R.H.A., 
sponded, with President 
acknowledging the honors. 
The next speaker, Harry Addi- 
son, also a past president of the 
Minnesota association, after com- 
plimenting and _ congratulating 


Given 


Indianapolis, re- | 


Mr. Given, sprung a surprise by | 


delivering an impressive eulogy 
on Mr. Ladner’s many contribu- 
tions to the welfare of the hard- 
ware trade. This glowing tribute 
was not expected by either Mr. 
Ladner, or nfost guests, and the 
occasion will be long remembered | 
by those present. 


| men in the 


Others who made 
acknowledgment 
Ladner’s unceasing efforts in be- 
half of the hardware industry 
were: George Hall, Minneapolis; 
Ebert Johnson, St. Cloud, Minn.; 
J. A. Stuhlman, St. Paul, Minn.; 
Albert Wynne, Windom, Minn.; 
J. C. Mulvaney, Hitchcock, S. D.; 
Theo. Suennen, Hudson, Wis., 
and C. C. Carter, vice-president, 
N.R.H.A., Carthage, Mo. 

In responding to the tributes, 
Mr. Ladner refused to accept 
personal credit for the achieve- 
ments, which, he said, “had been 
made possible by the work and 
cooperation of other prominent 
trade.” Mr. Marckel 
then presented Mr. Ladner with 
a handsome Croix de Guerre 
watch for American achievement 

a duplicate of the same special 
watch that was given to General 


extempora- 
neous 


Pershing and to Colonel Lind- 
bergh. 

As Mr. Ladner celebrated his | 
77th birthday on June 29, that 
month was designated by the 


Federal Hardware and Implement 
Insurance Companies as the Lad- 
ner anniversary month. He re- 
ceived 77 birthday telegrams and 
the same number of birthday 
letters from the staff. A sales 
quota of $77,000 had been es- 
tablished for the month, and a 
new organization, known as the 


of Mr. | 





Ladner 77 Club was formed. To 
qualify as a club member sales- 
men were required to write 77 
per cent of their monthly sales 
quota. The sales force was able 
to report to Mr. Ladner on his 
birthday that more than $109,000 
worth of insurance had been writ- 
ten, establishing a new monthly 
sales record, with 96 salesmen 
qualified for the Ladner 77 Club. 

The Hardware Mutual Fire In- 
surance Co. of Minnesota also 
celebrated its golden dividend 
jubilee during June, when the 50 
millionth dividend was returned 
to a policyholder. 


WM. LOVATT RECOVERING 
FROM OPERATION 


Wm. H. Lovatt, manufacturers 
agent, St. Paul, Minn., is re- 
covering from on operation for 
double hernia, undergone at Ro- 
chester, Minn., on May 30. He 
spent five weeks in Rochester 
following the operation, and is 
now recuperating at his home, 
838 Ashland Ave., St. Paul. 

Mr. Lovatt’s father, John S. 
Lovatt, sold hardware in the 
Northwest for a number of years, 
and later operated a hardware 
store in Indiana, but in recent 
years has been engaged in 
another field. 


HARDWARE AGE 











ales- 


ae 
sales 
able 
j his 
),000 
writ- 
athly 
smen 
‘lub. 
e In- 
also 
dend 
ie 50 


rned 


ING 


irers 
re- 
for 
Ro- 
He 
ester 
d is 
ome, 


yo 
the 
ears, 
ware 
cent 
in 


GE 














T. HUBERT FOX 


T. Hubert Fox, Lynchburg, 
Va., sporting powder representa- 
tive of the Hercules Powder Co., 
Wilmington, Del., in the South- 
ern and mid-Western territory, 
died suddenly in his hotel room 
at Louisville, Ky., on July 7. Mr. 


Fox joined the Hercules organ- | 


ization in 1913, and until three 


years ago was an 


ae. 





T. H. FOX 


target shooter. Although he had 
done very little shooting in re- 
cent years, he had closely fol- 
lowed trap shooting activities, 
and was en route to the Ken- 
tucky State Shoot at Paris, Ky., 
when he was striken. 

He was widely known in the 
industry, having attended most 
of the major conventions of hard- 
ware wholesalers and manufac- 
turers for a number of years. He 
was also a member of the “Old 
Guard.” 

Mrs. Fox, three daughters, two 
sons and a sister survive. 


GEORGE D. KLUEGEL 


George D. Kluegel, 53, a retail 
hardware merchant, died recently 
at his home in St. Louis after an 
illness of several months. His 
death occurred 24 hours after the 
burial there of his father, a 
former wagon manufacturer of 
Wellsville, Mo., of whose death 
he did not know. 

Mrs. Kluegel and a daughter 
survive. 


E. A. PEDEN 


E. A. Peden, 66, chairman of 
the board of the Peden Co., 
Houston, Texas, wholesale hard- 
ware distributor, died suddenly 
on July 10. He had been in ill 
health for several months, al- 
though not confined to his bed. 


outstanding | 








His death resulted from a heart | 


attack. 
In 1890, Mr. Peden started the 
wholesale hardware establish- | 


ment, which began as the Peden 
Iron & Steel Co. The name was 
changed in 1930 to the Peden Co. 

Mr. Peden had been prom- 
inent in the civic, social and 
business affairs of Houston and 


AUGUST 2, 1934 


Texas for many years. 
founded the company that bears 
his name and his business inter- 





E. A. PEDEN 


ests embraced, in addition, the 
presidency and directorships in 
many other companies. 

He Federal Food 
Administrator for Texas during 
the World War and later went 
to Europe with Herbert Hoover. 
He was a former chairman of the 
port commission and _ former 
president of the Chamber of 
Commerce. 


served as 


W. H. GREGORY 

W. H. Gregory, 63, former 
owner of one of the largest hard- 
ware stores in his section of the 
State, died recently at his home 
at Angier, N. C. An outstanding 
citizen and merchant, he coop- 
erated in establishing Angier 
high schools and the Angier con- 
solidated school, serving as chair- 
man of the board of trustees for 
many years. 

Mrs. Gregory and several chil- 
dren survive. 


AUDLEY L. MABON 


Audley L. Mabon, who for the 
past 22 years had been in the 
hardware business at Indiana, 
Pa., died at the University Hos- 
pital, Philadelphia, Pa. He had 
been in ill health since last 
September. 

Mrs. Mabon, two sons, and a 
brother, Alex W. Mabon, Blairs- 
ville, Pa., survive. 


GEORGE W. TUCKER 
W. Tucker, retired 


hardware merchant, Skaneateles, 
N. Y., died at his home in that 
village on July 21 after a period 
of gradually declining health. 
For many years he was actively 


George 


OBITUARY 


He | 











interested in municipal affairs, 
and served as manager of the 
village owned water and electric 
light system, which is regarded 
as a model of its kind. 

Mrs. Tucker and two daughters 
survive. 


EDWARD E. HICKEY 

Edward E. Hickey, 38, secre- 
tary and treasurer of the Mac 
Hardware Co., wholesale and re- 
tail, Fort Plain, N. Y., died sud- 
denly on July 20. Mr. Hickey 
was a veteran of the World War, 
and was highly regarded by the 
trade in his section. His sudden 
death is the second such occur- 
rence in the company in three 
months, its president, R. B. Me- 





Rae, having died of a stroke in 


April. 


FREDERICK L. BARNES 


Frederick L. Barnes, 42, travel- | 
ing representative in New York | 


and Connecticut for A. G. Spald- 


& Bros., New York City, 


died suddenly at the Stamford 


ing 


(Conn.) Yacht Club on July 12. | 


He resided in Darien, Conn. 

Graduating from Cornell Uni- 
versity in 1916, Mr. Barnes was 
a member of the Theta Delta Chi 
fraternity. He was also a mem- 
ber of the Stamford Yacht Club, 
and had been accepted for mem- 
bership in “The Nutmeggers.” 

During the World War, he 
held a lieutenant’s commission in 
the Medical Corps, serving at 
Fort Leavenworth, Kan., and 
New Haven, Conn. He became 
associated with A. G. Spalding 
& Bros. in 1922. 

His wife, one son, two daugh- 
ters, and three brothers survive. 


F. R. GRAHAM 


F. R. Graham, 82, a retired 
hardware merchant of Durango, 
Colo., died in that city on June 
28. Earlier in his career Mr. 
Graham practiced law, but in 
1877 he became associated with 
ex-Governor Alva Adams in a 
hardware store at Alamosa, Colo. 
In 1882 he went to Durango to 
manage the Adams & Bailey 
hardware store, which later be- 
came the San Juan Hardware 
Co., purchasing this business in 
1893, and operating it as the 
Graham Hardware Co., until his 
retirement in 1930, when he sold 
the store to Rowe and Mary N. 
Pingrey. The store is said to be 
the oldest hardware concern in 
the San Juan Basin. 

Mrs. Graham, a daughter, a 
sister and five grandchildren sur- 
vive. 


| ciation in 





WILLIAM T. TILLAR 


William T. Tillar, 60, proprie- 
tor of the W. T. Tillar Co., re- 


tail hardware and implements, 


| Emporia, Va., and prominently 


identified with the business, so- 
cial and civic life of Petersburg 
and Southside Virginia, died July 
9 at his home in Emporia. 

Mr. Tillar was president of the 


Virginia Retail Hardware Asso- 





W. T. TILLAR 


1924, and at the time 
of his death was president of 
the Home Investment Co., and a 
director of the Citizens National 
Bank, both of Emporia. 

As a young man Mr. Tillar 
was appointed postmaster of 
Emporia, holding that position 
for 20 years. During the World 
War he served on the State Ex- 
emption Board at the request of 
the late Governor Stuart of Vir- 
ginia. For a period of about 15 
years he held the offices of super- 
visor from Hicksford District and 
chairman of the board. Much of 
his ability as a leader was said 
to have been inherited from his 
father, Benjamin D. Tillar, who 
was the first president of the 
Atlantic and Danville Railroad 
Co., now a portion of the South- 
ern Railway system. 

Mrs. Tillar, three two 
daughters and four sisters sur- 
Two sons, B. F. Tillar and 


sons, 


vive. 
William T. Tillar, Jr., are offi- 
cials in the W. T. Tillar Co. 


Other children are Donald Tillar, 
Alexandria; Mrs. W. M. Land, 
Emporia, and Mrs. J. C. Ander- 
son, Petersburg. 


ALBENUS C. MEYERS 

Albenus C. Meyers, for the 
past fourteen years traffic man- 
ager of the American Fork & 
Hoe Co., Cleveland, Ohio, was 
drowned recently at Lake Tong- 
among, Canada, while on a vaca- 
tion fishing trip. He resided at 
1977 W. 54th St., Cleveland, and 


is survived by his wife. 








VALSPAR CORP. 
TO REORGANIZE 


A plan under which the Val- 
spar Corp., paint manufacturers, 
New York City, will cease to 
operate in receivership was ap- 
proved in all respects by the 
District Court of the 
States for the District of Dela- 
ware on June 22. The Court re- 
tained jurisdiction to supervise 
the plan of reorganization. The 


Valspar Corp., which has been | 


the holding company controlling 
Valentine & Co., and its associ- 


ated companies has been in 
equity receivership for several 
years. 


In announcing the reorganiza- 
tion, Lawrence Phillips, Valen- 
tine’s president, stated that the 
financial position of the com- 
pany, now in its 102nd year, will 
be greatly strengthened. He also 
said that production 
and the quality of the company’s 
have recently been 
greatly improved, with sales dur- 
ing the last few months being 
the largest in several years. 


products 


SIEGEL TO REPRESENT 
MILLER DOLLS IN EAST 


Herman J. Siegel has been 
named eastern representative of 
the doll sales division of the 
Miller Rubber Products Co., Inc., 
it is announced by L. L. Cocke, 
manager of the doll di- 
vision. Mr. Siegel will cover the 
eastern and southeastern States, 
and will maintain headquarters 
both in Philadelphia and in the 
Miller company’s permanent of- 
fice and display room in the 
Fifth Avenue Bldg.; New York 
City. He has had extensive ex- 
perience in financial and mer- 
‘handising fields. 


sales 


SAVOGRAM CO. NAMES 
NEW REPRESENTATIVES 


The following representatives 
for the midwest and southwest 
territories have been named by 
the Savogran Co., manufacturers 


of paint specialties, Boston, 
Mass.: 
Minnesota and _ northwestern 


Wisconsin—Fred S. Cady, 10 Old 
Colony Bldg., Minneapolis, Minn. 

Texas, Arkansas, Oklahoma, 
eastern New Mexico, and north- 
western Louisiana—J. J. Twad- 
dell, P. O. Box 4155, Station A, 
Dallas, Texas. 

Kansas, Colorado, Nebraska, 
and Iowa—Milt. W. Unger, 4119 
Farnum St., Omaha, Neb. 

Missouri, southern _ Illinois, 
southern Indiana, and Louisville, 
Ky.—A. M. Wooster, Chemical 
Bldg., St. Louis, Mo. 

Michigan—Geo. P. Barth, 1139 
Griswold St., Detroit, Mich. 
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United | 





facilities | 


| ments. 


| of the Pittsburgh office. 





As for many years past, the 
firm will. continue to be repre- 
sented on the Pacific Coast by 
the Tweedy Co., 24 California 
St., San Francisco, and in north- 
ern Illinois, northern Indiana 


and Wisconsin by R. R. Street & | 


Co., Chicago. 

The company’s Canadian plant 
is located at 325 Symington Ave., 
Toronto, and branches are main- 
tained in Montreal, Winnipeg, 
and Vancouver. 





NEW APPOINTMENTS BY 
PITTSBURGH STEEL CO. 


William Steytler, for the past 
five years district sales manager 
of the Philadelphia office of 
Pittsburgh Steel Co., Pittsburgh, 
Pa., has been appointed to a 
like position in the company’s 


| Detroit office. Mr. Steytler en- 
| tered the employ of the com- 


pany in 1913 at its Monessen, 
Pa., plant where he worked for 
four years in various depart- 
In 1917 he was trans- 
ferred to the order department 
From 
1919 to 1929 he was connected 


with the sales department, as | 
| salesman calling upon wholesal- 
| ers and retailers, subsequently 
| becoming 


sales the 
Pittsburgh office. 

C. Leslie Wade has been ap- 
pointed district sales manager of | 
the Philadelphia office to suc- 
ceed Mr. Steytler. Mr. Wade 


has been in the company’s em- | 


agent in 


ploy since 1910. He worked 
|in several departments of the 
| Pittsburgh office and assumed 
| traveling salesman duties in 1919. 
Until 1926 he covered territories 
served by the company’s Pitts- 
burgh, Detroit, Chicago and St. 
Louis offices. He has since been 
sales agent in the Pittsburgh 
office. 
KELLEY-HOW-THOMSON 
HOLDS DEALER MEETING 


The Kelley - How - Thomson, 
wholesale hardware, Duluth, 
Minn., was host to 90 hardware 
merchants of four states and 20 
traveling representatives at a 
aid-summer conference in Duluth 
on July 10. Although similar 
meetings are usually held in the 
winter, it was thought that the 
visitors would enjoy the change 
| provided by a summer meeting. 

At 11 a. m. the visitors board- 
ed the steamer Montauk for a 
tour of the harbor, following 
which lunch was served at the 
company’s plant. At an 
noon business session, addresses 
were delivered by R. H. Higgins, 
vice-president and general man- 
ager of the Kelley-How-Thomson 
Co.; George S. Taylor, general 
sales manager; R. G. Barnes, 
manager of the radio and re- 





| frigerator department, and James 


.. Rassmusen, sales promotion 
manager, and F. M. McCarthy, 
engineer, of the General House- 
hold Utilities Co., Chicago. 





| SUPPLEMENTARY CODE IS 


APPROVED FOR 


ATHLETIC GOODS DISTRIBUTORS 


(Washington Bureau of 
Hardware Age) 

Having been approved on July | 
18 by the NRA, the supplemental | 
code for the athletic goods dis- 
tributing trade will become ef- 
fective July 27. 

Those provisions of the code 
relating to the stamping of cer- 
tain products as “official,” or 
“American League,” or “National 
League,” or “official league,” 
were approved for a period of 90 
days only, subject to further 
order at that time as a result of 
a study to be made by the stand- 
ardization committee. 

One provision, that declaring 
that sales shall not be made to 
federal, state, county or munici- 
pal authorities at lower prices 
than those quoted on the prod- 
ucts to schools and colleges, was 
stayed, pending further order by 
the administrator. On June 29 
President Roosevelt issued an 
order which runs counter to this 
provision. Under this order sub- 
mitting of bids at as high as 15 
per cent under filed prices with 
code authorities is authorized in 
connection with governmental 
business. The order has created 
a great deal of disturbance and 


aa p a 
The major provisions of the 


general code for the wholesaling 
or distributing trade, including 
the hour and wage provisions, 
are accepted by the athletic 
goods trade, but many _ trade 
practice rules are incorporated 
in the supplemental code to deal 
with situations peculiar to that 
division. Among these are rules 
designed to correct the customs 


| of stimulating trade by gifts, and 


the awarding of trophies. 

Another rule provides 
baseballs, golf balls, 
and basket balls must carry a 
name or other mark of identifica- 
tion. 
tising is that “no member of the 
trade shall advertise in school 
publications, score boards, sea- 
son schedules, and other medi- 
ums of similar character, except 
such mediums as hold a second 
class mail permit or have the 
approval of the divisional code 
authority, subject to appeal to 
the administrator.” 

The divisional code authority 
will be made up of seven mem- 
bers, five of whom shall be mem- 
bers of the National Sporting 
Goods Distributors Association 





confusion. 


and two who are non-members. 





after- | 





that | 
footballs | 


One rule affecting adver- | 


| Youngstown. 





MOUNTAIN VARNISH 
BOUGHT BY DU PONT 


The Mountain Varnish & Color 
Works, Inc., Toledo, Ohio, has 
been purchased by E. I. du Pont 
de Nemours & Co., Wilmington, 
Del. An order confirming the 
receiver’s sale for $340,000, in 
addition to the assumption of 
$544,294 in claims was issued by 
Common Pleas Judge Roy R. 
Stuart of Toledo, on July 17. 

The auction was held in the 
company’s offices the day previ- 
ous, with William I. Glidden, 
former president of the company 
acting as receiver, under an ap- 
pointment made on May 4 last. 
The company was incorporated 
in 1919. 


REVERE COPPER & BRASS 
NEW VICE-PRESIDENTS 
C. C. Felton and C, A. Macfie 

have been appointed vice-presi- 

dents of the Revere Copper & 

Brass Co., Inc., New York, N. Y. 

Mr. Felton was formerly sales 

manager of the Calumet & Hecla 

Consolidated Copper Co. 


REPUBLIC NAMES NEW 
SALES PROMOTION MGR. 

Stanley A. Knisely has been 
appointed manager of the sales 
promotion ‘division of the Re- 


| public Steel Corp., Youngstown, 
| Ohio, 


with headquarters in 





8S. A. KNISELY 


From early 1927 
to September, 1933, he was di- 
rector of advertising for the 
sheet steel trade extension com- 
mittee of the National Associa- 
tion of Flat Rolled Steel Manu- 
facturers. Mr. Knisely started 
his career as a newspaperman. 

Prior to his connection with 
the National Association of Flat 
Rolled Steel Manufacturers, he 
was advertising manager and as- 
sistant secretary of the National 
Paving Brick Manufacturers As- 
sociation. 
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Now that conditions are improving, the cus- 
tomer who has repairs to make is becoming a 
factor. He hasn’t much to spend. But at least he 
has‘ some ready money in hand—and if it’s for 
galvanized sheets, for roofing or some other pur- 
pose, tell him about Beth-Cu-Loy, the low-cost 
rust-resisting Sheet. 

Beth-Cu-Loy is made by Bethlehem Steel Com- 
pany—of copper-bearing steel, which is the metal 
that ranks first in rust-resistance among the 
whole range of commercial steels and irons, as 
was so convincingly brought out in the atmos- 
pheric-exposure tests conducted by the American 
Society for Testing Materials—an impartial, fact- 
finding body. 

Yet Beth-Cu-Loy is not a high-priced sheet. 
Indeed, in the matter of price it’s right in line 
with the average customer’s pocketbook under 


present conditions. The tests referred to above 


BETrrCU-LOY SHEETS 


AUGUST 2, 1934 








showed that sheets of Beth-Cu-Loy composition 


outlast sheets of ordinary steel by from 2 to 214 
times when exposed to rust. But the cost of 
Beth-Cu-Loy Sheets is so low that they can be 
sold at almost the same price as sheets of ordinary 
steel. 

This story of superiority in rust-resistance at 
low cost is one that customers whose funds are 
limited are delighted to hear. But even the most 
well-to-do of customers never object to extra 
value at a low price. 

Your jobber will supply you Beth-Cu-Loy 
promptly — in both flat and corrugated galva- 
nized sheets, in all the usual sizes and gauges, 


and in roll roofing. 


BETHLEHEM STEEL COMPANY 
GENERAL OFFICES: BETHLEHEM, PA. 


District Offices: Atlanta, Baltimore, Boston, Bridge- 
port, Buffalo, Chicago, Cincinnati, Cleveland, Dallas, 
Detroit, Houston, Indianapolis, Milwaukee, New York, 
Philadelphia, Pittsburgh, St. Louis, St. Paul, Wash- 
ington, Wilkes-Barre, York. Pacific Coast Distributor: 
Pacific Coast Steel Corporation, San Francisco, Se- 
attle, Los Angeles, Portland and Honolulu. Export Dis- 
tributor : Bethlehem Steel Export Corporation, New Y ork. 
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Builders Hardware Distributors Organize; 
Form National Association at Chicago 


Organization Aims to Improve Conditions Under Which Builders’ 
Hardware Contracts Are Solicited, Sold and Fulfilled 


UILDERS’ hardware _ distribu- 

tors from many sections of the 

country met at the Stevens 
Hotel in Chicago, on July 11 and 12 
and formed the National Association of 
Contract Builders’ Hardware Distribu- 
tors. The object of the new organiza- 
tion as explained in its by-laws is: “to 
encourage more careful study of the 
builders’ hardware distributors eco- 
nomic function; to clarify the various 
channels of distribution: to bring into 
closer contact the relationships of man- 
ufacturers and distributors; to search 
out and secure adoption of such better 
business methods as will result in more 
economical merchandise distribution; 
to encourage uniformity of trade prac- 
tices and the reform of commercial 
evils and to promote and maintain such 
friendly cooperation among builders’ 
hardware distributors as will advance 
their mutual interest and extend their 
usefulness by more efficient service to 
the consuming public. and such other 
activities as may from time to time be 
deemed advisable.” 


Membership Qualifications 


Qualifications for membership are: 
“Any person, firm or corporation en- 
gaged in selling contract builders’ 
hardware, having an established place 
of business, maintaining a suitable dis- 
play room and having a personnel cap- 
able of figuring a job from plans and 
specifications, may designate a repre- 
sentative who shall be eligible to mem- 
bership in this organization.” 

Annual dues are payable in advance 
in such amount as shall be fixed from 
time to time by the Board of Directors, 
it being the present consensus of the 
committee that $25 will be sufficient. 

Under the constitution of the organi- 
zation provision is made for fifteen di- 
rectors, one to be selected from each 
of twelve geographical districts, and 
three directors at large. Five of the di- 
rectors are then selected as officers of 
the association. Officers elected under 
this arrangement were: 

President, J. H. Dumbell, Samuel Mce- 
Knight Hardware Co., Pittsburgh, Pa.; 
first vice-president, I. S. Eshleman, Os- 
trander & Eshleman, Inc., New York City; 
second vice-president, J. R. Raymer, Ray- 
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mer Hardware Co., St. Paul, Minn.; trea- 
surer, J. T. Barlow, Clark & Barlow Hard- 
ware Co., Chicago; and secretary, L. B. 
Hunter, J. B. Hunter Co., Boston. 

Directors chosen were: 

New England District, including Maine, 
Vermont, New Hampshire, Massachusetts, 
Connecticut, and Rhode Island—L. B. 
Hunter, J. B. Hunter & Co., Boston. 

New York District, including New York 





i\ 


J. H. DUMBELL 


State and Metropolitan New York, the 
latter being part of New Jersey and Con- 
necticut—I. S. Eshleman, Ostrander & 
Eshleman, Inc., New York City. 

Pennsylvania District, including Pennsyl- 
vania and West Virginia—J. H. Dumbell, 
Samuel McKnight Hardware Co., Pitts- 
burgh. 

Atlantic Coast District, including Mary- 
land, New Jersey, District of Columbia, 
and Delaware—P. Easby-Smith, Barber & 
Ross, Inc., Washington, D. C. 

South Atlantic District, including Vir- 
ginia, North and South Carolina, Georgia, 
and Florida—H. A. Tatum, Campbell Coa! 
Co., Atlanta, Ga. 

North Central District, including Michi- 
gan, Ohio, and Indiana—C. J. Prinzler, 
Vonnegut Hardware Co., Indianapolis. 

South Central District, including Ken- 
tucky, Arkansas, Tennessee, Alabama, Mis- 
sissippi, and Louisiana—Henry Gross, 
Stauffer Eshleman Co., New Orleans. 

North West District, including Wis- 
consin, Minnesota, North and South Da- 
kota, Montana, and Wyoming—J. R. Ray- 
mer, Raymer Hardware Co., St. Paul. 

Viddle West District, including Mis- 
souri, Iowa, and Illinois—J. T. Barlow, 
Clark & Barlow Hardware Co., Chicago. 

South West District, including Texas, 


New Mexico, and Arizona—W. W. Huf- 
faker, San Antonio, Tex. 

Western District, including Nebraska, 
Kansas, Utah, Oklahoma, Colorado, Idaho, 
and Nebraska—S. H. Brown, Bowen-Nuss- 
Brown Hardware Co., Topeka, Kan. 

Pacific Coast District, including Cali- 
focnia, Oregon, and Washington—R. C. 
Johnston, Hammond Lumber Co., Los An- 
geles. 

Directors-at-large: John Freeman, De- 
troit, Mich; F. W. Magee, Bunting Hard- 
ware Co., Kansas City, Mo., and E. E. 
Teegardin, Stollberg Hardware & Paint 
Co., Toledo, Ohio. 

It is explained that it was necessary to 
elect as directors some persons from dis- 
tant parts of the country who were unable 
to be present for the meeting, but who had 
expressed through correspondence their 
willingness to cooperate with the organi- 
zation. It is therefore believed that all 
officers and directors elected at the meeting 
will serve in the capacities named. 

The organization’s creed, as adopted at 
its first meeting is worded as follows: “As 
Members of the National Association of 
Contract Builders’ Hardware Distributors, 
we deem it our privilege to subscribe to 
the high ideals set forth in their creed of 
honorable dealing with their clients, their 
competitors and these associates and, be- 
lieving that the calling of the Contract 
Builders’ Hardware man is one necessitat- 
ing the highest standards of knowledge, ex- 
perience and a patient understanding of 
the problems of building construction, we 
hereby pledge ourselves to conduct our 
business dealings with the highest degree 
of honor and to abstain from unfair and 
uneconomic trade practices.” 


The Major Resolution 


The following resolution was _ also 
adopted: 

“WHEREAS, for many years the Man- 
ufacturers of Builders’ Hardware have en- 
gaged in the practice of selling Contract 
Builders’ Hardware directly to sources 
other than recognized Contract Builders’ 
Hardware Distributors who maintain defi- 
nitely established contract departments 
equipped with suitable display rooms and 
stocks and have a personnel well qualified 
to figure jobs and write specifications for 
architects; and 

“WHEREAS, the members of this or- 
ganization are all well recognized Contract 
Builders’ Hardware Distributors maintain- 
ing at great expense definitely established 
contract departments equipped with suit- 
able display rooms and stocks and have a 

(Continued on page 66) 
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Better Service— 
Better Values 


Section of ee m4 Oil Color and 
Oil Color Plant : J Showcard Color 
Filling and 

Labeling Division 






Our New Offices and Factory Building 


Filling and Assembling Section Section of Our Printing Plant 


Now! In Our New Daylight Plant 


The views above are taken in our New Plant, and will give you some idea of Sheffield’s 
ability to serve you efficiently whether your requirements are a gross or a car load. 


We Are the Originators 
of many of the greatest values in the paint specialty field. Sheffield is a KNOWN QUAN- 


TITY—naturally we have Imitators, but - - - 


SHEFFIELD Quality and SHEFFIELD Modern Merchandising 
are the result of years of intensive study and development in the Specialty Field and 


not the result of haphazard or spasmodic effort to imitate. That’s why Sheffield leads! 


Prepare NOW for Inereased Profits During the Fall Season 
with the SHEFFIELD *Profit-Making” Products 





SPECIAL NOTICE 


Bronzes in Glass Vials Wood-Fix Poster & Show Card Colors Two New Super Values to be 
Bronze Combinations Three Star Floor Cleaner Waterproof Drawing Ink announced next month, 
Write in for New Catalog 
Bronze “Duo Jars’”’ Crack Filler Transfers. and confidential prices. 
Ready Mixed Bronze Oil Colors—Tubes or Cans  Mirro Metallics We will be pleased to keep 
Kleen-A-Brush Stencils Bulk Bronzes you informed of all New 


Sheffield values developed. 








Iron Enamel NuWay Liquid Wax 





THE SHEFFIELD BRONZE POWDER & STENCIL CO. 
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Florida Dealers to Have 
Uniformly Painted Store Fronts 


ORE than fifty Florida hard- 
M ware and implement dealers 
. met at the Thomas Jefferson 
Hotel in Tampa, on June 21 for a 
one-day annual convention of the 
Florida Retail Hardware and Im- 
plement Assn. In former years the 
Florida dealers met separately at the 
annual convention of the Southeast- 
ern Retail Hardware and Implement 
Assn. 

Splendid talks were made by a 
number of dealers, constructive reso- 
lutions were adopted and arrange- 
ments were made for employment of 
a part time secretary in Tampa for 
carrying out the Association’s pro- 
gram for the coming year. To de- 
fray the expense entailed an assess- 
ment of one dollar per month per 
member was agreed upon. 

A feature of the meeting was the 
discussion on the uniform painting 
of store fronts, it being agreed that 
hardware stores should have some 
uniformity of distinctive appearance 
and upon motion it was voted that 
members, adopt the colors of orange 
and black to paint their store fronts, 
using black for the trim and promi- 
nent display of the word “hardware.” 

The convention was called to order 
by President B. C. Kickliter, Sara- 
sota, who stated that the meeting was 
an open forum for all and that “we 
as dealers do not have to listen to 
any long speeches but are here to ex- 
change ideas with one another.” 

H. M. Simmons, Atlanta, secretary- 
treasurer of the Southeastern and 
Florida associations, outlined the 
services available to the Association 
through its affiliation with the South- 
eastern and National organizations. 
He urged that greater use be made of 
all services. Charles A. Campbell, 
of St. Petersburg, retiring president 
of the Southeastern, followed and ex- 
plained the Southeastern’s program. 

The question: “What are you do- 
ing to make some extra money in 
your store?” developed into a two- 
hour discussion lead by President 
Kickliter, who told of his experience 
with a recently added line of electric 
refrigerators, on which he made a 
dozen sales the first month. 


Charles A. Campbell, St. Peters- 
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burg, outlined what he had done 
with a new line of gasoline pressure 
stoves and other profitable items. 
W. P. Franklin, Fort Myers, told of 
the success he has had in selling 
kerosene refrigerators. J. E. Lupfer, 
Kissimmee, stressed the point of co- 
operation, urging dealers to get 
closer together in community counsel 
and to consider each other as part- 
ners with mutual interests rather than 
as competitors striving to outdo one 
another. 

Capt. G. B. Prime, Sarasota, told 
of results obtained from keeping his 
assistant out half the time on out- 
side sales. Henry Whitesell, Clear- 
water, emphasized the advantages of 
association membership. L. P. Hovey, 
Dunedin, discussed better sales meth- 
ods. C. A. Reife, Wauchula, ex- 
plained why he had renewed his as- 
sociation membership. 

Charles X. Balfour, Winter Haven, 
a past president of both the Georgia 
and Florida associations, reviewed 
his twenty-five years of associational 
activity; and described how he 
capitalized on a new store location. 
T. M. Treiber, Dade City, reviewed 
observations made during his ex- 
periences as “an old-timer on the 
road.” Ruell Platt, Dade City, 
stressed the profits and advantage of 
having an outside man for sales, 
demonstration and contact work. 

The meeting then adjourned for 
lunch and upon reconvening, pro- 
ceeded to elect officers. President 
Kickliter was reelected president for 
another year and Earl Lupfer, Kis- 
simmee, was named _ vice-president. 
Henry Whitesell, Clearwater, Carroll 
Smith, Winter Haven and R. W. 
Sims, Clermont, were chosen as mem- 
bers of the executive committee. 
President Kickliter and W. P. Frank- 
lin, Fort Myers, were named repre- 
sentatives on the executive committee 
of the Southeastern association. 

The next problem presented was 
indiscriminate selling by some whole- 
salers to consumers and large buyers. 
After considerable discussion, Sec- 
retary Simmons offered the following 
resolution which was unanimously 
approved, with authority given to 
President Kickliter to assess each 


member one dollar per month to 
employ a part-time secretary to ob- 
tain jobber support on the resolution. 


WHEREAS: It has come to our 
knowledge that certain jobbers and/ 
or distributors have been selling di- 
rect at wholesale prices to con- 
sumers, namely: packing houses, 
mills, mines, laundries, counties, 
municipalities and public service 
corporation. (The term consumer is 
defined to be any person, firm, cor- 
poration, municipality or company 
that is not recognized as a legiti- 
mate retail dealer maintaining a rep- 
resentative stock of similar merchan- 
dise for sale at a legitimate profit.) 

THEREFORE: We, a Committee of 
the Tampa District of the Florida 
Retail Hardware and Implement As- 
sociation offer the following resolu- 
tion to this honorable body in annual 
session assembled for your consider- 
ation and pray for its adoption: 

BE IT RESOLVED: That the Florida 
Retail Hardware and Implement As- 
sociation condemn such practices and 
request all jobbers and/or distribu- 
tors selling in the State of Florida to 
cease and desist selling such con- 
sumers. 

BE IT FURTHER RESOLVED: That 
the Secretary of the Association for- 
ward a copy of this resolution to all 
jobbers and/or distributors selling in 
the State of Florida and ask their 
cooperation. 


The convention then heard Jerome 
A. Waterman, manager, Maas Bros., 
Tampa department store, discuss 
“Competition.” Mr. Waterman stres- 
sed better arrangement of stores, 
knowledge of merchandise by all 
clerks and department heads, getting 
closer together instead of being and 
feeling and acting as competitors 
and more attention to quality, em- 
phasizing his statement that “you 
boys are losing by figuring price. 
Get your ideas up on basis of quality 
merchandise instead of price mer- 
chandise if you expect to stay in busi- 
ness and make a living.” 

A dinner at the hotel was the con- 
cluding feature, the visitors being 
guests of the Knight & Wall and I. 
W. Phillips companies, Tampa hard- 


‘ware wholesalers. 
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FOR THE WINDOWS 


GIVES YOU THE AIR 
THE RIGHT WAY 


Other Pat’s Pend. 





Patented 


"PE HE correct scientific method 
of ventilating is from the 
top. Make it possible for your 
customers to properly ventilate 
their homes and offices by 
supplying them with TOP- 
VENTLATORS and you will 
reap the profits. Everybody 
knows foul air, fumes and odors 
rise to the top of room and 
therefore can best be let out 
from upper part of window. 


EASY TO INSTALL 


The TOP-VENTLATOR is 
practical because anyone can 
put it in its proper place with- 
out tools, screws or complicated 
gadgets in a few seconds. It is 
a portable or permanent attrac- 
tive fixture. Once installed, it 
remains in place whether win- 
dow is open or closed. 


SAVES THE SHADES 


In addition to giving perfect 
ventilation, it possesses the im- 
portant money-saving feature of 
preventing rain, wind or snow 
from damaging shades or drap- 
eries and eliminates flapping of 
shades which wakes children 


and adults from their sleep. 


INEXPENSIVE, QUICK SELLING 


TOP-VENTLATOR, 
made of the best 


materials procur- 
able, retails for.. 
Therefore proper- 
ly displayed will 
sell itself, 

We are prepared 
to furnish you 


with attractive 
sales produc- 
ing literature and EACH, COMPLETE 


display material. 


SEND FOR FULLINFORMATION 


NOW! This is not a luxury—but a 
* simple inexpensive fast seller 
that fills the need of all and will bring 
you a substantial profit. 


VENTILATING Propucrs Corporation 


1841 BROADWAY NEW YORK, N. Y. 
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MAKES PERFECT 


VENTILATING POSSIBLE 


ere is Thelop. VENTLATOR 


PERMANENTLY ATTACHED TO THE WINDOW 
AND HERE ARE THE UNIQUE AND CONVENIENT 


WINDOW SHADE HOLDER 


IMPORTANT 


Which Make This 


A permanent or portable 
ventilating device, when 
installed will not interfere 
with closing the window. 


Gives proper ventilation 
from top of window which 
is the most practical way 
of ventilating a room. 





FEATURES— 
An Outstanding ITEM 


Prevents freezing of radi- 
ators. 


Is of sturdy steel con- 
struction, 











Prevents dangerous drafts 
—the cause of colds and 
far more serious illnesses. 





10 


Furnished in neutral 
green, hard baked finish. 











Rainproof — preventing 
soiling expensive shades 
and draperies. 


It increases the life of 
window shades because 
no wind, rain or snow can 
reach them. 


It positively eliminates the 
annoyance of _ flapping 


shades which disturbs the () 


sleep of adults and chil- 
dren, 


No change in shades re- 
quired when using Top- 
Ventilators. 





re) 





1 


1 


1 


1 





Adjustable to any size 
window without mechan- 
ical alteration—from 18 


to 33 inches in width. — 


(Larger sizes also avail- 
able.) . 


No mechanical skill, nails Me 
or screws required for in- & 


stallation. it’s as easy to f 


hang up as a shade, be- 
cause it is attached to ex- 
isting shade brackets. 


A non-seasonable item— 
salable all year round. 
Every window is a poten- 
tial outlet. 


Individually packed in an 
attractive two - colored 
carton, one dozen to a 
packane. 








®@ 











The next issue of the Catalog 
and Directory Number of Hard- 
ware Age will be published Sept. 
27, 1934. It is a condensed cata- 
log of manufacturers of hard- 
ware and kindred merchandise 
in one handy volume for ready 
reference. 


Lawrence, Mass.: Furnish address 
of the Townsend Lawn Mower Co.— 
Essex Hardware & Plumbing Supply 
Co. 

ANSWER: Bloomfield, N. J. 

(See p. 111, Sept. 28, 1933, H. A. 
Directory Number.) 


” * * 


Frepericton, N. B., Canapa: Who 
makes the Howard ironing board?— 
James S. Neill & Sons, Ltd. 

ANSWER: Howard Mfg. Co., Kent, 
Wash. 

(See p. 317, Sept. 28, 1933, H. A. 
Directory Number.) 


* * * 


ALLENTOWN, Pa.: Furnish names 
and addresses of manufacturers of 
spring winding machinery, also of seed 
distributors, mounted on wheels, not 
the drill type—M. S. Young & Co. 

ANSWER: Spring Winding Machin- 
ery: John Evans Sons, 506 N. 
Thirteenth Street, Philadelphia, Pa., 
and John Blaner, 629 Meek Street, 
Sharon, Pa. Seed Distributors: Hoeft 
& Co., Inc., 2309 Davis Street, No. 
Chicago, Ill., and Tennessee Corp., 61 
Broadway, New York City. 

(See p. 512, Sept. 28, 1933, H. A. 
Directory Number.) 


* * * 


BristoLt, ENGLAND: Furnish names 
and addresses of American manufac- 
turers of hard steel screws of the type 
which cut their own thread through 
sheet metal, and that are being used 
in the motor industry for body build- 
ing.—Fred Burris & Sons. 

ANSWER: Parker-Kalon Corp., 200 
Varick Street, New York City; Conti- 
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Who Makes It ? 


Information regarding sources of supply as provided readers 
of Rardware Age by the Who Makes It? Editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buy- 
ers. This editorial feature in each issue supplements the ser- 
vice rendered by the “Who Makes It?” issue published on Sept. 
28, 1933. When writing to the firms mentioned, state that you 
saw the product listed in Hardware Age “Who Makes It?” sec- 


tion or issue. 


nental Screw Co., New Bedford, Mass.; 
Elco Tool & Screw Corp., Rockford, 
Ill., and Keeler Brass Co., Grand Rap- 
ids, Mich. 


* * * 


Huntincton, W. Va.: Who makes 
Vuicanol stove polish ?—Emmons- 
Hawkins Hardware Co. 

ANSWER: J. L. Prescott Co., Pas- 
saic, N. J. 


* * * 


Campsripce, Mass.: Who is the man- 
ufacturer of Submarine waterproof 
belt cement ?—Dodge-Haley Co. 

ANSWER: Holyoke Belting Co., 
Holyoke, Mass. 


* *+ 


Fort Myers, Fxia.: Furnish names 
and addresses of several manufactur- 
ers of road signs.—Heitman-Evans Co. 


ANSWER: L. D. Nelke, 45 E. Seven- 
teenth Street, New York City; Mar- 
belite Co., 89 Warren Street, New 
York City, and S. G. Adams Co., 410 
N. Sixth Street, St. Louis, Mo. 


* + 


Hackettstown, N. J.: Provide ad- 
dress of the Russell Electric Co.—W. 
A. Hoffman. 

ANSWER: The Samson-United 
Corp., Rochester, N. Y., has succeeded 
the above company. 


* * * 


Puivirspurc, Pa.: Where can we 
buy ornamental lawn sprinklers, such 
as frogs, turtles, ducks, etc.?—Jones & 
Co. 

ANSWER: Dunbar-Gibson Co., 26] 
Fifth Avenue, New York City. 


* * * 


LAKE Priacip, N. Y.: Where can we 
purchase butterfly nets?—+*Lake Placid 
Hardware Co., Inc. 


ANSWER: Schlicker, Christian Mfg. 
Co., 12 Bloomingdale Street, Roches- 
ter, N. Y. 


* + %* 


Bounp Brook, N. J.: Who makes 
the Champion and Crescent lawn 
mowers ?—Jas. C. Hansen. 


ANSWER: F. & N. Lawn Mower 
Co., Richmond, Ind. 


* * * 


Los ANGELES, CAL.: Provide names 
and addresses of several manufactur- 
ers of zippers, the kind that is used 
on brief cases, purses, etc.—Verdugo 
Hardware Co. 


ANSWER: G. E. Prentice Mfg. Co., 
New Britain, Conn.; Scovil Mfg. Co., 
Waterbury, Conn.; Hookless Fastener 
Co., Meadville, Pa., and Waldes Koh- 
I-Noor, Inc., Long Island City, N. Y. 


* + %* 


Freponia, N. Y.: Who makes stok- 
ers for boilers?—The Peoples Hard- 
ware Co. 


ANSWER: Neemes Foundry, Inc., 
192 First Avenue, Troy, N. Y.; Fred- 
erick Iron & Steel Co., Frederick, Md., 
and Riley Stoker Corp., Worcester, 
Mass. 


> + .@ 


Sacinaw, Micu.: Provide name and 
address of the manufacturer of the 
Princess lawn mower.—Walz Hard- 
ware Co. 

ANSWER: Mast, Foos & Co., 
Springfield, Il. 


* + 


Riwcewoop, N. J.: Advise who makes 
a lawn perforator, on a block similar 
to a tamper, but with spikes.—Ridge- 
wood Hardware Co. 

ANSWER: Universal Lawn Tool 
Co.. Portland, Ore. 
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The Rising Flood of 
Law Making 





Overlapping Codes Perplex 
Pennsylvania Dealer 


Apropos of this message by Mr. 
Montague comes a letter from a Harp- 
WARE AGE reader, a merchant in Penn- 
sylvania who is worried about the over- 
lapping of codes. He is at a loss to un- 
derstand when he must pay and if he 
must pay. His problem requires some 
study before an answer can be given. 
He writes as follows: 

“Our firm operates a retail hardware 
store in a town of 2000 inhabitants. 
We sell a varied line of goods. Gen- 
erally hardware and paints, with some 
plow castings, about a ton of binder 
twine, a few cars of cement, some 
asphalt roofing, etc. To sum it all up 
we are glad to sell anything we can 
to keep our heads ‘above water’ during 
this depression. 

“We have signed the Blanket Code, 
but no other. 

“We have recently been notified that 
we would have to sign the farm supply 
code. We ignored this. Now we have 
received blanks to report our sales of 
builders supplies. 

“Our major business is in general 
hardware, paints, sporting goods and 
household hardware, but we do sell 
some goods that would come under the 
farm machinery line (repairs, no new 
machinery), and some goods that are 
listed as builders supplies.” 





E have traveled far since the simple 
days when the makers of the fed- 
eral Constitution provided that “all 
legislative powers herein granted shall be 
vested in a Congress of the United States.” 
By force of circumstances, and with the 
clear approval of the Supreme Court, Con- 
gress for years has been granting larger 
and larger rule-making powers to the ex- 
ecutive departments and the independent 
establishments of the federal government, 
until in recent years from these administra- 
tive agencies the annual output of rules, 
regulations and orders each having the 
binding force of an Act of Congress has 
far exceeded in printed pages the annual 
output of statutes and resolutions enacted 
by Congress itself. 
From the Bureau of Internal Revenue, 
the Bureau of Customs, and other Bureaus 
of the Treasury, from the General Land 
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By GILBERT H. MONTAGUE 


Office and other Bureaus of the Department 
of the Interior, from the Food and Drug 
Administration, the Bureau of Animal In- 
dustry, the Forest Service, the Bureau of 
Plant Quarantine, and other Bureaus of 
the Department of Agriculture, from the 
Patent Office and other Bureaus of the 
Department of Commerce, from the Immi- 
gration and Nationalization Service and 
other Bureaus of the Department of Labor, 
from the Federal Power Commission, the 
Federal Radio Commission, the Federal 
Trade Commission, the Federal Reserve 
Board, the Interstate Commerce Commis- 
sion, the Civil Service Commission, the 
General Accounting Office and other de- 
partments and independent establishments 
of the federal Government, rules, regula- 
tions and orders having the force of an 
Act of Congress are issuing at Washing- 
ton in an ever-increasing stream. 

Until a year ago, these were the chief 
sources from which rules, regulations and 
orders were issued, and by means of gov- 
ernment bulletins and various commercial 
information services it was generally pos- 
sible for business men and their legal ad- 
visers to keep fairly abreast of all rules, 
regulations and orders that bore directly 
upon their affairs. 


Started in 1933 


Since the Spring of 1933, however, there 
have come into existence a number of 
emergency agencies, whose jurisdiction ex- 
tends to hundreds of industries and mil- 
lions of transactions that never before have 
come within the rule-making power of the 
federal executive. 

The National Recovery Administration, 
the Agricultural Adjustment Adminstra- 
tion, and the National Labor Board—to 
cite only three—are now promulgating 
rules, regulations and orders, each having 
the force of an Act of Congress, which no 
government bulleting service and no com- 
mercial information service now publish 
with sufficient completeness, promptness, 
and classified presentation so that on any 
particular day any American business man 
or his legal advisers can be certain that 
he is complying with every rule, regulation 
or order that is legally applicable to him. 

These are now coming from the National 
Recovery Administration and the Agricul- 
tural Adjustment Administration in an 
ever-rising flood. 

The President, the Administrator for 
National Recovery, the Secretary of Agri- 
culture, and the Administrator for Agri- 
cultural Adjustment are daily approving 
numerous codes, agreements, supplemental 
codes, supplemental agreements, code 
amendments, agreement amendments, ex- 





GILBERT H. 
MONTAGUE 


Prominent attorney, ac- 
tive in NRA legal work 
and recognized author- 
ity on Federal Trade 
Commission and Anti- 
Trust laws activities 
whose recent lecture to 
the University of Vir- 
ginia is presented here. 


ecutive orders and administrative orders. 

Scores of deputies and assistants of the 
Administrator for National Recovery and 
the Administrator for Agricultural Adjust- 
ment are daily approving dozens of office 
orders and interpretations of these codes, 
agreements, supplemental codes, supple- 
mental agreements, code amendments, 
agreement amendments, executive orders 
and administrative orders. 

Code authorities and code authority ex- 
ecutives and agencies legally designated by 
these code authorities under more than 400 
codes heretofore approved by the Presi- 
dent and the Administrator are daily ap- 
proving an untold number of rules, regu- 
lations and orders under these codes and 
agreements, 

The functionaries who now possess, un- 
der the National Recovery Administration 
and the Agricultural “Adjustment Adminis- 
tration, authority delegated from the Presi- 
dent or the Secretary of Agriculture to ap- 
prove codes, agreements, supplemental 
codes, supplemental agreements, code 
amendments, agreement amendments, ex- 
ecutive orders, administrative orders, office 
orders, interpretations, rules and regula- 
tions, each having the force of an Act of 
Congress, now aggregate, on a conserva- 
tive estimate, upwards of five or six thou- 
sand persons. 

The personnel of these thousands of 
rule-making functionaries under the Na- 
tional Recovery Administration and_ the 
Agricultural Adjustment Administration is 
constantly changing, and their particular 
identity at any given moment of time is, 
in the complete aggregate, absolutely un- 
ascertainable by any one inside or outside 

(Continued on page 68) 
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HEATER 
aT 4 50 


We Predict a 
BIG SALE 


It is a combination circulating and 
radiant heater, producing large 
heat volume, with a combination 
cooking top which has capacity for 
a good-sized meal. It has circu- 
lating grills on all three sides 
and an extra-deep lower front 
grill with beth circulating and 
radiant features. There is a big, 
steady demand for this combined 
heater and cooker. 


A COMPLETE LINE WITH 
UNUSUAL OPPORTUNITY ! 


The Radiant line of circulating 

and radiant oil-burning heaters is 

complete in its range of sizes and 

its range of prices. With this line, 

you can meet every demand for 

capacity, every demand for price 
and make money! 


Nation-wide popularity of the 
new-type oil-burning heaters, the 
new, modern designs . . . in- 
creased buyer interest and buying 
power . . . combine to make 
Radiant the profit-line for you. 
It is new, “live’’ merchandise 
with the performance, the appear- 
ance, the price range that inter- 
ests ALL of your heating pros- 
pects and that you can push for 
steady, substantial profit. 


Our new six-lid, oil-burning cook- 
ing range actually has the speed 
and convenience of gas, the 
economy of coal. It already has a 
successful sales background. It 
fits into your market! 


EIGHT EXCLUSIVE FEATURES 


The Radiant line is not just 
another line of oil heaters. There 
are eight outstanding and exclu- 
sive features which make it THE 
line for 1934. Just one feature 
alone, the STABALITER — the 
patented automatic lighting device 
-puts the Radiant head and 
shoulders above the parade. All 
these points of superiority are 
fully explained in our literature 
which is available to you on re- 
quest. Write today for full de- 
scription, prices, liberal discounts. 











RADIANT PRODUCTS, Inc. 
128 Radiant Bldg. 








Akron, Ohio 








‘room | Montgomery & Crawfords’ 


New Deal Store 


(Continued from page 41) 


ments on specific items or lines. 
Manufacturers’ literature is carefully 
read for use in preparation of adver- 
tisements. For several months Mr. 
Hall and E. G. Kirtley, office mana- 
ger. prepared the advertisements. 
Then a young man new in the organ- 
ization was given this work while 
window display work was put in 
charge of another young man. They 
planned the tie up between display 
and advertising under supervision of 
department heads. 


Weekly Store Meeting 


With the “New Deal” came weekly 
sales meetings—patterned after those 
held in large department stores and 
in many hardware stores. Planned 
to increase the store’s sales as well as 
the individual’s earning capacity. 
these meetings include sales talks on 
specific lines, discussions on the art 
of selling, showing of new items and 
addresses by manufacturers’ agents. 
The meetings also serve to develop 
friendlier relations between execu- 
tives and employees. 

Another part of the “New Deal” 
is the sales quota—a plan also util- 
ized by department stores. The first 
of each year each retail salesman is 
given a sales quota, broken down to 
monthly, weekly and daily quotas. 
It is computed so that/employer and 
employee know whether sales are up 
to or above expectations. Quotas are 
based upon the salary of the sales- 
man. 

Mr. Halli seeks young men for his 
sales staff and believes that it is as 
important for the employee to be 
satisfied with his work as it is for the 
employer to be satisfied with the 
employee. Of applicants for posi- 
tions with the retail store, Mr. Hall 
says, “It isn’t necessary for an appli- 
cant to exhibit a college diploma, 
there are other possessions infinitely 
more valuable to the applicant and 
to us. Instead of wanting to know 
how long and where he went to 
school, I want to know if the appli- 
cant is honest, truthful, energetic and 
really wants to pursue the hardware 


business as his life’s vocation. He 
must possess all four attributes if he 
is to work for us; otherwise he 
wouldn’t be able to work with us, as 
an organization we must work 
together always.” 

When the painters and carpenters 
finished their part of the “New Deal” 
the store was a better place to shop 
in and a finer establishment to work 
in. Aisles in the household depart- 
ment were made wider. High and 
hard to reach stock shelves were 
eliminated, now everything is within 
easy reach. China is displayed as 
though it were in the china closet of 
a private home. With the lighter 
colored fixtures the store appears 
brighter and more inviting. 

The picture of the front of the 
household department shows one 
window used for that department 
and another for the sporting goods 
department. Typical of Montgomery 
& Crawford windows these displays 
are carefully arranged. There is no 
crowding of merchandise and _ price 
tags are clearly visible. The retail 
hardware department window is like 
the others, attractively prepared and 
shows seasonable merchandise. 


Broad Center Aisles 


High shelving and old fashioned 
glass cases are gone from the retail 
department. Stock is neater, with 
allied lines grouped together. There 
is a broad center aisle now instead 
of two narrow side aisles. 

“The firm of Montgomery & Craw- 
ford started in 1896 as a very small 
retail, country town hardware store,” 
said Mr. Hall. “During the years 
that have followed it has developed 
into not only a departmentalized re- 
tail store, but also quite a large job- 
bing business now conducted separ- 
ately from the retail, consisting of 
mill supplies and hardware. 

“We had lots of confidence in the 
‘New Deal’ and felt that there was 
even a greater opportunity for us in 
the future than there has been in the 
past. 
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SEASON ITEM 


STERLING 
STANDARD 


HARDWARE CLOTH 


And what a potential market this practical fabric has! 
Farms, suburban homes, city homes, manufacturing houses, 
schools and parks —all have many uses for Hardware 
Cloth. Here is an item that you can secure sales on the 
whole year around. Just the thing to pep up your slack 
seasons, and at a real profit. 
Srertinc Hardware Cloth is heavily and evenly galvanized 
’ after weaving. Made of accurately gauged wire and every 
mesh is uniformly woven. Roll is bound securely and 
contains an attractive card. All standard sizes and specifi- 
cations are carried in stock ready for shipment. 
A FEW USES OF HARDWARE CLOTH: 
Window guards, tree guards, machinery guards, animal 
cages, screening equipment, sifters, baskets, poultry 


coops, ventilator covers and many others. 


Prices and detailed information gladly furnished upon 


NORTHWESTERN 
BARB WIRE CO. 


STERLING Since 1879 ILLINOIS 


DEPT. 10 


request. 
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“LEGITIMUS"—in English, 
legitimate, genuine. This 
Trade-mark is your assurance 
of highest quality and value. 








Axes with a Keen 
Selling Edge 


COLLINS axes have the 
edge over inferior axes. 
With people who know axes 
| you don’t have to use any 
| fancy salesmanship — they 
| know that Collins axes are 
made by the oldest axe firm 
in the country—that they’re 
| unbeatably well made, and 
| they find whatever style and 
weight they want. With 
people who don’t know axes 
you have a real, sales-making Dayton Pattern 
fact story to tell about Col- 
| lins. 





| You can clinch the sale of any 
Collins tool — axe, hatchet, 
bush hook, hoe, etc. — with 
the assurance that Collins will 
make good any defect. That 
protects you, and your cus- 
| tomer as well. 


Every standard pattern, finish, 
and weight of Collins edged 
tools made in a wide range of 
price levels. 





If your jobber cannot supply 
| you, write to us. Western Double Bit 











Collins Official Boy 
Scout Axe 





me COLLINS © 


COLLINSVILLE, 


CONN. 
and Hatchets 
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ome out 
from behind 


that monocle!” 


“I know you—or do I? There 
seems to be something familiar 
about you, and yet — Tell me, 
are you related to that Green- 
field #3100 “O.K.” Jr. Screw 
Plate?” 


“Yes, sir, I am. In fact I am 
for all practical purposes the 
same fellow, but I’ve bought 
some new clothes and gotten a 
shave, massage, shampoo and 
manicure.” 


And that’s the truth about this #3100 
De Luxe “O.K.” Jr. It has a better box, 
a box of case type construction, with two 
removable trays, and separate spaces for 
each tool. A better tap wrench, and an 
“O.K.” Jr. Adjustable Guide Stock, in- 
crease the appearance and efficiency of 
the set. Another welcome addition is the 
screw pitch gage. Really the only thing 
the #3100 “O.K.” Jr. De Luxe has in 
common with the regular #3100 is the 
line-up of cutting sizes! 


There is a real demand for this “dressed- 
up” plate. And the price (list $12.50) is 
so low that it is a most economical buy. 
One distributor in the South sold 12 sets 
in one day. 


Yes, #3100 De Luxe “O.K.” Jr. is a valu- 
able addition to any dealer’s screw plate 
stock. 


GREENFIELD § TAP AND DIE 
CORPORATION 
GREENFIELO, MASSACHUSETTS 


BRANCHES 








SY SED :6nstecesedsaadiaannnke 15 Warren St. 
SED dunccucecsacs 611 W. Washington Blvd. 
errr rrr 228 Congress St., W 


Canadian Plant: Greenfield Tap & Die Corp. of 
Canada, Ltd., Galt, Ontario 
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Importation of Japanese Goods 
Menaces American Recovery 


(A recent bulletin issued by Van Cleef Bros., Chicago, Ill.) 


a veritable flood of goods enter- 
ing our country coming from 
Japan. Jobbers have listened to the 
lure of low prices at which they could 
buy goods to compete with Ameri- 
can made products. Jobbers com- 
mitting themselves to the purchase 
of this inferior Japanese merchan- 
dise apparently have not realized the 
serious consequerices of their policy. 
We have no fault to find with the 
Japanese nation as such. The people 
of Japan are industrious, honorable 
and friendly, but that does not alter 
the fact that their way of doing things 
and the American way are as far 
apart as the North and South Poies. 
The Japanese standard of living is 
low. A bowl of rice and a cup of 
tea satisfies most of them. That 
means their cost of production is 
low. This low cost gives them an 
opportunity of securing export busi- 
ness at low prices which is very de- 
sirable from the Japanese point of 
view because it brings wealth from 
other countries into their own. 


: recent months there has been 


Misleading the Consumer 


The Japanese people have a genius 
for imitation, but not for quality. 
They turn out goods which in appear- 
ance are like merchandise produced 
by our American factories, but which 
will not stand up. Unfortunately, 
there are many people in our coun- 
try who are largely ‘influenced by 
price in their purchases and they are 
led into buying this inferior merchan- 
dise. When they find that it is poor 
in value they decide not to buy any 
more, but there always seems to be 
a new crop of people coming along 
to buy such goods and thus demor- 
alization for American domestic trade 
is continued. 

We are fully aware of the fact 
that international trade must take 
place. We also understand that if 
we expect foreign countries to buy 
our goods we must buy some of 
theirs, but that does not mean that 
we should not discriminate as to 
what we should buy. We know that 
we can purchase, without danger, 
raw materials which we do not pro- 
duce ourselves. We know that there 


are certain types of manufactured 
good which can be imported without 
danger of destroying markets for our 
own manufactured products. To such 
trading there can be no objection, but 
when foreign nations, whether it be 
Japan or any other country, begin 
to dump goods on our shores at 
ridiculous prices which lure trade 
away from our own factories, then 
it is time to make vigorous efforts 
to stop such practices. 


Patronize Home Industry 


Jobbers purchasing Japanese insu- 
lating tape, for instance, help to 
create unemployment in American 
textile mills which supply cotton 
sheeting to American tape manufac- 
turers. Japanese tape bought by 
American jobbers means just that 
much less production by American 
tape factories and reduces employ- 
ment in American plants making 
cardboard cartons, shipping cartons, 
lead and foil and many other ingredi- 
ents used in making and marketing 
tape. It means the destruction of the 
market for the American cotton 
farmer and for other American pro- 
ducers of raw materials. To be plain 
about it, jobbers and dealers selling 
Japanese tape or other Japanese 
goods are inviting trade destruction 
and all the evils that go with it. 

The consumer buying Japanese 
tape at retail does not even get the 
benefit of the lower prices paid by 
jobber and dealer because retail 
prices for tape are set at certain 
definite figures such as five cents, 10 
cents and so on. This makes the situ- 
ation even worse because the con- 
sumer assumes that at the same 
prices quality should be equal to 
American-made goods. 

We ourselves could save thousands 
upon thousands of dollars annually 
if we bought cotton sheeting from 
Japan, but we know that for every 
yard of cotton sheeting we would im- 
port from Japan we would be help- 
ing to put more unemployed work- 
men on the streets of our country. 
Likewise the very people the jobber 
is depending upon for his business 
may be thrown out of employment, 
by his patronage of foreign sources. 
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a “ve built a good many garages in my time. It has 
—_— always been a mystery to me why most men will spend 
ol plenty of money on a garage and then balk at paying 
slain the price for a good set of garage door hardware. 
lling Ninety-nine times out of a hundred the only trouble 
nese an owner ever has with his garage is with the doors— 
tion a few more dollars spent on hardware equipment 
would eliminate all this trouble. 
ron e When I saw the new inexpensive Stanley ‘Roll-Up’ 
re in the Stapp ted Door I knew it would be a winner. It allows everyone 
| by F 1 to have the latest type of equipment at a price they are 
y _ willing to pay. Art Monroe, the hardware man, and I 
etail white and black pack have picked up some nice business replacing worn out 
‘tain * ‘ doors with this new equipment.” 
, LO age alttact allention The new Stanley dRoll-Up” Door Equipment No. 
situ- * 2710 works on the same principle as a window shade— 
con- and increase Sales. the doors roll up smoothly and easily. It is typical of the 
— complete line of Stanley Door Equipment for every size 
* of opening — swinging, sliding, folding and overhead 
types for private garages, service stations warehouses, 
q fire stations and any commercial or industrial opening. 
inds 
ally A ° 
rom sk your jobber Write for full details 
rery 
im- THE 
>lp- & STANLEY WORKS 
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Hard Facets 


for the HARDWARE 


TRADE .... 


The rifled field gun is 


science's development of the ball cannon. 


Whenever science goes on 


the job the resulting product is better— 
and usually cheaper in use. 


Producing wood turpentine 


by distillation has undergone great scien- 
tific advances. Today, the methods used 
to produce Newport Steam Distilled Wood 
Turpentine are as far advanced over early 
distillation as the rifle is over the cannon. 


Laboratory science gives to New- 


port Steam Distilled Wood Turpentine a crystal- 


clear, water-whiteness . . 


. it produces an unvary- 


ing uniformity, a pleasant smell. It has produced 
in Newport Steam Distilled Wood Turpentine a 
solvent which mixes better, makes the paint flow 
faster, lays better and lasts longer. And it actu- 
ally costs less to use. Stock it in drums and litho- 


graphed cans. . 


. your most exacting paint trade 


will recognize its merits. 


WATER 


WHITE 
CRYSTAL 


PA PURE 


URPENTINE 








GENERAL NAVAL Ae COMPANY, inc. 


” ADDRESS MAIN’ OFFICE: 230 Park Avenue, New York City 





PLANTS: De Quincy, Le; Pensacola, Fla; Bay Minnette, Ala. 
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| proportioned bevels. 





Housing Program Should 
Stimulate Trade 


(Continued from page 38) 


“Those present manifested a keen 
interest in the administration’s en- 
deavor to free local credit which will 
enable millions of American homes, 
apartment houses and other buildings, 
that have suffered from lack of care 
and depreciation, to receive necessary 
alterations, repairs and general im- 
provements” said the brief statement 
issued after the conference. 

Those attending the conference were: 
Turner W. Battle, assistant secretary 
of labor; D. S. Betcone, Sears, Roe- 
buck & Co.; Lewis H. Brown, president 
Johns-Manville Corp.; Walter P. 
Chrysler, president, Chrysler Motor 
Co.; J. A. Coefield, president, United 
Association of Plumbers and Steam 
Fitters; Albert L. Deane, deputy hous- 
ing administrator. 

C. E. Denny, president, Erie Rail- 


’ 


road; L. W. Downs, president, Illinois 
Central; R. V. Fletcher, general coun- 
sel, Association of Railway Execu- 
tives; W. Aberill Harriman, NRA spe 
cial assistant administrator; H. I. 
Harriman, president, United States 
Chamber of Commerce; Horace P. Liv- 
ersidge, president, Philadelphia Electric 
Co.; W. A. Irvin, president, United 
States Steel Corp. 

M. J. McDonough, president, build- 
ing trades department, A. F. of L.; 
T. K. Quinn, vice-president, General 
Electric Co.; Fred W. Sargent, presi- 
dent, Chicago & North Western Rail- 
road; Daniel Tracy, president, Inter- 
national Brotherhood of Electrical 
Workers; Stephen F. Voorhees, chair- 
man, construction code authority; C. E. 
Wilson, vice-president, General Elec- 
tric Co.; and M. L. Benedum, capital- 
ist, Pittsburgh. 





Builders’ Hardware Distributors 
Organize at Chicago 


(Continued from page 56) 


personnel well qualified to render the 
specialized service required by architects 
and contractors; and 

“WHEREAS, the service rendered by 
the members of this organization is a 
vitally important economic activity between 
the producer and consumer of builders’ 
hardware; and 

“WHEREAS, it is the unanimous opin- 
ion of the members of this organization 
that the just and equitable solving of this 
particular problem’ will redound te the 
mutual benefit of all legitimate interests 
within the builders’ hardware industry; 
therefore be it and it is hereby— 

“RESOLVED, that the members of this 


organization deplore these conditions and 


hereby authorize the Board of Directors 
to cooperate with the manufacturers of 
builders’ hardware in an effort to eliminate 
these distressing and demoralizing condi- 
tions for the mutual benefit of the entire 
industry.” 

A special committee was later appointed 
to work with manufacturers in an endeavor 
to obtain their support on the various 
points embodied in the above resolution. 

All of the correspondence files of the 
Builders’ Hardware Institute, Chicago, 
have been turned over to the new asso- 
ciation, which, for the present, has es- 
tablished headquarters at the office of the 
president, 225 Federal St., North Side, 
Pittsburgh, Pa. 





Stanley Tang Chisels 
With Stanloid Handles 
This No. 60 butt chisel has handle and 


bolster blended together without socket or 
ferrule. Handle of “Stanloid” said by the 





maker to be the toughest non-metallic sub- 
stance known. Blade and tang forged 
from one piece of high grade chisel steel, 
carefully heat treated to hold keen, dur- 
able cutting edge and accurately machine 
cross ground, providing straight perfectly 
Two long forged ears 


on tang lock handle prevent turning and 
loosening. Upper portion of handle of 
transparent amber, lower portion, opaque 
black. Polished high color mirror finish 
blades. Available in 1”, 144” and 14” 
blade widths. The Stanley Rule & Level 
Plant, New Britain, Conn. 





Parker Tube Couplings 
Shown In Bulletin No. 37 


Showing prices effective as of July | 
this catalog shows Parker tube coupling: 
and associated equipment. There are more 
than sixty pages of illustrations, specifica- 
tions, diagrams, illustrations and_ tables. 
Parker Appliance Co., Cleveland, Ohio. 
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You could save enough 


—it might be worth your while to 
experiment with different quali- 


le s _ 

ties In rivets, and take a chance. 
| 

But can you make a rivet ‘‘first- 


ihe : . : 
cost’’ saving that will warrant this? 


We think not. 


- TUBULAR 
RIVETS | 
Are Quality eet 


} 


The fact that TUBULAR RIVET & STUD COM- 
PANY Rivets are 100°), usable—and inexpen- 
sive besides—substantiates this belief. 

These Rivets protect the quality of your work- 
manship ... and are thoroughly dependable. 
We know you will find them satisfactory in 
jevery respect. 


TUBULAR RIVET 
& STUD CO. 
| RES 
©) 


BOSTON, 
MASS. 














The largest factory in the world devoted to the manu- 
facture of Tubular and Clinch Rivets 


AUGUST 2, 1934 











Combining 
the Art of 


THEATRICAL PRESENTATION 
With Record 


BOX OFFICE RECEIPTS 


The true Showman—with uncanny skill—senses public 
reactions and shapes his program to fit them. 


The Ultimate in Showmanship is achieved in the 
magnetic counter displays of Brushes by Baker com- 
bining the talent of skilled brushmakers, trained 
commercial artists and experienced sales engineers. 
The pulse of the market is tapped for the benefit of 
consumer and dealer alike. 


Superlative Showmanship — assuring speedy self- 
sales, satisfied customers, greater volume of trade 
and increased profit. 


You too can be a Showman— Book and Display 
Boker Brush Hits. 


ASK YOUR JOBBER—or write us for 
a program of present and coming 
attractions. 





aker brush co 


87 GRAND STREET NEW YORK 
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Behind every Morse tap, cut- 
ter, die, reamer and drill is the 
reputation for quality which has 
been building and strengthening 
for 7O years. 

No sounder purchase can be 
made today in the metal cutting 
field than a genuine Morse Tool. 

A complete stock of Morse 
Tools is a powerful force in 
keeping your business growing. 


THE MORSE LINE 


Includes 
High Speed and Carbon ARBORS, CHUCKS 


DRILLS, REAMERS COUNTERBORES 
CUTTERS MANDRELS 
TAPS and DIES TAPER PINS 


SCREW PLATES SOCKETS, SLEEVES 


TWIST DRILL & MACHINE CO. 


NEW BEDFORD, MASS., U.S.A. 
NEW YORK STORE: CHICAGO STORE: 
570 WEST 


92 LAFAYETTE STREET RANDOLPH STREET 
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The Rising Flood of NRA Law Making 


(Continued from page 61) 


of the National Recovery Administration 
or the Agricultural Adjustment Adminis- 
tration, 

How to keep track of these codes, agree- 
ments, supplemental codes, supplemental 
agreements, code amendments, agreement 
amendments, executive orders, administra- 
tive orders, office orders, interpretations, 
rules and regulations, so that before it is 
too late one may either comply with them 
or obtain from the National Recovery Ad- 
ministration or the Agricultural Adjust- 
ment Administration an exemption from 
or modification of them, is fast becoming 
a major problem of American business 
men and their legal advisers. 

In all contracts with federal depart- 
ments, and in all contracts financed from 
federal funds, and in some States in all 
contracts with municipal, county or state 
authorities, it is now the law that all the 
contractors and also all the sub-contractors, 
material men and supply men must execute 
agreements or certificates to the effect that 
they and all the work and material that 
they furnish under these contracts comply 
with every applicable Code of Fair Com- 
petition under the National Recovery Act. 

In many lines of business—particularly 
in the capital-goods industries—most of the 
present activity is on federal, state, county, 
and municipal contracts, or on contracts 
financed from federal funds, or on sub- 
contracts for work, supplies or materials 
furnished under such contracts. 

In this large fraction of the Nation’s en- 
tire present economic life, therefore, busi- 
ness men are now obliged daily with each 
transaction to furnish to their customers 
executed certificates of compliance war- 
ranting to their customers that there has 
been complete compliance with every ap- 
plicable Code of Fair Competition. 

Each of these certificates of compliance 
may be endangered, or even invalidated, by 
carelessness or haste on the part of Na- 
tional Recovery Administration officials in 
recommending for approval by the Presi- 
dent or the Administrator eodes which de- 
fine the industries to which they are ap- 
plicable in terms so conflicting that the 
jurisdictions of these codes overlap. 

Jurisdictional disputes and overlapping 
and conflicting claims, such as for years 
have raged between rival craft unions, are 
fast being written into Codes of Fair Com- 
petition, because of the National Recovery 
Administration’s carelessness or haste in 


| approving for industries having strong 


craft union backing Codes of Fair Compe- 


| *.s . . 
tition that confer upon such industries a 


monopoly of operations that have long been 
characteristic of other industries. 

More and more frequently, trades and 
code authorities now organized under their 
own codes are having to resist attempts by 
National Recovery Administration officials 
to take away operations that for years have 


| been an essential and integral part of the 


activities of these trades and code authori- 
ties, in order that these activities may be 
transferred to, and brought under the 
scope of, and be monopolized by, other 
trades and other code authorities which for 


one reason or another these National Re- 
covery officials prefer to favor. 

Nothing but mischief can result, if the 
National Recovery Administration is to 
lend its authority to the approval of codes 
that will perpetuate under the National 
Recovery Administration the overlapping 
and conflicting claims and the jurisdic- 
tional disputes which have long been so 
great a scandal in some of the craft unions 
—notably in the building trades. 

Every code that applies to any fraction 
of one’s business, no matter how small 
that fraction is, governs with all the force 
of an Act of Congress. 

Every such code, and every amendment, 
executive order, departmental ruling, ad- 
ministrative opinion, code authority regu- 
lation, and official interpretation under 
such code, applies with the same effect as 
an Act of Congress. 

For each major operation and for each 
major product a company is now under a 
separate code, and frequently is under 
several codes, each governing the same 
operation and the same product. 

The number of codes to which a com- 
pany may therefore be subject may thus 
be expanded and multiplied in geometrical 
as well as arithmetical progression. 

Each code when approved becomes in 
fact three vested interests—the vested in- 
terest of the industry which sponsored the 
code, and the vested interest of the code 
authority of that industry, and the vested 
interest of the craft union of that industry. 

Under such a code, the industry and its 
code authority and the craft union of that 
industry are all united in their interest 
and determination to monopolize in them- 
selves as many activities as they can pry 
off from other industries, and to push as 
far as possible, and to enforce as com- 
pletely as possible, the utmost jurisdiction 
which by any interpretation, construction 
or argument can be brought within the 
four corners of their code. 

Into this bewildering tangle of overlap- 
ping and conflicting codes and jurisdic- 
tional disputes, there is now being injected 
the further peril of heavy money forfei- 
tures, arising from the fact that in all con- 
tracts with federal departments, and all 
contracts financed from federal funds, and 
in some states all contracts with municipal, 
county or state authorities, all the con- 
tractors and also all the sub-contractors, 
material men and supply men, must exe- 
cute agreements or certificates to the effect 
that they and all the work and material 
that they furnish under these contracts 
shall comply with every applicable code. 

Hundreds of business men, having com- 
plied with every provision of every code 
that they ever thought applied to them, are 
now awaking to the unpleasant realization 
that they are today in peril of criminal 
penalties, injunction proceedings, damage 
suits, and heavy money forfeitures for fail- 
ure to comply with unsuspected provisions 
of other codes, to which they have never 
paid any attention, because they never have 
realized that these codes were in any way 
applicable to them. 
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A. 


Friction. 





Smooth asa 


Ball Bearing 


The principles of the ball bearing are incorporated in 
Arme BALL BEARING CASTER3. This means a frictionless 
caster which rolls easily, quietly, smoothly in any direc- 
tion. 


Saves Floors, Rugs, Carpets and Effort 


Every customer that comes into your store uses casters 
on some piece of furniture. For this reason, every custo- 
mer is a potential buyer. Take advantage of this market. 
Sell the modern ball bearing, frictionless caster; sell 
Armes and add to your profits. 


A Demonstration Makes 
A Sale 

Roll an Arme on the counter, 
or the palm of your hand 
and usually, a sale quickly 
follows. Let ’em see Armes 
and let ’em see how easily 
they roll. 


THE SCHATZ MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 


Mh uN 
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EVEN THE SURFACE 
SHARES IN EMPIRE 
SALES MAKING 





Empire burnished cold-punched nuts 





Old style cold-punched nuts 


HE clean, bright finish of Empire nuts bears 
witness to the extra care taken in their manufac- 
ture. And this, in turn, has its effect on sales. 


That is why Empire hex nuts are burnished, to 
give outside evidence of their inner quality. Inci- 
dentally, burnishing (a process developed and per- 
fected by Empire engineers) hardens the surface of 
the nut and makes it more resistant to wrench abuse. 


This attention to details typifies every step in the 
manufacture of Empire nuts and bolts, and it ex- 
plains their many years of sales leadership. Packed 
in attractive cartons, prominently labeled for instant 
identification of style and size. 





WE 06 Ova paRT 


RUSSELL, BURDSALL & WARD 
BOLT & NUT CO. 


PORT CHESTER, N. Y¥. 


ROCK FALLS, ILL. CORAOPOLIS, PA. 


Sales Offices at Philadelphia, Detroit, Chicago, San Francisco, 
Los Angeles, Seattle, Portland, Ore. 
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What will you put in it? 


The hand 
that seldom 
holds a glass 
cutter needs 
the best one 
you can put into it-- 


RED DEVIL 024 


LARGE number of those 

who buy glass cutters are 
only occasional users—not 
thoroughly experienced in 
handling the tool to cut quick- 
ly and accurately without risk 
of breaking the glass. 


You have a stake in helping 
such customers to avoid trouble 
and loss. You can do it by sell- 
ing them the very best cutter 
you have—a Red Devil 024— 
the cutter fitted with the preci- 
sion machine-made, alloy-steel 
wheel and Monel Metal axle. 


LANDON P. SMITH, Inc. 
IRVINGTON, N. J., U.S. A. 


TRADE MARK ee 











BUSINESS MEN 
TOURISTS 
WORLD TRAVELERS 


—all come back to 


HOTEL 
LENOX 


Famous for good food, 
homelike comforts, ex- 
cellent service. 


LOW RATES 
Single $2.00 to $3.00 
Double $2.50 to $5.00 
Family Suites, $6.00 up 


Send for Free AAA Map and 
Booklet 


Clarence A. Miner, President 
140 North Street, near Delaware 


BUFFALO, N.Y. 
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NRA Solely An Administrative 
Agency Under New Plan 


(Continued from page 36) 


man job. The thing that lies ahead is 
to prepare for concentration on its ad- 
ministrative work. This will be done 
just as soon as codification is completed. 
And in order to mop up remaining in- 


| dustries not codified, the general’s order 








of July 12 provides for a basic code. 
It would absorb most of the industries, 
chiefly small ones, that have not as yet 
come under the Blue Eagle, though 
some of the more important industries 
not yet codified will be under separate 
codes. 

The order was promulgated by Gen- 
eral Johnson just prior to beginning his 
western trip, NRA being left in charge 
of G. A. Lynch, the administrator’s 
executive officer. General Johnson 
nevertheless has kept in daily contact 
with NRA. 

The order also includes a long range 
plan for consolidation of all codes, 
those now in operation, and those yet 
to be adopted, into the lowest possible 
number, estimated at 300 by NRA. 
There are now some 485 codes with 
some 262 pending when the order was 
issued. Among the latter were 135 in- 
dustries on which hearings have been 
held or are in such a stage that agree- 
ment is regarded as near. Many of the 
135 may adopt separate codes. A 15- 
day period was given for them to do so. 

Completion of code-making has been 
started well under way by a committee 
selected by General Johnson. It is 
headed by Robert K. Straus, special as- 
sistant to the administrator; Leon C. 
Marshall, former vice chairman of the 
National Labor Board, and George S. 
Brady, assistant administrator for 
policy. 

Under the basic code plan, hearings 
will not be necessary, as the provisions 
offered for adoption have already re- 
ceived the sanction of the required ad- 
ministration and advisory groups. The 
basic code includes such standards as 
wages, hours, right of collective bar- 
gaining, prohibition of child labor, 
authorization for other fair trade prac- 
tices, an open price policy consistent 
with the new price policy recently an- 
nounced by NRA, which prohibits the 
fixing of even minimum prices, except 
in cases of emergency. 

The basic code set up a general NRA 
code authority to be created by the 
administrator. This code authority will 
be unlike other code authorities for it 
will be purely of governmental com- 
position. There will be private business 


representatives. There will be no budget 
for expenses. Hour and wage provi- 
sions in the basic code are left blank 
with the express provision that these 
be established at the same level as those 
carried in related codes. 


NRA also has ordered the establish- 
ment of an Industrial Appeals Board, 
to be organized early in August. It will 
be headed by Amos J. Peaslee of the 
New York law firm of Peaslee and 
Brigham. This board in part at least 
succeeds the unlamented Darrow Re- 
covery board. For while the Darrow 
board. in its obsession, raved about 
codes oppressing small enterprises and 
creating monopolies, to a point where 
it distorted the picture out of sem- 
blance to anything like an accurate re- 
flection, the new board will deal with 
these same matters, though in a really 
judical way, judging from the NRA an- 
nouncement. The new board, made up 
of a high-grade personnel, has been 
described as a forum for a hearing of 
all sorts of complaints against opera- 
tions of codes but particularly those of 
small business that the codes oppress or 
discriminate against them or favor 
monopolies. While it is called an “Ap- 
peals Board,” it will only have power of 
making recommendations to the ad- 
ministrator, though it is believed it will 
be influential in correcting abuses. In 
this respect it would be wholly unlike 
the Darrow board, which proved to be 
only destructive and was constantly run- 
ning head-on with NRA. 


Mr. Peaslee was formerly acting 
chief of the NRA compliance board, 
now abolished. The new board will be 
charged with responsibility of hearing 
certain types of non-compliance cases 
and the NRA expects it to greatly stimu- 
late code compliance. It will function 
in somewhat the same fashion as the old 
compliance board, making recommenda- 
tions for action by the administrator. In 
cases of complaints by small businesses 
it may recommend the granting of re- 
lief by exemptions, exceptions or modi- 
fication and, NRA has announced, will 
be adequately equipped to insure 
prompt disposition of complaints re- 
ferred to it. 


The changes all put together reflect 
a widespread reorganization of NRA 
as it enters into its final field of adminis- 
tration and it is likely its future will 
mean a lot to business as a guide for 
any system of self-government that may 
be finally evolved. 
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‘LEPAGE’S 


LEPASES CASEIN GLUE 
LEPAGE’'S LIQUID SOLDER 
LEPAGE'S GRIPSPREADER MUCILAGE 
LEPASE'S COLD WATER WALL SIZE 
LEPASES WATERPROOF CEMENT 
LEPASE’S PAPER-HANGERS PASTE 


RUSSIA CEMENT CO.,GLOUCESTER MASS. 








TREASURE 


Buried Where 
Digging’s Easy 
a eo 


AKE HARDWARE 





AGE your chart 
to help you find the 











way to increased sales. 


Ideas, tried and suc- 
cessful are deposited in 











the pages of each issue. 


A little light digging 
and they’re yours to use 
and profit by. 


The advertisers, too, 
offer helpful ideas to 
the wide awake hard- 
ware man. 


read 
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=| CHICAGO) — 
SPRING HINGES 


(A Type for Every Requirement) 


“Triplex” 
Spring Hinges 
For 


Lavatory Doors 


When marble is cut for 
the hinges of lavatory 
doors there is always the 
risk of breaking or de- 
facing it. 





ye 2242 





Ty: 
This danger and expense is avoided when 
“TRIPLEX” Lavatory Spring Hinges are used. 

The Adjustable Clamp Flanges in these hinges 
offer a protection against variations in the thick- 


ness of the marble partitions. 
Send for Catalogue No. H 47 
Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U. S. A. 
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EVEREDY 
CHROMIUM PLATED 
SKILLETS 





Here they are. Brand new. And the most 
beautiful skillets you’ve ever seen. Made 
with a clear, mirror-like, chromium finish 
that will not stain, that needs no scouring, 
that washes clean like glass or china. Made 
from special, heavy-gauge, quick-heating 
steel that saves fuel, and that will not warp 
or break. Made with a big, comfortable, 
ebony-finished wooden handle that’s always 
cool, and anchored so it can’t turn. Made 
in four sizes—priced for quick action. Ask 
your jobber, or write for full information. 


THE EVEREDY CoO. 
FREDERICK @@ MARYLAND 














My. Pidlailer: 
Why do you 


P . , D 
COIVY hes elem tn é 


MONKEY WRENCH 





THE PECK, STOW & WILCOX CO 


SOUTHINGTON, CONNECTICUT 


OUR PLATFORM: 
In our 2nd CENTURY of 


experienced manufacturing; and 


our POLICY places your Jobber 


in position to have you own our 


tools at prices which enable you 


to SELL. 


ASK YOUR JOBBER 
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Southeastern Convention 
Report 


(Continued from page 47) 


nection with a Southern hardware asso- 
ciation, citing in particular ten stores 
visited or “shopped.” 

“Highlights of the Des Moines Con- 


| gress” was the subject of a most inter- 


esting summarization of the national 
convention by Hugh C. Ross, Jackson, 
Tenn., former Southeastern president 
and an N.R.H.A. Director. 

“The Farm Implement Code” was 
discussed by T. W. McAllister of At- 


| lanta, editor, Southern Hardware and 


secretary Southern Hardware Jobbers 
Assn. 

The convention adjourned at noon for 
a bus ride to the factory of the King 
Plow Co., formerly the Atlanta Plow 
Works, where a delicious old fashioned 
Southern barbecue dinner was served, 
with Clyde King, Sr., president, and his 
son, Clyde King, Jr., general manager, 


| hosts to the visitors. A tour of the plant 


was made, and every step of the mod- 
ern plow manufacture was shown. En- 
route to the barbecue, a stop was made 
at the Beck & Gregg Hardware Co., 
wholesalers, where President W. A. 
Parker, other officials and traveling rep- 
resentatives of the firm personally con- 


| ducted the visitors through every de- 





partment. 

The entire afternoon session was 
given over to a sales demonstration and 
address on “Selling Quality,” by Ralph 
W. Carney, sales manager, Coleman 
Lamp & Stove Co., Wichita, Kan. In 
his demonstration Mr. Carney used an 
automatic electric iron and an automa- 
tic electric coffee maker. 

Following Mr. Carney’s address, the 
convention adjourned yntil 7.30 p. m., 
for the annual dinner, which was fol- 


| lowed by dancing. 


Most of Thursday morning was taken 
by question box discussions led by 
George M. Gray, Coshocton, Ohio, for- 
mer N.R.H.A. president, and an open 
forum discussion led by B. C. Kickliter, 
Florida state president, both of whom 
made very forceful talks preceding their 
call for discussion. 

Mr. Gray presented a number of 
questions which had been submitted by 
member dealers themselves, obtaining 
answers from members on the floor, 
while Mr. Kickliter’s part of the pro- 
gram was based upon a discussion of 
(a) training salespeople, (b) outside 
selling, (c) store publicity, (d) new 
linés for profit and (e) drawing the 
women’s trade. 

A scheduled address by Rivers Peter- 
son was consolidated into the question 


box discussions through frequent ques- 
tions arising in which the national as- 
sociation’s activities had a part or 
where some code problem was involved. 

There was considerable discussion of 
margin and mark-ups, it being agreed 
that freight should first be added to in- 
voice cost and a 50 per cent (average) 
mark-up or 331/3 of selling price in 
order for the general run of stores to 
show a profit. Mr. Peterson advised 
against any inflexible rule of mark-up 
on all items, suggesting careful study 
of local competition and of items on 
which higher margin could be obtained 
to balance off other items where a lower 
margin is advisable. Failure to add 
freight to invoice cost instead of figur- 
ing as expense takes about 5 per cent 
out of gross margin on an average, it 
was stated. 

Before adjournment President Camp- 
bell thanked everyone for their coopera- 
tion and attendance and expressed par- 
ticular appreciation “for the new type 
of most enjoyable entertainment which 
Atlanta has provided for us this year,” 
whereupon J. E. Robinson, Thomas- 
ville, Ga., made a motion that a vote of 
thanks be extended to the firms who 
had entertained convention visitors. 
President Campbell acting upon the 
motion then called for a rising vote of 
thanks. 

Selection of the 1935 convention city 
was left to decision by the board. It 
is understood that Atlanta in either 
May or June will likely be favored. 


“Greyhound” Cord Sets 
and Heater Plugs 


Equipped with safety pulls and rubber 
cap these cord sets are packed in attrac- 
tive color display box. Greyhound safety 





pull covers two features—it is a spring 
guard and a safety pull. Approved by 
Underwriters Laboratories. List price 95c. 
With cold molded cap, list higher. R. & R. 
Electric Corp., Mount Joy, Pa. 
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BET IER than EVER! 
with the New “H ANDY-GRIP” 


EAGLE GALVANIZED CANS are meeting with the 
whole-hearted approval of consumers every- 
where. Other features that make them more 
salable are— 


Triple Lock Body Seams and 2% Inch 
Wide Mouth Filler Opening on all sizes 


Enameled red for gasoline or blue bands for 
oil, kerosene or other liquids. Made in 1, 2 and 
5 gallon sizes; also faucet model in 5 gallon 
size. Made from standard gauge prime sheets 
—guaranteed leak-proof. Your jobber can sup- 
ply you, if not write us direct. 


Ask Your Jobber’s Salesman 
for Illustrations and Prices 


EAGLE MANUFACTURING CO. 
WELLSBURG, W. VA. 















| MODERN 
RA KITCHEN 
NE TOOLS, 





Ecce BEATERS 


Positive gear mesh prevents slip- 
ping and jamming. Round, rigid 
steel for sidearms gives greatly 
increased strength. Comfortable, 
twistproof, spade type handle. Easy 
to clean. Fast, durable. 


Three Models 


No. 1 
STAINLESS STEEL patented two- 
in-one “rinse clean” beating blades. 
Green quartz MARBLETTE handle 

No. 2 
STAINLESS STEEL beating blades. 
Same as No. 1, but with wood 
handles in green, blue, yellow and 
red. 

No. 3 
Standard type beating blades of 
tinned steel. Other metal parts 
bright nickel plated steel. Wood 
handles in green, blue and yellow. 


EDLUND CO., Burlington, Vt. 


Manufacturers of 





CAN OPENERS, JAR OPENERS, BOTTLE OPENERS, 


KNIFE SHARPENERS 

















onus 2 Jumbler mbler 


ExrRUDED Po PADLOCKS 


The Corbin Extruded Metal 
Padlocks afford the greatest 
security, 
strength and 
durability, 
thru exclu- 
sive special 
features in 
pin tumbler 
construction. 
Their worth is proven by 
their consistent satisfactory 
performances at all times 
and under all conditions. 


CORBIN CABINET LOCK CO. 


The American Hardware Corporation, Successor 


NEW BRITAIN, CONN,., U. S. A. 


NEW YORK CHICAGO PHILADELPHIA 











NUT 
CRACKERS 
THAT 
SELL 














Here are nutcrackers that crack 
but do not‘crush. Quickly ad- 
justable to any size nut. Easy 
to operate. Two styles—one to 
be fastened to table or ledge 
with steel thumbscrew . . . one 
mounted on a varnished hard- 
wood board to protect polished 
surfaces and prevent slipping. 
Cracks all nuts. Packed: 1 in 
a box, 1 dozen in a case. 


Write for information 
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“Saunders Type” 
and 
“Barnes Type” 







Pipe Cutters 


If you 
were the 
customer 


If you were the customer you would take 
the ARMSTRONG BROS. Pipe Cutter 
every time, and so will every man who 
knows tools. Tool buyers will go out of 
their way to get these features: Inserted, 
hardened steel blocks imbedded in swing- 
ing arms for thrust rods to bear on. Hard- 
ened steel rollers and pins. ARMSTRONG 
BROS. alloy steel, Knife Blade Cutter 
Wheels. Certified Malleable Iron bodies. 
The balance and finish of a fine tool. 

Every ARMSTRONG BROS. Pipe Tool has 
these extra quality features that close 
sales. They comprise the most complete 
line of pipe tools made. They are dis- 
tinguished by the Arm-and-Hammer Trade 


Mark. Write for Catalog 
ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 

314 N. Francisco Ave., Chicago, U. S. A. 














There’s a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales-producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 
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FIXING OF PRICES TRIED LONG AGO- 


Three Shilling Tobacco Dropped to Two Pence Says Congressman 
Reed After Delving Into History of Economic Problems Faced Here 
More Than 300 Years Ago 


HE pages of American history 
were turned back to almost for- 
gotten economic troubles 150 
years before the Declaration of Inde- 
pendence by Representative Daniel A. 
Reed of New York in a recent effort 
to show that governmental fixing of 


| prices will not work, says the New 








Britain Herald, New Britain, Conn.., 
which quotes the Congressman as fol- 
lows: 

“The first General Assembly of Vir- 
ginia met July 31, 1619, at Jamestown. 
The first law passed by that historic 
legislature was one fixing the price of 
tobacco. It was enacted that the price 
for the best grade of tobacco should 
be 3 shillings a pound, and 19 pence 
a pound for the second grade. 

“Following the enactment of this 
price-fixing legislation the cultivation 
of tobacco increased so rapidly that by 
1631 the price had fallen to 6 pence a 
pound. The plan to fix the price by 
law having failed, the right to cultivate 
tobacco was restricted to 1500 plants 
per poll. This law went so far as to 
forbid carpenters and other mechanics 
from planting tobacco ‘or to do any 
other work in the ground.’ 

“Notwithstanding these drastic mea- 
sures the price of tobacco continued to 
fall. The price per pound in 1639 
was only 3 pence. At this juncture the 
legislative assembly of Virginia enacted 
a law that half of the good tobacco 
and all of the bad tobacco grown should 
be destroyed. Furthermore, it was pro- 
vided that the crop raised in 1640 
should not be sold for Jess than 12 
pence a pound, nor should the crop 
produced in 1641 sell for less than 25 
pence per pound, under penalty of for- 
feiture of the whole crop. This legis- 
lative effort was no more effective in 
maintaining the price than the previous 
measure had been. The price of to- 
bacco in 1645 was only 14% pence and 
in 1665 only 1 pence per pound. 


“The plan to limit production in its 
various phases having failed in Vir- 
ginia it was thought it would be more 
successful if the area were extended. 
Therefore steps were taken to broaden 
its field of operation. The Colonies of 
Virginia, Maryland and Carolina en- 
tered into a treaty in 1666 to stop 
planting tobacco for one year in order 
to raise the price. This treaty was 
duly ratified and the plan to restrict 
planting was adopted. 


“The .combined action of the three 
colonies utterly failed to maintain the 
price. Finally, the price dropped so 
low in 1683 that large groups of people 
joined in a petition urging more dras- 
tic action. This request being denied, 
the people organized groups to go 
through the country and destroy to- 
bacco plants wherever found. This 
movement assumed the proportions of 
a riot. In April, 1664, to prevent the 
wholesale destruction of property and 
crops, the assembly enacted a law that 
if persons to the number of eight or 
more should go about destroying to- 
bacco plants, they should be adjudged 
traitors and suffer death.” 

“Now that over 300 years have 
elapsed since the Virginia assembly 
sought to fix and stabilize prices by leg- 
islative control and later by treaty, it 
will be interesting to see how far pres- 
ent legislative action will overcome the 
law of supply and demand,” opined the 
doubting Congressman. 


STARKS’ POST CARD 
ADVERTISING 


(Continued from page 30) 


made the usual price is also indi- 
cated. 

Mr. Starks participates in com- 
munity dollar day sales and other 
special events. For several years the 
Starks store held a combined annual 
sale in cooperation with a nearby 
dry goods department store. Both 
the Starks bulletin and the depart- 
ment store announcement were mail- 
ed in one unit. Postage was equally 
divided between the two companies 
and each bulletin called attention 
to the special sale being conducted 
by the other store. 

Mr. Starks’ advertising activity 
does not end with mailings. Mer- 
chandise is neatly displayed with 
price tags and talking cards with 
brief sales messages. Stock is fre- 
quently shifted to give prominence 
to advertised items. 

These 
Sales prove that fact. 


advertisements are read. 
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THERMOMETER LINE 35c. up 
Only line of thermometers na- 
tionally advertised at such low 
e “prices, Guaranteed commercially 
e accurate. Selling big wherever 
0 shown. Women like the easy- 
le reading dial and unbreakable 
% feature. 
d, Models for oven, refrigerator, 
50 room, outside window, auto, 35¢. 
O- Handsomer designs, 50¢, 75¢, 
is $1.00. Bath (floats) 50¢. 
sf Candy-jelly-fat, $1.25. Humid- 
) imeter, $1.75. Humiditherm, 
$3.50. Catalog free. Ask your 
¢ wholesaler’s man to show you the 
at bie ane of "aman. attrac- Higher Quality Merchandise 
or tive models at 
0- Rochester Manufacturing 35° at No Higher Price 
ad Company, Inc. UP 
| 116 Rockwood St., Rochester, N. Y. 
Iy Ask Your Jobber 
it 
he DIAL THERMOMETERS HANOVER WIRE CLOTH CO. 
- EASY TO READ*ACCURATE Hanover Pennsylvania 
Bi®e ar< 
p AYt Every Hardware Man 
: h hi 
» 2 Should have this! 
di- = 
m- 
ner SELL BOTH 
= and profit from both 
~ sales. Speedy Sprayers 
‘by operate with auto, 
oth truck or tractor motor 
art for power, or from elec- 
ail- tric light circuit. A va- 
ly riety of models priced for 
ies all pocket books. Inex- 
ion pensive and dependable. 
ted Attractive counter display 
for quick, easy sales. - ’ 
vity DEALERS: Write at once write for your copy today . 
Sas. for complete details and prices. 
vith . . It’s the new Stewart Fence Catalog . . showing 
ith . beautiful illustration of actual installations—structural 
- m ix (> \ details—and it’s an avenue to more profits for you 
fre- FA, [} 
nce , , ona: The STEWART IRON WORKS CO., Inc. 
wall , 76 WN. PARRSIVE A 213 Stewart Block Cincinnati, Ohio 
e . ( a () * 
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ats New 


for Retail 


Hardware Stores 


Time Switch for 
Washing Machines 


This device is calibrated to show time 
required to wash various types of clothes, 
silks, cottons, overalls, colored clothes, etc. 
Pointer is set on dial to kind of clothes 
to be washed and switch automatically 





turns on washer and sets time in one opera- 
tion. Pointer can also be set at calibra- 
tion marked “wringer” which turns 
wringer on until work is completed. M. H. 
Rhodes, Inc., Rockefeller Center, New 
York City. 


G.E. Hotpoint Dorchester 
Model Coffee Makers 


Available in four, six and eight cup ca- 
pacities Dorchester models have porcelain 
enamel lifting handle by which drainer 
assembly can be withdrawn from upper 
bowl. Pyrex brand glassware is used. 
Cool black Calmold handle attached to 
lower bowl for pouring. Stove has spe- 
cially designed glow coil heating unit. 
Concealed terminals mounted on base plate. 
Special air controlled construction of stove 
permits air circulation between heating unit 
and lower bowl to prevent water remaining 
in contact with finely ground coffee longer 
than prescribed. Chromeplate finished 
metal parts. Six foot approved cord with 
“on” and “off” switch, miniature composi- 
tion appliance plug and G.E. molded rub- 
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| New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 


Cee. . kawnes 














ber attachment plug. Metal cover has cooi 
black Calmold lifting knob and is designed 
to hold upper bowl inverted after coffee is 
brewed. Carlton model coffee makers have 
been announced by the company. Listing 
at $6.95 the Carlton model has Pyrex 
Brand bowls and exposed metal parts are 





finished in Butler Chrome. A mixer has 
been introduced by the company which is 
available in three finishes, cream with green 
trim, green with crearn trim and green with 
contrasting black line around base. Motor 
built in base. Pyrex brand mixing bowls. 
The Yarmouth model electric toaster fin- 
ished in chromeplate and with mica core 
heating unit. List $3.95. Heating Device 
Sales, General Electric Co., Bridgeport, 
Conn. 


Bar-B-Q.-3 Picnic 
Forks, Broilettes, etc. 


Illustrations show U. S. extension fork, 
Broilette and Fryette models. Bar-B-Q-3 
extension forks are available in three styles. 
No. 1 illustrated measures 20 inches closed 
and extends to 30 inches. Five inch cool 
hardwood grip of hexagon shape, enameled 
in color. No. 2 is of same size but with 
open loop all wire handle. No. 3 is a 
“knapsack fork” which has ferrule, slide 
ring and 17 inch round hardwood handle 
enameled in color. When closed points 
are protected by handle. Fryette for grill- 


ing and frying hamburgers has cooking sur- 
face 4 inches in diameter. Available in 
two styles, four models, two being of ex- 
tension type. Broilette is available in two 
styles and four models and is for roasting, 














@~ ExTENSION @ 





FORK 


toasting, broiling, etc. All wire ends fin- 
ished. Jaws of broiler are each 3% x 35%”. 
Circular matter is available describing the 
line. Items list from 10c. to 25c. each. 
U. S. Mfg. Corp., Decatur, Ill. 


Pennwood Wall Clock 


Pennwood wall clocks are started and set 
from the front and complete works are 
fitted to one-piece molded base, supporting 
three Plaskon drums which carry num- 
erals. Operated at 60 cycles, 110 volts. 
Other cycles and voltages can be furnished. 
Offered in green, ivory, black, walnut, blue, 











white and red. Packed six in a case, one 
color or assorted. Has Underwriter ap- 
proved cord. List price, $5.95. Only hour, 
minute and seconds are shown in face, 
there being no hands. Said to be noiseless. 
The Pennwood Co., 7525 Kensington St., 
Pittsburgh, Pa. 
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Hoppe’s 
~ : brush! 
ss Cleaning “ae 
—_ PACKS Great 
household 
_ They know appeal 
cram, wane —Good Profit! 
them—and 
— every one is . 
a prospect. MOP-IT-ON is the new, easy, 
quick way to re-finish floors, —NOT WAX 
Order Your Packs... —— ts athank Coco 
ture. It’s a varnish that is ap -NOT LACQUER 
oking sur- —" Gun Cleaning Packs bring the hunt- plied with a folded cloth or cloth 
aiiahin. te eg hs a applicator. Average floor fin- 
ailable ers in—to “pick up” a Pack and see your tsieadd te 90 to 15 ecleten 
ing of ex- new stock for hunters. Contents—Hoppe’s No. 9 , a : 
ble in two Solvent for cleaning gun bores; Lubricating Oil net er wets Po sell, yields a good profit. Na- 
5 seaeing, for the working parts; Gun Grease to prevent poe Peo American Home. , Folders, 
> ; : isplay mats and electros available. Write for full 
rust; some cleaning patches; Gun Cleaning Guide. details. C : ; 
. - Get ready for Fall season. 
EE) Handy, quick sellers. Order NOW, from your 
regular Jobber. THE THIBAUT & WALKER CO. 
<==, FRANK A. HOPPE. Ine. 46th Road, Long Island City, N. Y. 





2314-A N. 8th St. Philadelphia, Pa. The Varnish thor 
New York—Ed. W. Simon Co., Inc., 302 Broadway MO p- |T- & N / 
™ Los Angeles—H. L. Bowlds, Mason Theatre Bldg. { Needs No Brush . 
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Hack Saw Blades 


sell themselves 





HARDWARE 
-— eee = (CLOTH 


34 x 3%”. : = 
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25c. each. Sore : MOLY Gp) Maen Saws 
| C O P . FE = oh POR meraL CUTTING 
Wasi el 
teen BEARING =— 
ted and set it S T E E L , : 
works are anf | 
supporting jill You can sell Superior 
iy So os . Brand with the assur- 
110 volts. 


' 


> furnished. ; ance that every roll is 
alnut, blue, + made from Standard 
size wire 


They look better; they cut straighter, 
faster and easier. They have proven 


G. F. WRIGHT STEEL & their worth in all classes of work. 


WIRE CO. “Moly's” sell for less but move faster. 


Worcester, Mass. 


Stock “Moly's“and you will sell “Moly's”’. 





a case, one 
srwriter ap- 
Only hour, 
wn in face, 
be noiseless. 
isington St., 


GENUINE “MOLY” BLADES ARE MADE ONLY 
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Wahl Standard Hair Clipper 


This clipper has handles of aluminum 
and entire clipper is of light weight. New 
top blade spring feature guides blade and 
assures proper tension at all times, says the 
maker. Blades are of hardest steel known, 
says the maker. Design and construction 





of blades permits hair to feed in easily and 
accurate fit between cap and top blade 
keeps out all cut hair. Of simple con- 
struction, easily oiled and cleaned. Avail- 
able in any size of blade including No. 1, 
%, 0, 00, 000 and 0000 with full year guar- 
antee. List $1.50. Wahl Clipper Corp.. 
Sterling, III. 


Glidden “Color-Seal”’ 


Said by the manufacturer to per- 
manently stop all “hleeding,” “Color-Seal” 
is recommended for use in refinishing such 
surfaces as stained woodwork, toilet seats, 
furniture, asphalt flooring, standpipes or 
any surfaces that “bleed” into or discolor 





: 7 
RS SEAL 


Tee 


St ou we ” m= connast 











succeeding finishing coats. It is designed 
as an intermediate coat, must not be used 
as a finish coat and should be used with- 
out addition of paint materials. Suggested 
retail selling prices: gallons, $5; quarts, 
$1.40 and half pints, 50c. Prices slightly 
higher in west and south. The Glidden Co., 


Cleveland, Ohio. 


“Florence Ranger” Outlines 
Campaign For Summer Months 


Describing the summer months campaign 
for Florence dealers, Vol. 3, No. 2, of the 
“Florence Ranger” has been issued. It 
reproduces window trims offered and il- 
lustrates the covers of Florence gas range 
folders for distribution to consumers. Pos- 
ters available to dealers are shown as well 
as various models of Florence oil stoves, 
gas ranges and circulating water heaters. 
Florence buffet gas ranges are illustrated 
and described. The “4000” buffet gas range 
was described and illustrated in the May 10 
issue of HarpwareE AGe. Florence Stove Co.., 
Gardner, Mass. 
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Display Card For 
Dunton’s Tinners’ Fluid 


This Tinners’ Soldering Fluid offered in 
3 oz. bottles, having a list price of 15c., 
is now offered with the attractive blue and 
white display illustrated. A bottle of the 
fluid is inserted in the card for display 
purposes. Bottle has metal cap and rubber 
cork. Antidote is indicated on _ bottle. 
Packed 12 bottles in a strong carton with 
display card. The M. W. Dunton Co., 670 
Eddy St., Providence, R. I. 


Warren Telechron 
“Airman” Clock 


The “Airman” electric clock is of square 
easel-back type for desk or table use. 
Offered in walnut or maple hand rubbed, 
lacquer finished case; former with chrome- 
plated bezel, convex crystal, etched-in black 
Roman numerals and black dial; the latter 
with gold finish bezel, etched-in white 
Roman numerals and cream white dial. 
Stands 5%” x 514” and 25” deep. List 
price $6.75. The “Starman” offered with 
square walnut or maple hand-rubbed, lac- 
quer finished case. The former has chrome 
plated bezel, convex crystal, black metal 
dial with silver finished stars in place of 
numerals. Maple case has gold finish bezel, 
convex crystal and black metal dial with 





gold finished stars. Dimensions and list 
price same as “Airman.” “Squarart,” square 
easel back model, has metal case with black, 
ivory and green finish. Convex crystal. 
Black numerals on grey numeral band bor- 
der a light cream dial. List $3.95. A new 
model “Minitmaster” with numerals on re- 
volving disc instead of dial and hands lists 
at $9.95. The Warren Telechron Co., Ash- 
land, Mass. 





Russell Electric Issues 
Air Conditioning Circular 


“The New Day for the Furnace Heated 
Home” is the title of a circular which is 
being sent dealers and wholesalers. It de- 
scribes the Russell “Hold-Heet” unit plan. 
Each unit is designed to do but one job 
and each may be purchased and installed 
separately. Use of four units gives com- 
plete winter air conditioning and summer 
cooling. Unit No. 1 is for automatic tem- 
perature, No. 2 for automatic humidity, 
No. 3 is for circulation and filtering and 
No. 4 is for summer cooling. Circular 
shows cut-away views of a home equipped 
with the four units. Each of the units is 
illustrated and described. Diagrams are 
included and price information is indicated. 
Factory supplied advertising helps are 
offered the dealer to the value of 2 per 
cent of his equipment purchases. Addi- 
tional circulars are available at 144c. each. 
The New Day—6 page, two color, consumer 
envelope stuffers are offered at 25c. per 
100. Dealer imprint available for 50c. per 
set-up, regardless of quantity. A unit plan 
for the boiler heated home will be an- 
nounced in August. Russell Electric Co.. 
378 W. Huron St., Chicago, Il. 


“Red Devil” Wood 
Scraper Display 


Designed to show the three best sellers 
in the “Red Devil” scraper line this dis- 
play shows “Red Devil” double blade 
household scraper, list 25c, “Red Devil” 
double*blade painters’ scraper, list 50c and 
new “Red Devil’ double blade reversible 
pistol grip scraper, list 75c. Display free 
to dealers at only cost of tools. Also sup- 
plied, including three sample scrapers. 
free with Standard Assortments No. 200 
and No. 201. A larger display No. 169, in- 
cluding 12 popular “Red Devil” scrapers, 
is available for larger hardware dealers. 
Full information available from manufac- 
turer and wholesalers. Landon P. Smith, 
Inc., Irvington, N. J. 


With Replaceable 
Double Blades 


PAINTERS 
NO Gacvensiece SCRAPER 


“258 | Pisto. Grip ScRaper/7 5¢ 50¢ 
TANDON P SMITH.Inc. IRVINGTON.N.J 





Mf r's.of the Genuine\Red Devil’ Glass Cutter 
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FORSTNER 
Labor Saving 


AUGER BIT 





Bores Any Arc 


of a Circle Many 

















New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 

direction regardless of grain or knots, 

leaving a_ true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 















for UL STOVES- RANGE BURNERS 


AN attractive, fast-moving 
item. Descriptive folder 
and prices from your 


jobber. 


THE RAYBESTOS DIVISION of 
Raybestos-Manhattan, Inc. 
BRIDGEPORT +» 2 CONN. 














DIRECT MAIL 


Addressing 
and Mailing Service 


Our Names and Addresses of Hardware Retailers Are 
Up-to-Date. 
Do Not Contain Dead Names—Have No Duplications. 
Include All New Names. 
Bring Maximum Success to Your Direct Mail Campaigns. 
—_——_e———__ 
Our Mailing Operations Are 
EFFECTIVE -ECONOMICAL*PROMPTLY EXECUTED 
Prices Reasonable. Write for Details. 


HARDWARE AGE ADDRESSING DEPT. 
239 W. 39TH ST., NEW YORK, N. Y. 











AUGUST 2, 1934 


Your Next Move 

















ATLAS “flat style’” BOXES 


The popular choice of alert Hardware Dealers. Flat, 
safe and convenient, these ! Ib. boxes of quality items are 
packed in attractive, fast-selling counter Display Cartons. 


Distributed through Hardware Jobbers 


ATLAS TACK CORPORATION 


Fairhaven, Massachusetts 


a 
Sore rere 
ze 


3 - - 
L KNOWN us, ft 


(AMERICAN = 


AMO TIW PLA 
SAE E OMPANY. ™ 


Pirrsaunsh 
"ee hagn ane. vs-7* oi 


For Hardware and Supply Trades 


We manufacture SHEETs of recognized reputation and 
value. For roofing, siding, gutters, spouting, air con- 
ditioning systems and general sheet metal work, use 


Keystone Copper Steel Sheets 


for lasting service and maximum Sheets, Heavy-Coated Galvanized 
resistance to corrosion. Insist upon Sheets, Formed Roofing and Siding 
AMERICAN Black Sheets, Keystone Products, Terne Plates, and USS 
Quality Sheets, Apollo Best Bloom STAINLESS and Heat Resisting 
Galvanized Sheets, Galvannealed Steel Sheets. Write for information, 


AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 


SUBSIDIARY OF UNITED Uc STATES STEEL CORPORAT! 


st) 
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Counter Display For 
“Gold Stripe” Brushes 


This attractive counter display for “Gold 
Stripe” brushes is furnished dealers with 
a brush assortment ranging from 1 in. 
flat varnish brushes to 4 in. metal bound 
flat paints, covering all average require- 
ments for the amateur painter. The assort- 





ment is offered as the result of studying 
the company’s sales for a number of years 
throughout the country. Assortment sells 
to dealer for $40.75. The company also 
offers dealers a brush display free with 
dealer imprint on it, with no manufac- 
turer’s advertising on it, and with space for 
marking price. Pittsburgh Plate Glass Co., 
Rennous-Kleinle Division, Baltimore, Md. 


Norge Oil Burner No. N-8 
This Norge Oil Burner N-8 is one of 


three models in the line and is said to be 
capable of answering 85 per cent of all 
requirements. Has split phase, 1/10 hp., 
110 volt, 60 cycle, A.C. motor with bronze 
sleeve bearings packed with long marine 
wool. Fabricated aluminum fan weighs 10 
ounces. Rotary type pump has maximum 





capacity of 20 gal. per hour. Electric igni- 
tion system. Readily adjusted pressure 
regulating valve. Whirlator flame _prin- 
ciple and comprises new and simple meth- 
od of progressive rotation of air through 
patented design of multiple vanes, com- 
pletely rotating entire mass of air in 
smooth movement; resulting in perfect mix- 
ture with oil for highest combustion eff- 
ciency says the maker. Listed by Under- 
writers’ Laboratories. Removal of three 
screws and lifting up of light weight cast- 
irig cover, exposes entire interior mecha- 
nism with complete accessibility of all 
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parts. Three castings only employed in 
manufacture. Combination spring and 
rubber mounting on motor with double 
rubber mounting on pump. Norge Corp., 
Detroit, Mich. 


Stanley Non-Sparking Tools 


For use in industries confronted with 
explosion and fire hazards in their pro- 
duction and maintenance work, these 
Stanley Non-Sparking tools are offered. 
Made of wrought beryllium copper these 
tools are non-magnetic and non-sparking 





and by actual test they are almost as 
durable as steel tools of similar design 
and size, says the maker. These tools are 
said to give absglute safety with practically 
no sacrifice in the work value of the tools. 
Folders are available illustrating and de- 
scribing Stanley Non-Sparking tools, and 
giving technical data on them. Illustration 
shows some of the members of the line. 
The Stanley Rule & Level Plant, New 
Britain, Conn. 


G. E. Multiple Burning 
Christmas Tree Lamp 


This multiple burning Christmas tree 
lamp does not affect the other lamps in a 
string when it burns out. Slightly larger 
in size and using only a little more elec- 
tricity than the series-burning variety it 
has several new features. Burning life oi 
500 hours. Has candelabra screw base and 
is designed for use on circuits from 110 to 
125 volts. Diameter of 15/16 inches, 214” 
in length. Available in white, red, blue, 
green and orange. List price 12c. Incan- 
descent Lamp Dept., General Electric Co., 
Nela Park, Cleveland, Ohie. 





Skippy Airflow DeSoto 
Model Automobile 


This pedal-propelled automobile is a re- 
production of the Airflow DeSoto and is 
fully streamlined to reduce wind resistance 
to a minimum, etc. Radiator, hood, hood 
louvres, headlights, lettering on hub caps, 
etc., have been accurately reproduced. 
Green and yellow color combination adds 
to smart appearance. Skippy Racers, Inc., 
Toledo, Ohio. 


Barcol 12” Two-Bladed 
Airplane-Type Propeller 


This 12-in. Barcol electric fan lists at 
$14.50. Brown bakelite base and pedestal. 
Base has six inserted rubber feet and is 
weighted to give steadiness when running. 
Ninety-degree oscillating mechanism has an 
on and off clutch. Fan may be tilted 
through 115 degrees. Two-bladed airplane- 
type, polished aluminum propeller spins 
inside cadmium plated wire guard to move 
555 c.f.m. with shaded pole motor running 
at its high speed. Lower speed, moving 
470 c.f.m., is available with high-low-off 





switch built in on back of motor case. 
Input 42 watts at high speed, 27.5 at low 
speed. Has 8-ft. flexible cord and two-part 
plug. Packed individually in special re- 
inforced corrugated board carton. Net 
weight 54% lb. The Barber-Colman Co., 
Rockford, Ill. 





Schrader Pencil Type Tire Gage No. 7750 


This pencil-type tire gage, calibrated 
from 10 to 50 Ibs. in one pound units has 


dicator bar. Packed in units of five, one 
gage mounted on three-color display stand, 








no delicate parts. Finished in chromium 
with pocket clip, non-skid ball foot and 
newly designed easily read four-sided in- 


the other four in attractive individual 
boxes. A. Schrader’s Sen, Inc., 470 Van- 
derbilt Avenue, Brooklyn, N. Y. 
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A Revelutionary Imprevement in GLASS CUTTERS with OILMATIC 
The Only Self-Oil-Feeding Glass Cutter on the Market 
A sure cut with each stroke of the wheel. 
The amateur at once becomes an ex- 
perienced Glass Cutter. 
Oil, the secret of a sure cut, 
flows into the cut as the wheel rolls over the 
surface of the glass. No more cold cuts. Our wheels 
Pen are especially hardened, tempered and precision honed and 
med interchangeable. 
stance OILMATIC A LIFE TIME TOOL 
noc OILMATIC GLASS CUTTERS, Ine. 
luced. 160-16 Jamaica Avenue & Jamaica, New York 
adds 
, Inc., | 
Packed in a neat leatherette 
od case. No delay or confusion 
nd is in hunting for the correct 
ining. size drill. 
lias an ‘ew 
tilted 
wo A QUICK SELLER _ ee deals 
spins | b 7 
nor 7, :! , BRUSH-NU COMPANY , 1 
ing a aa — - / —=—, 
ong S Tae STANDARD TOOL (0. S tc 3) (c 
ow-off New York CLEVELAND Chicago 4% 
‘aeons e The items below are 
Nati @) n FN | all big sellers: 
a "Geaneoenseh 
HARDWARE | #02 BUILDERS’ HARDWARE 
ae Ir k and sell high 
EETS all the specifications of Canasewras neces culls canon. tise 
exacting builders. Acomplete ag A og The Lockwood Line of Locks and 
line; modern in design and built of SASH LIFTS a ope mse A ae ag a 
: ; good margin of profit to the dealer 
the finest materials. and a fine value to the consumer. 
A catalog presenting the facts ’ 
awaits your request. 
cae LOCKWOOD HARDWARE MFG. CO 
t low N ‘ MH r . 
ational Manufacturing Co. } 
_ STERLING «: ILLINOIS 8 Division of Independent Lock Co., Fitchburg, Mass., U. S. A. 
Net 
Co., 


GRANITE STATE LAWN MOWERS 


SERVE ALL GRASS CUTTING REQUIREMENTS 
Cy e | LEADERS IN QUALITY AND SERVICE FOR SEVENTY-FIVE YEARS 
Bor Vi —_ Tae @ Built with 8, 9 and 10 inch wheels—3, 4 and 5 knives. 


tand, 


New fool-proof self-adjusting ball bearings—Spring 
cover oil cups—Easy knife adjustments and high grade 


A es throughout. 
= SWE \ 24 @ 12” TO 20” CUTTING WIDTHS @ 
| es ae ae : GRANITE STATE MOWING MACHINE CO. 
dual i HINSDALE, NEW HAMPSHIRE 


Van- 
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TIPPIT DISPLAY SELLS FOR YOU 
SELL TIPPIT DOOR HOLVERS 10 


-- Contractors -- 
Factories 
- Public Buildings -- Cast brass -- 










Architects -- Builders 


Twit i | Homes -- Stores -- Offices -- 


AK bronze -- and malleable iron. 
Two Sizes -- All Finishes 
Write for Circular Catalog! 
SUPERIOR SPRING HINGE CO. 
548 West Lake St. 











Chicago 








SNELL 


Improved Ship, Public Utility, 
Expansion, and Solid Centre 
Bits. Send for catalogue, or 
see our advertisement, the 
Catalogue and Directory of 
Hardware Age. 
SNELL MFG. CO. 
Fiskdale, Mags. 


BITS 


BHatablished 
1790 
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ACID CORE SOLDER 


A super-solder made 
from virgin metal, 
cored with a _ better 
flux is the secret of 
why users like it best. 
Profitable seller. Send 
for Free Sample. 


The Ruby Chemical Co. 


58 McDowell St., Columbus, Ohio 











STEEL BRICK HODS 


Have been used 
for years 
because of 

their strength 
and lightness. 





Ne. 162 22”x10" All steel 
Brick x7” deep 

Prices Will Interest 
The Cleveland Wire Spring Co. 


E. 38th St. and Hamilton Ave. 
@ @ CLEVELAND, OHIO © @®@ 














STEELGRIP 


Flexible Belt Lacing 


American made, 20% 

stronger. Sizes for all 

power and conveyor 

belts. In assorted 
boxes and handy 
cartons, 2 - piece 
hinged rocker 
pins. 


Write for Sample 
ARMSTRONG-BRAY 





315 N. Sheldon St. 
Chitago, U.S.A. 














KRUSTOFF 


Cleans and prevents 
rust on polished top 
enameled stoves . 
ovens... furnaces... 
stove-pipes . . tools 
. machinery. 
Made and sold by the 
makers of Stovink. 
IGUNBEHS LABORATORY, 


Worcester, Mass. 








|Fatal Traffic Accidents Increase As Street 


| 
| 





Lighting is Decreased 


HE close relation between street 
lighting and street safety is one of 
those facts of urban civilization which 
cannot be ignored without tragic conse- 
quences. Nowhere have the conse- 
quences of this relationship been more 
sharply demonstrated than in Detroit. 
Following the collapse of values in 
1931 the resources of the Motor City’s 
municipal government rapidly fell to a 
point where severe economies were re- 
quired. An early object of the econ- 
omy measures was the city’s street 
lighting. Drastic reductions in service 
were ordered and the city fathers stood 
by piously waiting for good to come 
from this saving. Instead of saving, 
however, the results were chiefly sig- 
nificant for the human sacrifice in- 
volved. Relatively insignificant dollar 
savings were contrasted with large and 
appalling increases in traffic accidents. 
The economy measures in this direction 
had to be speedily revised. 

With a restoration of a considerable 
portion of the lighting affected by the 
economy program, a notable reduction 
in traffic accidents was accomplished. 

Just recently L. J. Shrenk, superin- 
tendent of the Public Lighting Com- 
mission, summed up the experience of 
three depression years in street light- 
ing with an expressive chart. Mr. 
Shrenk’s figures, showing the relation 
between street lighting and traffic acci- 
dents, are shown below in their start- 
ling commentary on the human side of 
municipal economy. 


Calling the relation between street 
lighting and traffic accidents for 1913 
normal or 100 per cent, we find that in 
1932 a drop of a third of the lighting 
was reflected in a doubled figure for 


STREET LIGHTING VS TRAFFIC ACCIDENTS 
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traffic accidents. In 1933, a move hav- 
ing been made to right the wrong of 
1932, the street lighting was upped to 
80 per cent of 1931 and thereby re. 
duced the traffic toll to 150 per cent 
normal. The necessary moral being 
that small savings in street lighting 
make large reduction in human sacri- 
fices. 

Between headstones and street lights 
there seems to be no difficulty of choice. 
Every city must make the choice and it 
seems reasonable to suppose that ex- 
perience along this line dictates the 
wisdom of finding the wherewithal to 
keep the streets safe—The Magazine 
of Light, General Electric Co. 











This display by the Hanover Wire Cloth Co., Hanover, Pa., attracted a great deal of 
attention at the DuPont Exhibit at Atlantic City. The black and white reproduction does 
not show the real beauty of this display, which, by its golden bronze and electro- 


plated colors, gave a beautiful play of light and shade. 


It is an example of what may be 


done with screen wire in modern display. 
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PACKAGED TO FIT THE 


| CUSTOMERS NEEDS 


; Gardiner Repair-All Solder (Acid-Core) 
is obtainable from your jobber in 1 and 
5 pound spools to fit the requirements of 
larger users, farmers, garages and mechan- 
ics. And then there is the handy household 
package which retails for only 18 cents. 
Gardiner Repair-All Solder, regardless of 
the size of the package, is the same high 


ardiner quality with a uniform 


flux core. 
Ns ACID-CORE SOLDER 






GARDINER METAL CO. 
4821 So. Campbell Ave. 
Chicago Illinois 





A2 years of Consistent 


Sereen Cloth Service to Dealers 


Hard drawn steel wire screen cloth, full 
@ 
ww 
y/ 


gauge, perfectly woven, heavily zinc 
coated after weaving, lacquered, attrac- 
Hard drawn bronze metal wire, 
full gauge, perfectly woven with 


tive White Satin Finish. 
uniform mesh, lacquered, Bright 





po” 


New York Wire Cloth Company 


500 Fifth Avenue, New York a) Factory: York, Pa. 








| BEGIN THE FALL SEASON RIGHT! 


Stock—Recommend and Sell 


R. MURPHY ’S STAY SHARP 
PAPER HANGERS’ KNIVES 


Other Gooa Lhe standard of excellence for 84 years 


Sellers 
Shoe Knives 
Oyster Knives 
Skiving Knives 
Rubber Knives 
Clam Knives 
Mackerel Knives ~_ <i i ’ 
~on yo . = — 

runing Knives - ‘ 

Olleloth Knives Made with Round Blades (2 sizes), Pointed Blade (1 
Plaster Knives size), Square Point Blade (2 sizes)—A knife to meet 
Kitchen Knives every preference and need of paper hangers. Continual 
Stencil Knives satisfaction means their continual trade. Write for cata- 
log of the complete line—and prices. 


Manual Training 
Knives 

ROBERT MURPHY’S SONS CoO. 

AYER, MASS., Est. 1850 








Roofing Knives 

Shirt Cutters, 
Blades and 
Handles 











Equipment For Range and Fuel Oil 








OPENINGS FOR Tanks, 
Is GUAGE 
Stands, 
Faucets, 
Gages, 
Vents, etc. 


ECONOMIC 










Sa Steel Rack Co. 
pane err 5 Everett, 
Mass. 








UFAIN TAPES— 
RULES and TOOLS 


In distributing them the dealer sells perfect 

satisfaction in the form of accurate mark- 

ings, easy, convenient operation and long 
service. Handle them with confidence. 


Send for Catalog 


THE [UFKIN foULe C0. 


SAGINAW, MICHIGAN 


106 Lafayette St., New York City 















COIL CHAIN 


Other Hodell Chains 


WELDED — Proof Coil Chain @ Steel 
Loading Chains @ Trace Chains @ Well 
Chain @ Cow Ties®@Log or Binding 
Chains @ Heel and Butt Chains @ Breast 
and Wagon Chains © WELDLESS— 
Tie Outs @ Pump Chain @ Porch 
Swing Chains @Cow Ties @ Dog Chains 
@ Sash Chain 


THE CHAIN PRODUCTS CO. 
3934 Cooper Ave., Cleveland, Ohio 
Established 1886 
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MFGD. BY ...RADIO STEEL & MFG. CO. 
6515 WEST GRAND AVENUE, CHICAGO 


AUGUST 2, 1934 





Everybody who sees 
them wants the new 


MOORE 


s — 
Aluminum Push-Pins 
To Hang-up-things 

Can be hammered into walls without breaking. Won’t 
mar wall paper or plaster. 
In Window-front Packets, 6 for 10 cents 
Our small Counter Displays hold one dozen packets 
and make continuous sales for dealers. 

Order from your Jobber and get your share 

of the profits. Our new Price List of all 

our products now ready. 


MOORE PUSH-PIN CO. 
113-125 Berkley St. PHILADELPHIA, PA. 
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LINDSAY Gasoline Mantles 


For use on all Gasoline 


Weave Rayon Mantle, No. 
161 Cotten Mantle, and 
No. 2 Single Weave Rayon 
Mantle. All three types 
acid-free and sealed in 
moisture-proof cell 
envelopes, dozen-size 

and gross-size display car- 
ton. From your jobber or 
write us direct. 


LINDSAY L LIGHT CO., CHICAGO, U.S.A. 














ROCHESTER ADJUSTABLE 
SASH BALANCES 

A product of Guar- 

anteed quality. Real 

<a profit in handling 

> them. 







Write for prices. 


Rochester Sash Balance Co., Ine. 
Rochester, N. Y. 














You can make a 
real profit by han- 
dling some of the 
larger and better 
grade Rim Locks. 


SKILLMAN 


makes the most complete 


line 


Order through your 
obber. 


Skillman Hdw. Mig. Co. 
Trenton, N. J. 















FOR 80 YEARS 
at A DEPENDABLE @) 


BOLTS: NUTS -SCREWS-RIVETS 


Write for Catalog, 


‘CLARK Bros Pour (b 


BEMISS STREET, _MILLDALE, CONN. 





Good 
Management 


is merely the transmission of 


* the intentions and purposes 


of the management through 


the staff to the customers 





put it up to the syndicate referred 
to above. Here the proposition could 
be rechecked and possibly one out 
of every five might be found satis- 
factory. In that case, the money 
would be advanced, either on an 
interest basis or on a stock sharing 
basis, or on a basis of both interest 
and a share of stock in the concern. 
Of course, many different arrange- 
ments would have to be made. 

In some cases it might be neces- 
sary to supply management, take 
over the handling of the business, 
and even assume control. A scheme 
of this kind, of course, is not for 
trust funds, or for widows or 
orphans. Let us admit the business 
risk. But the risk would be taken by 
men who are able to stand a loss, if 
necessary, but at the same time by 
men of business experience and good 
judgment who would check up each 
of these propositions carefully be- 
fore investing a cent. Suppose out 
of five cases handled in this way four 
were either failures or only resulted 
in getting the money back. But if 
the fifth case proved to be a great 
success, it would more than make up 
for the losses. These successes flash 
across the business firmament from 
time to time and pay very hand- 
somely indeed. 

It seems to me as I review the 
passing years, that in the old days 
both bankers and merchants were 
willing to take a chance. They 
looked upon chance taking as a part 
of their business. That is where ex- 
perience and good judgment come 
into the game. Nowadays the whole 
idea seems to be to make a little 
profit without taking any chances. 
Sometimes this little profit that we 
are willing to take proves to be a 
much more dangerous investment 
than taking a chance would have 
been. 

The proposed syndicate could bor- 
row money today at exceedingly low 
rates. By careful checking up the 
prospects, the chances of loss would 
be reduced to a minimum. Those 
supplying the money, of course, 
through a treasurer or otherwise, 
| would keep track of how the money 











About Banking 


(Continued from page 32) 


was spent. And if the businesses so 
started proved successful, the banks 
would gain accounts. 

There is just another thought in 
this connection. Large businesses 
in most cases are top heavy with 
overhead expenses and bond and 
stock issues. All this finally lands 
in the cost of the goods. Just at this 
time if some of the younger ex- 
perienced business men could raise 
some capital, they could start manu- 
facturing goods at such a low cost 
that they would certainly make very 
interesting competition for some of 
these old top-heavy, high-cost insti- 
tutions. In the old days these young 
hard-working ambitious, experienced 
men managed to get the capital, but 
today the banks are so cautious in 
making their loans, they are so 
anxious to remain liquid that the 
younger generation find it next to 
impossible to get a start in business. 

I don’t pretend to be a_ banker. 
In my time I have borrowed a lot 
of money from banks. I owe a debt 
of gratitude to them. I have been 
a director in a bank. Possibly the 
plan I mention is old and may have 
disadvantages, but I can’t see why it 
shouldn’t work. Sitting in my office 
I constantly come in contact on the 
one hand with businesses that could 
be put on their feet with a little 
working capital, and on the other 
hand with bankers who’ are trying 
hard to get business. They need 
accounts. One banker showed me 
their statement with very large de- 
posits. I remarked: “Your deposits 
are in the wrong column. They 
should be on the liability side rather 
than on the asset side.” “You're 
absolutely right,” he replied rue- 
fully. 

Most banks have no machinery for 
going out and hunting up _ these 
“good chances.” A lot of people 
today would not dare to enter a bank 
and try to borrow money unless they 
had government bonds for security. 
There must be some way to set up 
machinery to supply money where 
the chance for profit is a good one. 
Why isn’t the above plan a practical 
and logical answer to this? 
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COBURN 


DOOR HANGERS and TRACK 


@A complete line of hangers for 
every type of door—regardless of 
weight and size. We will be 
pleased to have you submit your 
problems to our engineering de- 
partment for proper type of in- 
stallation for your requirements. 


Since 1888 Coburn Products Have Been Dependable 





COBURN TROLLEY TRACK CO. 


HOLYOKE, MASS. 















A clean 
Made in = et 
3 Quality . 
rth - Sturdy, rigid 


shank, polished 
finish, drives where 


’ 
- ’’ and 
eda you want it to go. 


“Union” —in the 
modern plant of the 


oldest horsenail manu- Sharp, perfect point, 







facturer — est. 1865. easy to drive. 0 gRrVATlOn Asoy, 
.) 
so oof PADs 
In all popular sizes, priced for your profit 
—jobber, retailer, blacksmith and user. 
Write for prices—order from your dealer. 





FOWLER & UNION HORSE NAIL 


1032 MILITARY ROAD, BUFFALO, N.Y. 








Genuine Sandvik 











Together with the OBERG FILES combine the 


necessary features of durability and fast cutting. 
From Your Jobber or Write: 


SANDVIK SAW & TOOL CORPORATION 


109 Lafayette Street 740 North Washington Ave. 
New York, N. Y. Minneapolis, Minn. 





Dealers reason that wrench users know what 
they want—when they ask for a COES 
“Knife-Handle” Wrench they do not substi- 
tute, but sell the COES and retain the trade 
and good will of every customer. 


COES “Knife-Handle” Screw Wrenches serve 
all general purposes for shop and home use. 
Sizes: 6 to 18 inches. COES quality has made 
and held customers since 1841. Sell them with 
confidence. 


Ask your Jobber 
€ OUR CONDEN: SED. Ota 


rH 7 ETON wat BEMIS & CALL CO. 


Springfield, Mass. 























Moe’s Poultry Waterer 


A Modern Sanitary Fountain, easy to 
clean inside and outside. 

Has Double Walls which keeps the 
water cool and fresh. Operates on the 
vacuum principle, no valves or com- 
plicated parts, and the water feeds auto- 
matically to the pan without waste. 
Write for 72 page Catalog of Moe’s Big 
= of Supplies. A profitable line to 
sell. 


3 + T & COMPANY 


2305 Davis Street North Chicago, Ill. 




















MOLDED RUBBER GOODS 
- & if) = > 


We stock a complete assortment of rubber 
tips and bumpers, and are equipped to manu- 
facture most anything for your special re- 
quirements. Catalogue No. 50 on request. 


ELASTIC TIP COMPANY 
370 Atlantic Ave., Boston, Mass. 


© um may F 

















U. S. ENAMELED ROASTERS 


WRITE FOR PRICES 


OVAL ROASTERS 
Made in 
12, 14, 15 and 18 inch sizes 





DOUBLE WALL COLORS: 
ROASTERS tage Sak, Green 


Made in 15 and 18 inch sizes Blue Speckled 


UNITED STATES STAMPING CO. 


Quality Enameled Ware 


MOUNDSVILLE WEST VIRGINIA 




















~) 
CHAINS 
STRONG 


DEPENDABLE 
for all purposes 
in all sizes 





® ACCO 








Ask your Jobber, or write 
AMERICAN CHAIN COMPANY, Inc. 


BRIDGEPORT, CONN. 4 
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CLASSIFIED ADVERTISING 
RATES 





Positions Wanted Adver- 
tisements at Special Rate of 
one cent a word, minimum 
fifty cents per insertion. 








Use the “Classified Opportunities Section” to Reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 
apply to “Help Wanted,” “Business Oppor- 
tunities,” “Sales Accounts Wanted” and 
“Sales Representatives Wanted” advertise- 


ments. 
Set Solid, Maximum of 50 words..... $3.00 
Each additional word ........+..+-. 06 
All Capitals, Maximum of 50 words... 4.00 
Each additional word ..........- .06 


Allow Seven Words for Keyed Address. 


Remittance Must Accompany Order 





Send check or money order, not currency 


Samples of merchandise, literature, catalogs, etc., will not be Sammie’ 





ee DISPLAY RATES 





Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 
ments, 





HARDWARE AGE is published every other 
Thursday. Classified forms close 13 Days 
previous to date of publication. 
Address your advertisem —_ and replies te 
HARDWARE AGE, Classified A a les, 
239 West 39th St., New York City. 











BUSINESS OPPORTUNITIES 


ADVERTISING—HOME STUDY. THE AD- 
VERTISING MINDED hardware’ merchant 
makes the most money. Send name and address 
for booklet outlining new home study course. 
Hundreds of successful retail merchants have 
graduated from this old established school. Write 
today. Address Page-Davis School of Advertis- 
ing, a Michigan Avenue, Dept. 248 C, Chi- 
cago, Il. 














SALES ACCOUNTS WANTED 





BELIEVE IT OR NOT WE sell the hardware 
jobbers of the Atlantic Seaboard from Washington 
north. We know the eastern trade thoroughly 
through years of favorable contact. We need two 
additional established lines going to hardware 
jobbers and department stores. We handle non- 
conflicting lines and limit ourselves to representa- 
tion which we can handle personally. Address— 
Edwards Sales Factors, 45 W. 34th St., N.Y.C. 
Edward Weingarten—Roy F. Soule. 





NEW LINES WANTED—OLD AND ESTAB- 
LISHED MANUFACTURERS’ REPRESENTA- 
TIVES WITH MANY YEARS OF SUCCESS- 
FUL SELLING EXPERIENCE IN THE 
SOUTH AND SOUTHWESTERN STATES 
DESIRES ONE OR TWO NEW LINES ON 
SALARY OR Corea BASIS. WE 
COVER THIS _ TERRIT WITH MEN 
WHO KNOW THE TRADE. AND ARE CA- 
PABLE OF GETTING YOU BUSINESS. AD- 
DRESS BOX B-450, CARE OF HARDWARE 
AGE, NEW YORK CITY. 





MANUFACTURERS, ATTENTION — ARE 
YOU SEEKING distribution in New York City 
and nearby sections? We can offer you our 46 
years of representing staple lines with unusual 
stock and shipping space in the heart of the 
hardware trade. We desire additional lines on an 
exclusive agency basis for brass goods, nuts, 
bolts, factory, machinists’ supplies, replacement 
parts service, house furnishing items of merit. 
Address Box B-424, care of Harpware Ace, New 
York City. 





FORMER HARDWARE JOBBING EXECU- 
TIVE, BUYER for 27 years with nationally 
known jobbing house, desires to represent a select 
list of hardware manufacturers in the Twin Cities 
and contiguous territory. Have intimate knowl- 
edge of jobbers and retail hardware business in 
all its phases and ramifications. Wide acquaint- 
ance in territory mentioned. If you are looking 
for a man with long experience, clean record and 
demonstrated sales ability, write me your propo- 
sition. Address Box B-462, care of HarpWARE 
Ace, New York City. 





MANUFACTURER'S REPRESENTATIVE. 
HIGH GRADE, EIGHTEEN years’ contact with 
jobbers of hardware, sporting goods. and mill sup- 
plies in New York, Pennsylvania, Ohio and Mich- 
igan, now carrying two lines; desires one more 
good line of merit. No proposition too large. 
Territory covered by car. Commission basis. Ad- 
dress Box B-463, care of Harpware Acr, New 
York City. 
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SALES ACCOUNTS WANTED 





MANUFACTURER’S AGENT LOCATED IN 
New York City, with four traveling salesmen 
covering New York, New Jersey, Pennsylvania, 
Delaware and export trade, desires an additional 
account of major importance for the hardware 
trade. Commission basis. Address Box B-464, 
care of Harpware AGE, New York City. 








WANTED FOR NEW ENGLAND, ADDI- 
TIONAL quality line. Direct factory representa- 
tive. Am selling wholesale and retail hardware, 
agricultural, paint, hotel supply, and department 
store trade. Have sold this trade for 16 years. 
References furnished. Can promise conscientious 
representation. Address Box B-458, care of 
Harpware AGE, New York City. 





SALES REPRESENTATIVES WANTED 





NATIONALLY KNOWN BUILDERS’ 
HARDWARE MANUFACTURER has several 
choice territories open for men with a following 
among architects and contractors and experienced 
in selling builders’ hardware or building mate- 
rials through the dealer. Commission basis. Ad- 
dress Box B-453, care of Harpware AcE, New 
York City. 


SALESMEN WANTED. UNDERHILL, 
CLINCH & CO. will consider applications for 
sales positions from experienced men with fol- 
lowing in Long Island, Westchester, Connecticut, 
New England, New Jersey and greater Metropoli- 
tan District. Address Replies—Underhill, Clinch 
& Co., Port of Authority Bldg., 79 9th Ave., New 
York ‘City. 








SALES REPRESENTATIVES WANTED 





WANTED BY MANUFACTURER — FULL 
TIME SALESMAN WITH ACQUAINTANCE 
IN EASTERN NEW_ YORK, PENNSYL- 
VANIA AND NEW ENGLAND. 
HOUSEFURNISHING AND BU 
HARDWARE TO JOBBER AND DEPART- 
MENT STORE TRADE ONLY. STATE AGE, 
AND FULL PARTICULARS, EXPERIENCE. 
ADDRESS BOX B-460, CARE OF HARD- 
WARE AGE, NEW YORK CITY. 





WE NEED GOOD LIVE WIRE SALES- 
MEN. Prefer those with established following 
who have sold plumbing specialties and hardware, 
calling on engineers, managers of office buildings, 
hotels, apartments, schools, hospitals, laundries, 
mills, factories, packing houses, stores, banks, and 
all types of buildings preferred. Exclusive sale, 
full territory protection to right men. Exceéd- 
ingly liberal commission. Address Box B-465, 
care of Harpware AGE, New York City. 





WANTED: SALESMAN OR MANUFAC- 
TURER’S REPRESENTATIVE soliciting hard- 
ware and department stores to take on lawn grass 
seed as side line. Will furnish sales help to 
acquaint you with line. Qualifiers will be given 
regular drawing account against commission. 
Looking for permanent help. Application will be 
treated confidentially. Address Box B-461, care 
of Harpware AGE, New York City. 





MANUFACTURER HAS TWO SALES- 
PROVEN products for a few salesmen now han- 
dling other lines. New York metropolitan terri- 
tory. Commission basis. Dealer and jobber out- 
lets. Over four hundred dealer accounts avail- 
able for repeat business in this territory. Addi- 
tional territory also available. State references. 
Address Box B-456, care of Harpware Acre, New 
York City. 





MANUFACTURERS’ REPRESENTATIVES 
—OPPORTUNITY OPEN TO add one of lead- 
ing nationally advertised lines of popular bench 
woodworking machinery selling to leading retail 
hardware, mill supply and machinery trade. Good 
territories open Southeast, South Central, Middle 
West States. Write fully as possible first letter. 
Address Box B-455, care of Harpware AGE, New 
York City. 


WANTED—SALESMAN WITH A _ FOL- 
LOWING among Hardware, Department Stores, 
etc. to sell a quality line of Iron Pipe Fittings 
direct to the trade. Men now having a good 
following will find our proposition contains an 
unusual possibility for substantially increased 
earnings. Write at once to Box B-469, care of 
Harpware Ace, New York City. 





WANTED—SALESMEN TO SELL CHRIST- 
MAS Tree Lighting sets and lamps which have 
new and unusual features. They can be carried 
as a side line if you have an established trade. 
State experience and territory covered. L. 
Dewey Company, Dept. HA, Syracuse, N. Y. 





EXPERIENCED SALESMEN CALLING ON 
HARDWARE stores, hardware jobbers and glass 
trade to sell the only self-oil-feeding glass cut- 
ters on the market. Handy side line. Commis- 
sion basis. Address Box B-454, care of Harp- 
warE AGE, New York City. 








POSITIONS WANTED 











Hardware Personnel 


FOR THE HARDWARE 
AND 
ALLIED INDUSTRIES 


WHOLESALE RETAIL 


Men and women are registered in this bureau who 
can successfully fill any position listed below. Well 
recommended and trained in their occupations. 
MANAGERIAL DEPARTMENT 

Assistant managers, department managers. 
SALES DEPARTMENT 

Assistant sales manager, salesmen, inside and 

outside, sales correspondents, price clerks, order 


clerks. 
PURCHASING DEPARTMENT 


truek or chauffeurs, 





clerks. 

SHIPPING DEPARTMENT 
Shippi clerks, i $ 
porters. 

STOCK DEPARTMENT 
Stock men, order pickers. 

ADVERTISING AND PUBLICITY 
pp age compilers, circular layout men, ma- 
chine operators. 

CREDIT. DEPARTMENT 
Credit men, assistants, collectors. 


BILLING DEPARTMENT 
Pricing clerks, billing machine operators. 
AIL DEPARTMENT 


anagers, assistants, cashiers, counter clerks, 


store salesmen, store boys, shipping clerks, re- 
ceiving clerks, locksmiths, repair men. ! 


NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


This is the only employment agency which special- 
izes in the hardware and allied industries. 


Associated Placement Bureau 


152 West 42nd Street New York City 
Wis. 7-1802, 1808 
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POSITIONS WANTED 


POSITIONS WANTED 





YOUNG MAN WITH OVER SEVEN years’ 
general office experience desires a position with a 
manufacturing concern as credit manager, general 
office work, or salesman. Experienced in seed, 
farm implements, repairs, hardware, feed, and 
poultry supplies. Willing to locate anywhere. 
Address Box B-466, care of Harpware Acre, New 
York City. 


CAPABLE SALESMAN, 12 YEARS OF 
VARIED selling experience, following amongst 
hardware, paint and housefurnishing stores in 
New York and Long Island, desires to connect 
with prominent manufacturer or jobber selling to 
that trade. Has own car. Salary or Salary and 
Commission. Box B-467, care of HarpwarE AGE, 
239 West 39th Street, New York City. 


RETAIL SALESMAN, EXPERIENCED IN 
JANITOR and apartment house supplies and latest 
method of receiving and shipping. Neat mechanic 
and capable window dresser. Married, age 28. Re- 
side New York City. Well recommended. Com- 
pensation secondary consideration. Willing to go 
anywhere. Address Box B-452, care of HARDWARE 
AGE, New York City. 


SALESMAN AND DEPARTMENT HEAD 
NOW connected with large chain store organiza- 
tion desires position as traveling salesman repre- 
senting reputable concern. Twenty-four years’ 
experience, three of which were spent traveling 
on the road. Address Box B-459, care of Harp- 
ware AGeE, New York City. 











EXPERIENCED TRAVELING SPECIALTY 
SALESMAN who has had twenty years varied 
selling, advertising and promotional experience to 
wholesale hardware, auto, mill, mine, plumbing, 
sporting goods, railroads, large industries, mai] 
order and chain stores covering the U. S. and 
Canada, would like to connect with a manufac- 
turer as salesman. Correspondence invited. Ad- 
dress Box B-457, care of Harpware AcE, New 
York City. 








CONSTRUCTIVE KNOWLEDGE AND EX- 
PERIENCE OF modern retail hardware, house- 
furnishing, toy and electrical appliance store man- 
agement is my paramount asset. Fully versed in 
up-to-date managing, displaying and a_ business 
getter. Immediate position desired should call for 
application of these qualifications plus full man- 
agerial responsibility. My age is 34. Locate New 
York State, New Jersey or Conn. Address Box 
B-448, care of HaRpware AGE, New York City. 





WANTED: POSITION AS BUYER AND 
Salesman in retail and wholesale hardware, either 
in auto supplies, hardware, both builders’ and 
nousefurnishings, or paint. Am a live wire. If 
you are interested in a salesman, not a clerk, 
would like to hear from you. Address replies to 
Box B-468, care of HarpwareE AGE, 239 West 
39th Street, New York City. 





POSITIONS WANTED 
MANUFACTURERS, ATTENTION — ARE 
YOU INTERESTED in obtaining the services of 
a man, 34 years old, who is not afraid of work 
and will give you the proper type of representa- 
tion? Eleven years’ experience calling on the 
hardware trade, retail, jobbers and mill supply 
houses. Six years in Southwest. Prefer South- 
west territory but would consider Middle West. 
Can furnish best of references. Address— 
Ralph J. Compton, Lamar Annex Hotel, Houston, 
Texas. 











WANT TO REPRESENT A _ well-rated 
manufacturer, hardware or electrical specialties, 
Illinois, Wisconsin and Iowa, Chicago headquar- 
ters. Well acquainted with the electrical and 
hardware jobbers and trade alike in this terri- 
tory. Salary or drawing basis. Highest refer- 
ences. Address Box 7542-A, Harpware AGE, 802 
Otis Bldg., Chicago, III. 





WANT CONNECTION WITH _ ESTAB- 
LISHED MANUFACTURER for California or 
Pacific Coast. Wide experience selling hardware, 
mill supply, electrical and automotive jobbers. Un- 
usual record as salesman and manager. Best 
bank and commercial references and bond. Liberal 
arrangement with reliable concern offering perma- 
nent connection with future. Address Box B-444, 
care of HarpwarE AcE, New York City. 














He ADVERTISED IN THE RIGHT MEDIUM 


This man wanted to represent a good hardware 
manufacturer—he told his story in the Classified 
Opportunities Section of Hardware Age— 


A nationally known company replied to his adver- 
tisement and he secured a desirable position through 
advertising in the right medium. 


HARDWARE AGE is noted for quick results — 
try it—send your ad to— 


HARDWARE AGE 


Classified Opportunities Dept. 
239 W. 39th Street 


New York, N. Y. 
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COMPLETE 
qo CONSUMER 


AGAIN RED JACKET SCORES! 


Red Jacket dealers again have the 
ADVANTAGE. A domestic deep 
well water system in which design, 
workmanship, and quality of mate- 
rials are surpassed by none—at a 
price that will MEET ALL COMPE- 
TITION. 


Model No. 250 
» $155 Value 
Only $125 


PB i are 


Capacity, 200 gallons per hour. Ready to install—for 50 foot 
well. Equipment includes repulsion induction motor, 42-gal. 
galvanized tank, air volume control, pressure gauge, pressure 


switch, check valve, relief valve, steel, brass lined cylinder, gal- 
wood plunger rod with couplings, 1%4” 
Pump 


vanized drop pipe, 14%” 
galvanized suction pipe and galvanized gauze strainer. 








equipped with fully enclosed semi-steel roller bearings. 
anteed for five years. 


NOTICE: Write for details 


today as offer is made for 
limited time only. 


FOR SHALLOW WELLS 


Red Jacket’s sensational line 
of water systems as low as 
$41.25. 

Quiet, efficient, economical, 
compact. Capacity up to 
500 gal. per hour. Send 
for Catalog SW 87. 

Largest exclusive manufac- 
turers of hand, windmill and 
three way pumps—also water 
systems up to 12,000 gals. 
per hour. 


RED JACKET MANUFACTURING CO. | 


2537 Rockingham Road Davenport, lowa | 
Mfgrs. of Pumps and Water Systems for 58 years. 


DORWARD 


Guar- 


or re 


ee ee ae 











88 








“1 AM THE ‘REPAIR MAN’ 


AT OUR HOUSE” 


“My husband may be a good sales- 
man but when it comes to fixing any- 
thing at home he’s useless. I have two 
choices — do it myself or call a re- 
pair man. 

The ‘Tool Box of America’ means 
little to me except that when I bought a 
hammer and screw driver at the hard- 
ware store the salesman emphasized 
that I was getting real tools made by 
Stanley. I guess he was right — Junior 
seems to be able to destroy more things 
with them than he did with the old ones.” 

The “Tool Box of America” offers 
tools to meet every requirement of your 
customers in quality and price. You can 
make more money by concentrating on 
the Stanley line. And you are in a posi- 
tion to meet competition in any price 
range with tools of better quality. 

° 
STANLEY TOOLS of Highest Quality— 
the choice of artisans for over 80 years. 
STANLEY FOUR SQUARE TOOLS — 


unusual tool value for farmers and 


householders. 


STANLEY DEFIANCE TOOLS — low 
priced, practical tools for the occas- 
ional user. 


STANLEY TOOLS 


NEW BRITAIN, CONN. 


STANLEY 
“HURWOOD” 
No. 20-6” at 50¢ 


The name “Hur. 
wood” means qual- 
ity in screw drivers. 






STANLEY 
No. 270-6" at 25¢ 


Exceptional tool val- 
ue ata popular price. 






STANLEY* 
DEFIANCE 
No. 1270-6" at 15¢ 


A bargain in quality 
and price for the 
occasional user. 
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HILL CLOTHES DRYER CO., Inc. 


Manufacturers 


— of the famous: 


Hill Champion, Eureka 

Atlas Style D 

Spartan Style H 
and Roof Dryers 


HILL 


CLOTHES DRYER CO., Inc., Worcester, Mass. 


New York Distributor 
H. Kornahrens, Inc. 








MOULTON LADDERS 


Safeguard Your Customers 
Every Ladder is Safe 


UTILITY EXTENSION LADDER as shown. 
Clear straight grain, noble fir or hemlock 
with 14% in. turned ash rungs. Diamond 
Spring Locks. Hand forged steel top irons. 
Malleable bottom irons. All hardware 
Cadmium plated. Lengths 20 to 44 ft. incl. 
Wet. approx. 2 lbs. per ft. 

SINGLE. LADDER—Clear straight grain 
ladder stock with selected 14% in. hardwood 
rungs. Wet. approx. 2 lbs. per ft. Standard 
lengths: 10 to 26 ft. 

Send for Literature and Trade-prices. 


The Moulton Ladder Mfg. Co. 


Somerville Mass. 

















Bommer 
Checking Floor Hinges 


Suitable for 
all sizes and 
kinds of 
iloors, metal 
or wood 





Write for illustrated catalogue 
Bommer Spring Hinge Co., Brooklyn, N.Y. 
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mane t0 MEASURE wr 


Genuine Nicholson Files are made to 
measure upto the complimentary things said 
about them by thousands of satisfied users. 

Highest Quality is the standard to which 
every Genuine Nicholson File is produced. 

At your jobber’s. Nicholson File Com- 
pany, Providence, Rhode Island, U. S. A. 


Gos? 
NICHOLSON FILES 


cme A-FILE FOR EVERY PURPOSE 





























= nus oN To completely satisfy your customers, ask your jobber for COLUMBIAN 
Ces ee £0) = 22S Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in 34 inch diameter and larger. 
Columbian Rope Company, Auburn, “The Cordage City”, N.Y. 
i: (a i U 
aM WATERPROOFED - GUARANTEED 
Ask your REMCO PRODUCTS 
Jobber 
and ie Se THUS ummoxsremy oe 
see that 
our Trade- z= yas SS mene . 
Mark y, iller, Inc. 
appears CAMPINGO NOL > i a ap R. “ Domes of 
on each e i J = R. st) Silence, Inc. 
package. niles = AUBBER CUSHION CuDES R mm Swedish agg mg 
If he is ra “ : 
not supplied 4 es Oa ay 4 "a 
—write us. = avrg “si \ NN. Y ’ 
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OF EVERY TYPE 


For years, Upson has been rendering a triple ser- 
vice—to plow manufacturers who take a pride in 
the performance of their product—to the jobbing 
trade supplying bolts to rural communities—and 
to the farming industry interested in obtaining 
full value for its equipment expenditures. 

The Upson line of plow bolts is complete— 
ten styles for new plows—and other styles for 
repairs. Every one is given a special heat treat- 
ment to develop strength and wear-resistance. 
Every one is headed to fit accurately the counter- 
sinks provided for them. Every thread is clean 
and sharp. Every one is typical of Upson quality 
—in materials and in workmanship. 

When ordering, be certain to specify whether 
plow bolts are for new equipment or for re- 
pairs, as there is a slight differ- 
ence in the height of the head on 
all Upson repair bolts to compen. 
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. look past you, over your 
shoulder, with the finest of buying enthusiasm. Customers 
for the Winchester Staynless Shot Shells piled attractively 
on your shelves. After they get their shells, excellent pros- 
pects for pyramiding sales of hunting equipment. 

They want Winchester Shells for the same simple rea- 
son that you handle them. Profitable. In each small carton 


TEADILY, man after man they will come to your 
immunition counter 


YNLESS 


| NO RUST | 


OT SHELLS 
More a Ls: 


WINCHESTER 


of 25 shells there is packed the promise of hunting thrills 
. the promise of game dinners . . . for which Winchester 
Shells have been world famous for generations. They know 
these popular shot shells are unsurpassed in improvements, 
all-around efficiency, dollar-and-cents value. 
Get your stock in and on display NOW. Free Shot Shell 
folder, very useful in ordering, gives all popular loads. A 
supply for your customers promptly on request. 


For Winchester Fall Display, please write NOW. 
WINCHESTER REPEATING ARMS CO., Dept. 40-T - New Haven, Conn., U. S. A. 
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